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WINCHESTER MODEL 60 


TRADE MARK 


and WINCHESTER 


TRADE MARK 


KOPPERKLADS 


In times like these, when new customers and increased sales 
depend so largely on exceptional quality at a surprisingly low 
price, it will pay to concentrate your efforts on the remarkable 


new Winchester Model 60 rifle and Winchester Kopperklad 
cartridges. 


The Model 60 gives your customers the greatest value, at its 
price, of any rifle on the market. A genuine Winchester 
bolt action which you can offer at the amazingly low price 
of $4.95; its sales are already tremendous —thus opening up 
still another opportunity to sell more Kopperklads — already 
well established as the gem of .22’s. 


Have your jobber fill your order NOW 
aN for this unbeatable combination. 


WINCHESTER WINCHESTER REPEATING ARMS CO. 


NEW HAVEN, CONN., U. S. A. 
eel a4) K{e) % . 


CARTRIOCES 


KOPER KLAD BULLET 


! 
{ 





Model 60 $4195 
To Retail at 4 














Quality in chain is the measure of its safety. A 





chain that looks perfect may break under crucial 






service. That is why the reputation of the manu- 






facturer is of great importance when you recom- 






mend a particular brand of chain. 






The American Chain Company for many years 





has been the world’s largest manufacturer of welded 








and weldless chain. ‘‘ACCO” is the symbol of qual- 












ity in chain .. . quality which is the result of supe- 


SASH CHAIN rior methods in the art of chain-making. Every 






inch of ACCO Chain is thoroughly inspected. Chain 
intended for use wherever safety is a factor is proved 
on modern testing machine. 


**ACCO” is a good name for a good product. 


CHAIN FOR ALL PURPOSES 





AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 


WORLD’S LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAIN 
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GOOD 'TOOLS 


SINCE 1819 


‘[his PEXTO Square belongs to a 
Distinguished Tool Family 


Pexto Squares like other lines of Pexto tools represent a com- 



















bt — plete price and style range. With a century of manufacturing 

ern hig Use experience behind them, they are built today, as they have been 

Pe a = 1 in the past, of highest grade material. 

| | Rafter 

| |) Framing | The line includes the Take-down Square, the Rafter Framing 

Squares | /\ Square, as well as the Standard Steel Square. 
A complete svt of brict, ‘ 
f | The exclusive feature of the Rafter Framing Square is to be 
; | : ' 
: found in the markings which are so arranged as to make it pos- 
1] sible for the mechanic to get the desired information at a single 
i glance. 
oe Be Pexto Squares and all other Pexto tools are always in stock at 
pital your jobbers. 

Hamme Wrench 
Giese  LHE PECK, STOW & WILCOX CO. “scion” 
Pliers Squares 

Screwdrivers SOUTHINGTON, CONN. : Fender and 
Braces Makers of Good Tools since 1819 Body Dent 
Removing Tools 


Pruning Shears 
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y Interviewed, told us 
anted these 30 advantages: 


‘op—this can be used as an extra pantry 
Unit Above Food Compartment—for econ- 
—but concealed for beauty. Quiet Operation 
due to elimination of vibration. No Vibration 
because of spring-mounted rotary type compres- 
sor. Convenient Temperature Regulator—five 
freezing speeds. Eighty-four Ice Cubes—8% lbs. 
—at one freezing. Defrosting Switch is combined 
with temperature regulator on escutcheon plate. 
Pyroxalin Lacquer Exterior—durable—non-chip- 
ping. Hermetically Sealed Unit—safe—dirt-proof 
—trouble-proof. Fingertip Latch Operation— 
opening and closing easily. 

New Beauty of cabinet — All-Steel-welded con- 
struction. Air Circulation is positive and refrig- 
erator may be placed in recess or under shelves, 
No Belts—gears—pistons or stuffing boxes. Mois- 
ture-Proof Insulation. Even Temperature—food 
preservation. Entirely Self-Contained. Massive 
Single Door—opening right or left. Bakelite 
Facing—on door and compartment edges. Free 
Swinging Door—large bearings—long life. Chro- 
mium Alloy Hardware—stainless. Double Depth 
Tray--frozen desserts. Self-Closing Door—pro- 
tects ice-cube trays. Lower Operating Cost—sim- 
ple mechanism. Latch Design—cannot catch 
clothing. Cut Back Lower Shelf. Glider Type 
Shelves. Porcelain on Steel — interior finish. 
Broom-High Legs—easy cleaning beneath. Con- 
tinuous Bath of Oil—Prevents wear. 
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FAIR PRICE! 





the sales features 


you’ve wanted in this great 
new Majestic product 





Dealers who have wanted to share in 
the profits of the refrigeration industry’s 
greatest year and have looked over lead- 
ing lines only to find an essential feature 
missing, will find that Majestic has put 
behind its line of refrigerators ALL of 
the sales advantages which aggressive re- 
tailers know from long experi- 
ence are necessary to successful 
merchandising. 

The same sales policies and 
knowledge of retailers’ prob- 
lems which made Majestic Radio. 





such a spectacular success — 2,500,000 
sets in 244 years—have been provided 
for the new product . . . Majestic Refrig- 
erator. Three sizes... 4,5 and 7 cubic 
feet ... having shelf areas of 74, 844 and 
10 square feet ... priced at $169.50 and 
up, F. O. B. factory. 

A few extremely desirable ter- 
ritories are still open. If you 
do not know the Majestic Dis- 
tributor handling your terri- 
tory, wire or write the factory 


AT ONCE. ' 


GRIGSBY-GRUNOW COMPANY, CHICAGO, ILLINOIS 


ELECTRIC 





Refrigerator 
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The Quadrispray package tells the whole story. Set it 
up and it sells itself...at a good profit. Suggest it to your 
local golf courses. Retails at $8.75. Dealers’ price 
$6.75 less 10% on lots of three—a mark-up of 45%. se 





made by the makers of = 
ove Goodrich Maxecon 
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SALESMANSHIP for some- 
thing that’s not so EASY TO SELL 


of the hardware retailer today— 
more items that sell themselves 
through display? 

You need more specialties—prof- 
itable items you can put real sales- 
manship behind—items above the 
level of the everyday “staples.” But 
you also need things that will sell on 
sight to the people who happen to 
need them, things that tell their own 
story—through display. 

Just think a moment about the 
Goodrich Quadrispray. Here’s a 
product that fills both of these re- 
quirements. The package itself is a 
display. It carries real profit. What 
dealer couldn’t sell more than three 
in a season? 

Approximately 31% Gross Profit— 


Dealers’ price for the Quadrispray 
is $6.75 with a 10% discount in lots 


[== this one of the great needs 






@ This washer package, too, is a display. Many 

smart dealers make it still more effective by push- 

ing a real nail through the cardboard above 
box and hanging a loop of washers on it. 


@ Here's where display alone SELLS. Ten hose 
washers on a wire loop. Hang them on a nail! 
Customers will instantly see the advantage... 
HANDINESS. These washers retail at 10 cents 
ber set. Dealers’ price, per box of 20 sets, $1.15. 
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But stock plenty 
of items you 
can sell through 
display alone 


of three...a mark-up of 45% /or 
gross profit of $2.67}. 

50 feet of Goodrich hose {%- 
inch}, with necessary couplings, 
washers, and four sprinklers make 







up a Goodrich Quadrispray package. 

Sprinklers alone retail for about 
75 cents each. They are made of un- 
breakable metal...adjustable to fine 
or coarse spray. Spray heads easily 
open for cleaning. 

Swivel nuts and wide bases, keep 
spray heads upright in spite of slight 
twists in the hose. After assembling, 
spray heads may be removed at any 
time simply by uncoupling...and the 
hose used with a nozzle. A set of 
washers on a handy wire loop is 
included. 


Consider your needs, check them 
on the order blank coupon and send 
it today to The B. F. Goodrich Rub- 
ber Co. /Est. 1870}, Akron, Ohio. 


EVERY DEALER 
should have at least a 
few packages of 
Goodrich Maxecon 
hose in the GOLD 
wrapper to meet the 
demand—whether he 
has other hose in stock 
or not. Never before 
has any hose been so 
familiar to the public. 
Your customers will 
recognize it; you'll find 
it easier to sell than 
any other hose you ever 
carried, 








rich Quadrispray. 


Name 


ORDER BLANK 


The B. F. GOODRICH RUBBER COMPANY, Akron, Ohio. 
Please have nearest distributor furnish me with: . . 
boxes of Goodrich hose washers. 

lengths of Goodrich Maxecon hose in the GOLD wrapper. 


sets of the Good- 
50 ft. 





Address. 





{If you prefer to order through any particular jobber, 
write his name and address in the space below.} 























Gar den Hose in the Gold Wrapper 
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NORGE 


: an great refrigerator 











for the User and the 








Norce has the Rollator, the simple 
compressor with just three moving parts, 
running in oil. It’s practically everlast- 
ing, giving unfailing service (normal re- 
frigeration and quick freezing) year after 
year, during extreme summer heat just 
as at any other time. Norge is a great 
refrigerator for the User! | 


Mechanically Norge is service free for the 
dealer. If any important mechanical ad- 
justment ever does become necessary, the 
machine assembly is quickly removable 
and replaceable as a unit. Norge is a 
great refrigerator for the Dealer! 


A brand new sales plan, with powerful 
advertising and selling tools, is now oper- 
ating. The discounts have been made 
especially attractive, too. Norge is a great 
refrigerator for the Merchandiser! 


Norge Corporation is a Division of Borg- 
Warner Corporation, originators of free 
wheeling and many other important 
automotive advancements. Every Amer- 
ican motor car made today contains 
material made by Borg-Warner. Norge 
Refrigerator has great resources backing it. 








DEALER 
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Norge dealership appointments are being 
made rapidly. Earliest inquiries will re- 
ceive first consideration in your locality. 
The coupon will bring you complete de- 
tails of the Norge... it’s package merchan- 
dise...a short line... service free. 


NORGE CORPORATION, Division of Borg-Warner 
656 EAST WOODBRIDGE ST., DETROIT, MICH. 





Norge Corporation 

656 East Woodbridge St., Detroit, Mich. 

I would like full details of Norge and the Plan. 
Name 


Address 
RI sdcinss sh cesincehas cance eh apse iinscossvnik cae RM acnlshak cacss tach pesabldon eaeaiesotomseedictieoecaveaie 
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WITH ROLLATOR 





EVERY AMERICAN CAR MADE TODAY CONTAINS MATERIAL MADE BY BORG-WARNER CORPORATION 
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CORBIN CABINET LOCK CO. 


The American Hardware Corp., Successor 


NEW BRITAIN, CONN.,U.S.A. 
NEW YORK CHICAGO PHILADELPHIA 
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Says the PENNSYLVANIA Gardener: 





10 


: 


You ll save*in the lo 











specialists: 
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l won't work 


for price-cutting 


yo9 





“You see,” the old fellow explains, “I'll 
help any self-respecting, independent lawn 
mower retailer who'll take the trouble to show 
that big, new mounted display of me in his 
window or store. 


“But I won’t work for price-cutters, be- 
cause it’s dead against Company policies.” 


That’s correct, too. All PENNSYLVANIA 
dealers are independent merchants of the best 
type—substantial citizens who render a real 
service in their communities and who are en- 
titled to a fair profit in return. 


The new colorful Gardener display, size 29” 
x 42”, will help any PENNSYLVANIA dealer 
to identify his store with lawn mower quality. 
It is FREE and will be sent promptly on re- 
quest. In writing, be sure to ask also for our 
1931 package of “Dealer Helps” and please 
give your jobber’s name together with the 
names of any PENNSYLVANIA brands you 


carry. 


PENNSYLVANIA LAWN MOWER WORKS 


Primos, Delaware County, Pa. 


ENNSYLVANIA 


LAWN MOWERS 





HARDWARE AGE 











é ahs 


RRS 


Watt sizes. 





Did you know an electric heater 
could look like this? Miller- 
Somes is at home in any com- 
pany. Handsome metal cabi- 
nets in four beautiful lacquer 
finishes; 660-Watt and 1250- 





SAFETY — COMFORT — BEAUTY 


—and a big new market for your sales? 





Miller-Somes is a safe heater in 
the home. Your little baby can 

lay around its friendly warmth 
in perfect safety. 





NEW COMFORT 


Feel the powerful, gentle flow of 
real heating comfort! Use Miller- 
Somes yourself while shaving. 
Every family wants this conveni- 
ent extra heat. Think how 
mothers need it for babies and 
small children! 





NEW BEAUTY 


Miller-Somes heaters are styled 
for today—modern design, har- 
monious colors, fine lacquer fin- 
ish. You'll be proud of a Miller- 
Somes in your home and in your 
store or office. 


|| oe is a new conception of electric heat- 
ing for the home ... the new Miller- 
Somes Safety Electric Heater. It is unlike any- 
thing you have seen before. 


It is based upon a different principle, proved by 
years of heavy-duty industrial work and now 
applied to household use. It brings new beauty, 
new safety, new effectiveness, new comfort—a 
new kind of electric heating for the home! 


New Customers 


You can sell a Miller-Somes where no electric 
heater has been good enough before—on its 
safety, its efficiency, its beauty, or all three. 
Sell it for the chilly mornings still ahead . . . for 
cashiers in markets . . . for vacation cottages 
..-for offices. Sell it to any family with a baby! 


Try it Yourself? 


Take a Miller-SSomes heater home; let your 
family enjoy its safety and convenience. Feel 
its strong, gentle flow of heating comfort. See 
how its beauty harmonizes with the finest room. 
Get ready to sell. 


Investigate! Send in a trial order now... or write 
for detailed literature illustrated in full color. 


MILLER-SOMES, INC. 


For 10 years C. M. S., Inc. . 
369 Lexington Avenue 


. » Plant at Tarrytown, N. Y. 


New York 







Below—the new-type 
heating element, 
source of the power- 
ful and gentle flow of 
comfort that makes 
Miller-Somes a new 
kind of electric 
heater. 


Wal 


NEW PRINCIPLE 


Miller-Somes’ heating element is a wide 
flat strip of Nichrome metal—strong, heat- 
resisting, non-rusting alloy of Nickel and 
Chromium. 


It delivers all the heat you want, but it 
does not get red hot. 


The powerful, gentle flow of warmth comes 
from this long strip or ribbon (see photo- 
graph above). Cool air is drawn up off the 
floor, quickly warmed by contact with the 
large area of the Nichrome ribbon, and 
sent upward and outward: through the 
louvres by natural convection ... not an 
intense beam focusing on one spot from a 
small coil of red-hot wire, but a large vol- 
ume of air at a comfortable temperature, 
circulated throughout the room. 


No moving parts, no noise, nothing to get 
out of order or wear out. No servicing! 


You get faster heating of more air at the 
right temperature, with Miller-Somes’ new 
heater . . . and it’s safe . . . and good to 


look at! 


PRICES 


660-Watt, Natural Mahogany or Walnut 
finish, retails for $21.00; Ivory or Jade 
Green, $19.00. 1250-Watt, Natural Mahog- 
any or Walnut, $28.00; Ivory or Jade Green, 
$26.00. Slightly higher west of the Rocky 
Mountains. Satisfactory trade discounts: 


Miller - Somes 


SAFETY ELECTRIC COMFORT HEATER 
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FRENCH BATTERY COMPANY: MADISON, WISCONSIN 


Makers also of Radio’ A,’ “Band “‘C’’ Batteries; Autoradio and Aircraft Batteries; Ignition and Telephone Batteries; Ray-O-Vac Radio Tubes 
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( WATCH FOR THEM ) 
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Ray-O-Vac climaxes twenty-five years of quality manufacturing with the 
new Silver Anniversary Models ... smart... modern—with added beauty 


and accustomed Ray-O-Vac quality and features ... Complete details May 1. 


General Sales Offices: 20 North Wacker Drive, Chicago 
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| TRUE TEMPER Propo UCTS 


THE ORIGINAL SKELTON 
Is _ 

fi ONE-PIECE FLEXTEEL 
SOLID SHANK SHOVEL 
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2nd Stage 
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3rd Stage 
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Above illustrates the fea- 
tures that make Skelton 
Fiexteel Shovels popular. 


A Four steps in the construc- 
a tion of Skelton Flexteel 
: Shovels and Spades... 





The Shovel that “Set the Pace” for 
Better Shovel Conditions 


A one-line shovel line that covers every need. It pays to concentrate on: 


“Bantam” Brand—solid shank shovel—Feather Weight 
“Fox” Brand —solid shank shovel—Standard Weight 
“Bulldog” Brand—solid shank shovel—Heavy Duty Weight 


Skelton Shovels, Spades and Scoops are now associated with the 


TRUE TEMPER trade mark. The advantage to the dealer in this 
tie-up of quality is obvious. 


The Skelton make, under the three brands named above, is the only 
Solid Shank Shovel made. Other shovels may look something like the 
one-piece solid shank Skelton, just as a house dog may look like a 
hunting dog—but that's all. Do not be misled by imitations. 


SKELTON SHOVEL WORKS 
THE AMERICAN FORK & HOE COMPANY 
i—p> FACTORY, DUNKIRK, N. Y. == 
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Our Other Brands of Screen Cloth 
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12 Mesh, No. 33 gauge each way 

14 Mesh, No. 33 gauge each way 

16 Mesh, No. 33 gauge filler 
No. 34 gauge warp 

18 Mesh, No. 34 gauge each way 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Wickwire Copper 


One of our own batteries of 
Wire Drawing Machines 


Rust- Resisting 
GRAY-WICK 


Rust-resisting screen cloth demands rust-resist- 
ing wire. GRAY-WICK is made from FULL 
GAUGE Copper Alloy Open Hearth Steel 


drawn in our own mills. 


To insure against rust this wire is carefully 
electroplated with an 8 to 10% ZINC Coating— 
then thoroughly enameled with White Trans- 
parent Varnish. This double protection is why 
GRAY-WICK resists rust long after ordinary 
steel wire has deteriorated. 


From raw material to finished product—every 
operation is controlled by us in our own plants. 
Every roll of GRAY-WICK is the result of our 
50 years of experience in the manufacture of 
Wire Products. 


Some screen cloths lose customers—GRAY- 
WIRE holds them. Which kind are you selling? 
Made in all widths in even inches from 18” to 
48” inclusive, double salvage. Extra wide 
widths, 54” and 60”. 


Your Jobber will supply you 
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Tools, like men, are judged by the company they keep. 
Champion Screw Drivers keep steady company with Carpenters, 
Mechanics, Cabinet Makers and Electricians because they are 
efficient on every job. 


CHAMPION 


Screw Drivers 





drive screws straight home—save time doing it. Blades forged 
from toughest steel, hardened and tempered exactly right. 


Phantom cut shows why blade canngt turn or work loose in 


the handle. 


Each blade tested to split a screw head. Five styles; twenty- 
three sizes from the tiny 114 in. Special to the Giant 30 in. 
Machinist pattern. Packed 14 doz. in a box. 
Your jobber will supply you. Send for Catalog 
No. 10. 


HARDWARE COMPANY 


Reg. U. 8. Pat. Off. 
ESTABLISHED 1854 INCORPORATED 1864 





Torrington, Connecticut 


New York Office: 151 Chambers St. 





Judged by the Company They Keep 
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TA Quali 
‘|| Proper Display is 
modern merchandising 


HE best merchandise in the 

world won't sell if it’s hidden under 
the counter. 
Genuine Irwin Solid Center Auger Bits 
on the board shewn above offer the 
dealer small salable stocks, frequent 
fill-ins, rapid turnover and excellent 
display. These factors are the founda- 
tion of modern merchandising and 
mean maximum net profits. Only an 
Irwin trade mark is your guarantee 
of quality and performance. Irwin — 
The standard of the World—“Cuts 
True—Clean Thru”. 


Get This From Your Jobber 


Ask your jobber to furnish you with one 
of these Irwin — Display Boards 
—and watch your bit sales grow. 








































WILMINGTON, OHIO 
ESTABLISHED 1885 
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Continental Window Screen 





Storm Panel 
IN WINTER 
= Keeps out Cold 
Saves Fuel 


Screen Panel 
IN SUMMER 
Keeps out Flies 
Conserves Health 


Continental Combination Screen 
and Storm Door 


ing quality. 


vents pulling loose. 


Detroit 
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Continental products are made to give your custom- 
ers complete satisfaction. They outsell and outlast 
others because they are built of materials of endur- 


The finest of workmanship, the best grades of wire 
cloth, the best seleeted lumber, thoroughly seasoned. 
All wood parts carefully and accurately machined. 
All knots and imperfections eliminated. 


All wire secured in a manner which positively pre- 


ORDER FROM YOUR JOBBER 


Keep Your Stock Complete 


Continental Sereen Co. 


; 
3 
3 


Order NOW 
For Spring Trade 


Screen time is approaching. Flies and mosquitoes 
are planning an active season. No business de- 
pression for them; nor for dealers who keep 
stocked with Continental Window Screens and 
Sereen Doors. The standard line for nearly 30 
years. They keep customers SOLD—prevent their 
buying from carpenter shops and made-to-order 
screen factories. 








Window Screens and Doors 


Michigan 
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AMPKUO 


MIDGET MODEL GAS RANGE 


UST FOR ONCE, let’s quit thinking of the American Kampkook as a camp stove. 
Classify it in your mind as a Midget Model Gas Range. Then use your imagina- 
tion. Visualize your market for that very thing, a Midget Model Gas Range. 





“What's the difference,” you say, “what you call it?” : 

Just this: We don’t want you to think of the Kampkook as a stove which is sold 
only to campers. Thousands of Kampkooks are soldevery year to people who never 
go camping. a 
Kampkook is a Midget Model Gas Range: 

1. For light housekeeping. You’d be surprised, how many are used for that pur- 
pose. 


2. For use in farm kitchens in hot summer weather. The small price of Kampkook 
is all some people are willing to pay for an auxiliary stove for hot weather. 


3. For cooking hot, satisfying, perfect meals on picnics. Cold salads and dry sand- 
wiches are no good on a picnic. Hot, Kampkooked food is the thing to have. 


Kampkook business is important business. It will pay you to go after it. Show 
Kampkooks in your windows. Display them up front in your store, right 
next to the door. 





Kampkook, the Midget Model Gas Range, makes its own 
gas from gasoline. Lights instantly; no generating. 
Burns with a blue, windproof flame, hot- 
ter than city gas. Made in 8 
models. Write for 
prices. 





AMERICAN GAS MACHINE COMPANY, Inc. 


BROOKLYN, N. Y. ALBERT LEA, MINN. OAKLAND, CAL. 
18 ; HARDWARE AGE 
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A SIMPLIFIED DISSTON LINE 
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CEYSIONE 
HAND SAWS, MADE BY DISSTON 


HOUSANDS will buy Disston-Keystone Hand 

Saws, because they are DISSTON products and 
because, in size, style, design, appearance and price, 
they are what the buying public wants today! 

These saws meet the demand for good hand saws 
at low prices. In steel, in temper, and in workman- 
ship they are worthy of the DISSTON name, which 
is etched on every blade. 

They are designed to serve householders, farm- MADE BY 
ers, and others who are willing to pay $1, $1.50 or 
$2 for a saw—but not more: the men who want 
saws that will cut well and hold their edges, but 
who, until now, have been buying inferior saws, 
cheap at the start but expensive in the end. 

Disston-Keystone Saws are beautiful saws. All 
are lightweight (ship) pattern, with skew backs. 
The blades are highly polished, and bear the 
Disston-Keystone etching with a colorful Keystone 
decalcomania. Handles are orange and black. Three 
sizes only: 16 inch, 10 point; 20 inch, 9 point; 26 
inch, 8 point cross-cut and 5/2 point rip, packed ‘2 
dozen in a box. Also in Keystone Saw Sales Packs 
containing six 26”, two 
20” and two 16” saws, 
with window display 
material and consumer 
folders. See last page. 
Order from your jobber. 














































MADE IN 8 POINT 
CROSS-CUT 
5% POINT RIP 

















AT NEW ANIL 


$100 Re 700 tee 


GREATLY SIMPLY 

















No. 5 KEYSTONE 
Household Quality 
$1(16") $1.50(20") $2(26") 


Enables you to meet price competition with 
good hand saws, bearing the Disston name, 
at the lowest prices possible, Three sizes 
only: 16 inch 10 point cross-cut, to retail 
at $1; 20 inch 9 point cross-cut, to retail at 
$1.50; 26 inch 8 point cross-cut and 5% 
point rip, to retail at $2. All aré lightweight 
patterns, skew back, with orange and black 
handles (Disston trade mark), colored de- 
calcomanias, and Disston-Keystone etching. 
Packed ¥% dozen of a kind in a box, also 10 
of assorted sizes, with display material, in 
the Keystone Saw Sales Pack. See last page. 


D-7 
Genuine Disston Quality 


$2.75  (26") 


Straight back, both lightweight and regu- 
lar patterns. Disston's lowest priced saw for 
the mechanic, retailing for only 75 cents 
more than the 26" Keystone Enables you to 
give the consumer a genuine Disston Hand 
Saw at an extremely low price. True-taper 
ground. Brass screws. Lengths and points: 
Lightweight, 26", 7,8, 9, 10 pt. cross-cut and 
5¥% pt. rip. Regular pattern, 18", 10 pt. ; 20°, 
9 and 10 pt.; 22", 8, 9 and 10 pt. cross-cut 
and 7 pt. rip; 24", 7, 8 and 9 pt. cross-cut 
and 7 pt. rip; 26", 5, 6, 7, 8 and 9 pt. cross- 
cut and 5, 54, 6 and 7 pt. rip. 


D-8 
Genuine Disston Quality 


$3.25  (26") 


Skew back, both lightweight and regular pat- 
terns. The most widely used hand saw on 
earth, the original skew back saw, true-taper 
ground. Applewood handle. Brass screws. 
Lengths and points: Lightweight, 26", 7, 8, 
9,10 and 11 pt. cross-cut and5¥ pt. rip. Reg- 
ular pattern, 18", 9 and 10 pt.; 20", 8, 9, 10 
and 11 pt.; 22", 8, 9, 10 and 11 pt. cross-cut 
and 7 pt. rip; 24", 7,8, 9,10 and 11 pt. cross- 
cut and 54 pt.rip; 26" 5,6,7,8,9and 10 pt 

cross-cut and 414, 5, 5Y and 6 pt. rip. 


A saw for every type of user | 


————— ——— 
ee 








D-23 
Genuine Disston Quality 


$3.50  (26") 


Straight back, lightweight pattern, a favor- 
ite with carpenters everywhere, famous for 
its temper. True-taper ground. Improved 
pattern of applewood handle, carved; new 
grip, roomy and comfortable, new weather- 
proof finish; brass screws. Lengths and 
points: 20", 10 pt.; 22", 10 and 11 pt.; 24", 
7,8, 9, 10 and 11 pt.; 26", 7, 8, 9, 10 and 11 
pt. cross-cut and 5!4 and 6 pt. rip. 


D-12 
Genuine Disston Quality 


$4.25  (26") 


Straight back, both lightweight and regular 
patterns. Used by mechanics everywhere for 
finishing work. Narrower blade with im- 
proved pattern of applewood handle, weath- 
erproof finish, carved, and nickel-plated 
screws. True-taper ground, like all Genuine 
Disston Quality Hand Saws made for me- 
chanics’ use. Lengths and points: Light- 
weight, 26", 7,8, 9, 10 and 11 pt. cross-cut 
and 5 and 6 pt. rip. Regular pattern, 20" 
10 pt. ; 22", 10 and 11 pt.; 24", 8, 9 and 10 
pt. cross-cut and 514 pt. rip; 26", 6, 7,8, and 
9 pt. cross-cut and 5!4 and 6 pt. rip. 


D-15 and D-II5 
Genuine Disston Quality 
$5 (26") 


D-15 is lightweight pattern, straight back, 
and D-115 is regular pattern, skew-back. 
These are the finest and most beautiful hand 
saws that Disston makes, with rosewood 
handles, nickel-plated screws, and highly- 
polished blades of the finest Disston Steel, 
highly tempered and true-taper ground. 
Lengths and points: D-15 Lightweight, 24", 
‘, 8,9, 10 and 11 pts. ; 26", 7,8, 9,10 and 11 
pts. cross-cut and 5% and 6 pt. rip. D-115, 
regular pattern, 26", 7,8 and 9 pt. cross-cut. 
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New Standardized Line 












IN EFFECT MARCH 23, 1931 
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No 16 in. 18in. 20in. 22in. 24in. 26in. 28 in. Rip 


D-7 *225 250 2.50 2.50 2.75 2.75 "3.25 


D8 *2.75 3.00 3.00 3.00 3.25 3.25 *3.75 


— Dil ...ndrnicl 











Di20— 4.00 4.00 425 125 4.75 
D112 (isi *4.00 *4.00 74.25 4.250 
D20. 3.25 *3.25 *3.50 3.50 
D.23 3.25 3.25 3.50 3.50 














D-120 ) 5.00 





D-115 *4.75 *4.75 5.00 


DAS 5.00 5.00 
*These saws not included in new standardized list. 

18 in., 20 in. and 22 in. saws are sold at the same price. 
24 in. and 26 in. lengths are sold at the same price. 















The Saw Most 
Carpenters Use 







test values at ‘I to 55 
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New prices on 7 {¢ 


DISSTON Weenus: 


SAW S [907 == 
_ ADVERTISIN 


? / 5 | The most popular 
D- Disston saw. Light- 
weight or regular, 

25 skew-back. 


TO oat 
"S00 [327 


“The Saw Most Carpenters Use” 
—the finest saws that Disston ever 
made—now come to you at lower 


prices! Straight 
For as little as $2.75 you now can $ 125 D- 12 lightwwrial 
tern arr 





Hot Rip AR ARONA 





















Your adedler 10 SPOW you Lie 


=" EYSTONE 
| mace ay | SAWS 


or the home 





buy the straight-back D-7, and for t r 
50 cents es ge can get the most ew 

pular saw on earth—the great 
Disston D-8, the first skew-back 
saw, in either regular width or light- 
weight (ship) pattern. Now a $5 bill 
will buy the finest saws that Disston 





makes: the Disston D-15 or D-115. Disston’s fi 
Now is the time to replace your $ a 0 a 

old Disston Saws with new and bet- Dali Si P 

ter Disston models at lower prices. pattern. 


See them at your dealer's. < 





The New ” Disston Saw, Tool, and 
File Manual” — Free 





is worth money to any 
echanic. It is entirely 
hew—tellshowtochoose, HENRY DISSTON & SONS, Iac., TP 
use, and care for Saws, {In Canada, Henry Disston & 
Tools, and Files—con- =~. ; 
Ve Send me full information on Disstor 
tains 220 interestingpic- — . Dieston Saw, Tool, and File Manut 


tures and many chapters 
of useful information. a 
Free=mailthecoupon, Nameand Address...........-.-----. 


the addition of the new KEYSTONE 
Hand Saws, to retail at $1, $1.50 and 
$2, are being advertised to millions of 
consumers. | 
Full pages in colors are appearing 
in magazines such as Popular Science 
Monthly and in Popular Mechanics, which 
reach more than a million amateur me- 
chanics and others every month. Full 


, prices on DISSTON Saws, and For 20 INCH 


une © 
ai “The Saw ise atin Use” 


Carpenters and others can now get their 
favorite Disston Saws at these prices:* 


8975 rae Snight beck, regular 


est priced cape ed expert a 
chanic’s Tee-taper 26-inch 


’ $ Skew back, the most ¥ . ¢ 
F K 26 | N C H & 325 Favorite of Suisteee 
Bes JUST OUT! New, economical, beau- petterns tree taper — 
tiful, with colorful bandles in orange 





| 
q b } and black. $ er bt back, light- 
page advertisements are being used also Disston Keystone Hand Saws, de- 390 pe 
signed for the home tool kit, made from bean, aed damn odaory attach 


every month in The Carpenter, reaching 
more than 400,000 union carpenters 
throughout the country, and in other 


sell for as little as $1, $1.50 and $2. uty, 
(In Canada, $1.25, $1.90 and $2.50). srusceaper acces, Stdiab 
Made in three convenient sizes: 


16-inch, fine teeth, for fine cutting; $500 Strate, beck, Nghe. 


Disston Steel, with the Disston temper, $425 —* beck, light- 


vazi 3 i 20-inch, medium teeth, for everyday Sew —and the most beau- 
magazines which the tool users read. ro Ar gg Plage mg 4 Mfc Treetper growed. 26inch 
around work. Greatest values ever regular pattern, ee D-115. 


Disston Saws have been advertised : 
known! Ask your hardware dealer. * Prices in Canada slightly high 














continuously for more than half a cen- TT sgiascummmmengiousnereren " 
; ) saws, ete. It is the most Henry Disston & Sons, Inc., Philadelphia, U.S.A. (1m Coneds, Henry Disston & Sons, Lid.,. Toronto) 

tury. No other saws have been adver- a oa (Woahia bien fil tntheceioas (To 00 dha Dineten Bech, ene th pare of ecizpen) 

. . . men ie cou wi s “ 
tised so extensively, and no others enjoy ne er ee en ee 
such consumer preference. All Disston | Di S ee TO N Your name end oditres 
ss me | 
advertising tells the consumer to “See Riches ata tee Cogan ted” 








these saws at your hardware dealer’s.” 
Display Disston and Keystone Saws to 
benefit from the consumer demand. 
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FREE on Request 


to Any Hardware Merchant 













_. display will be sent, without charge, to any retailer 
who orders Disston Keystone Hand Saws. This material 
is in addition to the striking Keystone window cut-out in- 
cluded in the Disston Keystone Saw Sales Pack. (See last 
page). These free sales helps and display material consist of: 














Three colorful easels, supporting the saws horizontally, 






as shown in the sketch at the left. These easels say,“Made 
by DISSTON,” which is the greatest thing that can be said 
about any saw. Three striking price cards, which are to 








be put on the saws as shown. These emphasize the low 
prices — $1, $1.50, and $2. 
A handy lithographed show card, which may be used in the 








window, on the saw case, or on the counter, as a poster, as a 






window floor card, or as a hanger. It features “New 


\ 






Keystone Hand Saws, made by DISSTON, 
—=$1-$1-505$2.” 























BW 
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. . m8 

Counter Folders—A good supply of 4- C \ 

You can get all of this display material, post paid, with- page folders, in colors, (illustrated at right) 
x out charge, simply by writing to Disston saying, “Send describing each size of Keystone Saw. 
4 me Keystone Saw Display Material.” These will help you to make more sales. 








FREE ow Request 
to Any Hardware Merchant 


A” merchant selling DISSTON Saws may have on re- 
quest all the display material shown at the right. a 
Simply write us, saying “Send Disston Window Display,” ‘Gasu amy 
c(h oseson 





and we will do the rest. 

The Disston Display consists of the following: 
Six sturdy easels of new design, in colors, to support six 
saws in the mosteffective positions, asillustrated. Six price 
cards, one each for the D-7, D-8, D-23, D-12, D-15 and D-115 
Disston Saws, to clip on the backs of the saws, as shown. 

A striking show card announcing “New Prices on 
Disston Saws — starting at $2.75.” This card, on heavy 
material, may be used on the floor of the window, on the 
glass as a window sticker, or on a counter or show case. 






A supply of 4-page folders (illustrated at 
left) showing the newretail prices on 
Disston Hand Saws, and illustrating each biases 
saw. )These are excellent for counter Use both the Disston Display and the Keystone Display. Use 
them together if possible. Show the consumer that youhave 


hand sawsat the prices he wants to pay,whetheritis$ 1 or$5! 









distribution or as envelope enclosures. 






and your jobber’s address 


See that we get promptly the DISSTON Keystone Saw 


Sales Pack, consisting of 
Retail Value 
Keystone Saws $ 2.00 
evstone Saws .... % 3.U00 


eystone Saws... . S12.00 


$17.00 


at the introductory price of $11.25, which includes win-! 
dow display and folders that will insure quicker sales. 








GE] [RE oy iLO 
SAW SALES PACK : - 


and you will sell more saws 





Pack, containing ten Keystone Hand Saws, of which 
three are attached to the striking window cut-out 
illustrated above the picture of the Pack, at the right. 
The way to get this window cut-out with your saws is 
to order the Keystone Saw Sales Pack from your jobber. 
All jobbers can supply the Keystone Saw Sales 
Packs or straight packages of half-dozens of Keystone 
Saws of any size. If you order straight sizes only, you 
don’t get the window cut-out, which comes only in the 
Sales Packs, containing two 16", two 20" and six 26" 
Keystone Hand Saws, which retail at $17 and cost you 
$11.25. Buy the Pack and soon you will want straight 
dozens or half dozens to replenish your stock. 


(): THIS PAGE you will see the Keystone Saw Sales 


If you order Keystone Saws in straight pack- 
ages, made up of half dozens of one size only 
in each box, write to us for the Keystone dis- 
play material shown on the preceding page. 
This will be mailed to you without charge. 

Take advantage of the greatest oppor- 
tunities for sales today. Display Disston 
Saws at new low prices and the new 
Keystone Hand Saws at popular 
prices. You will sell more saws. 








HENRY DISSTON & SONS, Inc., PHILADELPHIA, U. S. } 











“If you want to make more money 


get in touch with Lupton’ says 


RUSSELL R. CAMERON 





WITH a 10% jump in sales and a 
15% cut in inventory, Russell R. 
Cameron of Cambridge, Mass., 
couldn’t do much kicking about 
1930. : 

That’s why he advises other hard- 
ware retailers to do what he did— 
get in touch with Lupton. For last 
May, Mr. Cameron modernized his 
entire store with Lupton Metal 
Store Equipment—the open display 
fixtures built to N.R.H.A. specifi- 
cations. The result? A far more 
attractive—and conveniently ar- 
ranged—store. Full display of 85% 
of his items—instead of 15%. In- 
ventory down 15%—sales up 10%. 


Make 1931 your 
banner year! 
What Mr. Cameron did in 1930, 


APRIL 30, 1931 


you can do in 1931. But be sure 
to do exactly what he did—get 
Lupton on the job. For one im- 
portant factor in modernizing is 
expert store planning and mer- 
chandising service. Lupton gives 
it—more and better service than 
any one else in the business. And 
when we say “give,” we mean just 
that—this service is free! 

A Lupton store engineer helps 
you plan your entire store—locate 
each department—figure out the 


LUPTON 


METAL 
STORE EQUIPMENT 


BUILT TO N. R. H. A. SPECIFICATIONS 


ideal stock—arrange and display 
your merchandise. He’snotthrough 
until your store is set for imme- 
diate increased sales—with a lower 
inventory and a higher turnover. 
And when he’s through you’ve got 
one of the most attractive stores 
in town, too. For Lupton equip- 
ment is beautifully designed — 
finished in warm, inviting colors. 
And because it’s built of steel, it 
will last a lifetime—in the long 
run it’s the cheapest you can get. 

So take Mr. Cameron’s advice— 
get in touch with Lupton. A post- 
card addressed to David Lupton’s 
Sons Company, Philadelphia, Pa., 
will bring a Lupton store engineer 
on any day you name. The sooner 
you mail that card, the sooner you'll 
be on the way to increased profits. 
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“This line’s 











got everything 














—_— EW combination of high quality and 
moderate price — Royal White is a 
' complete line — it contains new shapes, 
new features, and is in a new color com- 
bination, of soft green on white. 


Dealers who have seen this new enameled 
ware line and heard the whole story, say 
‘it’s got everything’’—including a gener- 
ous profit. 


Get the complete story of Royal White 
from your jobber or write us direct. 


NATIONAL ENAMELING & STAMPING CO., INC. 
Executive Offices: 273 N. Twelfth Street, Milwaukee, Wisconsin 


Factories and Branches 
New York Baltimore Granite City, IIL 
New Orleans Laurel Hill, L. 1. Philadelphia 
Also Manufacturers of Royal Granite Enameled Ware 
Standard for More Than Forty Years 


Milwaukee 
Chicago 


4 
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New Combination 








HIGHEST QUALITY 


MODERATE PRICE 
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| O-Gdar 





“20% stronger” 


fragrant as cedar 


Kills insects—Moth-proofs closets 


—Destroys household odors 


The insecticide with 
real sales features 


@® O-Cedar Spray will do anything any 
insecticide will do and do it better. Itis 
20% stronger’’. In addition it is pleas- 
ant to use. It mothproofs closets. It 
destroys household odors. It has real 
sales features that produce sales. 


Backed by a real 
advertising campaign 


The story of O-Cedar Spray and its fea- 
tures will be told to the whole country 
during the entire insect season— 
in Pictorial Review, Woman’s Home 
Companion, Redbook, Cosmopolitan, 
Sunset, Holland’s. 4 color pages as well 
as 2 color and black and white will be 
used. This isin addition to the O-Cedar 
Radio Program over 35 Columbia Broad- 
casting Stations, which will feature 
O-Cedar Spray throughout April. 


O-Cedar Spray is the fastest growing 
insecticide on the market. Over 10 mil- 
lion sales messages a month, through- 
out the insecticide season, mean 
definite demand for O-Cedar Spray, 
in your store. Check your stocks. Send 
to us for display material. 


Ask your jobber’s salesman 
about the 2 free with 12 


-Gdar Orpn 


4501 South Western Avenue : Chicago 
Makers of O-Cedar Mops and Polish 
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TO HELP YOU OVER THE HILL. 








9,511,283 INCREASE 


in advertising circulation 


.-PYREX STEPS ON THE GAS 





Ovenware SALES Z sae 5 


wt 
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DDITIONAL help just when you 

want it... additional advertis- 

ing that keeps old customers buying 
—sends new customers to you. 


Where 6 national magazines car- 
ried PYREX advertising in 1930— 
9 do the job this year. Last year’s 
combined magazine circulation was 
10,049,337. This year it is 13,557,020 
—an increase of 3,507,683! 

And that’s not all! The American 


Weekly—Sunday Supplement of 17 
newspapers now carries Pyrex Oven- 


ERAS 


ware advertising. Another 6,003,600 
additional circulation... Grand total 
circulation increase this year over last 
—9,511,283! 


This increased Pyrex Ovenware 
advertising is proving right now that 
business is good if you go after it the 


now! 








right way. Corning Glass Works is 
backing you up with increased ad- 
vertising. You profit most when you 
do your share by displaying PYREX 
Ovenware prominently in your win- 


dows and on your counters. 


“PYREX” is the trade-mark which indicates 
manufacture by Corning Glass Works. 


PYREX ovenware 


CORNING GLASS WORKS, CORNING, NEW YORK 
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No. 1740 


The GRIFFIN Perfection 
Screen Door Set 





HIS popular GRIFFIN Screen Door Set is a step forward in 
Faas. quality and convenience, which will instantly 
impress your customers. > It offers greater efficiency in oper- 
ation and may be applied flush with no mortising necessary. 
> Instantly adaptable to right or left hand doors; interchange- 


able for screen and storm doors; and retails at a popular price. 















Write for descriptive folder at once and have 
SS this splendid GRIFFIN Perfection Screen Door Set ——_VvYY 
on display ready for the screen door season. || 
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ERIE. PENNSYLVANIA 


“ Branch Offices. 
N 
“24 Chicago, 555 W. Randolph St. Re 
Boston, 7 Batterymarch. 





San Francisco, 703 Market St. 
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FOLEY SAW FILING MACHINES 


are shipped to all - 
parts of the world 
may 4 equipped with ~—_ 


a\ Va 
Me) & NICHOLSON FILES 
ate oe i. . 


f\ 


———/——— arm 








! 


NICHOLSON Files are used by the Foley 
Manufacturing Company as standard 
equipment on its saw filing machines. 


Careful and exacting tests determined this 
selection of Nicholson Files. 


Like the Foley Manufacturing Company, 
hundreds of mechanics depend upon 
files stamped with the Nicholson Brand. 
They know that the Nicholson Trade 
Mark represents the maximum file value 
in shapes and sizes for every demand. 


Ask your jobber 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A. 


CHOL Ss, 
SSF 
USA. 


(TRADE MARK) 


A FILE FOR EVERY PURPOSE 
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of GREATER STRENGTH 
and DURABILITY 
in the 


(0 nclusive ‘Droof 
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A pressure of 2500 Ibs. was applied to the sides of eight heavy corrugated cans, manufactured by seven well-known concerns. The NEW WITT can 


(number one) was damaged least with only .13” permanent deflection. The old WITT can (number two) ranked second. Nearest competitor (number 
three) recorded .25”. Other well-known brands showed increased deflection up to number eight which dented .53" 


A 100% to 400% superiority over other brands was 
definitely proven when the NEW WITT can was the 
least damaged of 8 cans in recent compression tests con- 
ducted by the Pittsburgh Testing Laboratory. It is 
because of such unusual strength demonstrated in these 
tests that WITT cans are able to withstand the abuse 
which batters most cans out of shape. 


New special analysis steel and an improved design of 
corrugation add new advantages and increased value to 
a product that for over a quarter century has been na- 
tionally recognized for its superiority. 


Write us for complete information about the NEW 
WITT Cans. 





& he Witt Cornice Co Actual photo of the NEW WITT Can under compression 
e test at the Pittsburgh Testing Laboratory, nage 

2114 Winchell Avenue Cincinnati, Ohio A ate 
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| HERE’S AN 
ADVERTISING BOMB 


If it’s bent, or wobbly, 


or unsanitary, 





TO MAKE OLD 





COOKING UTENSILS 
TOTTER 





Surety, one or more of those faithful old 
soldiers ought to be retired. That dented 
saucepan, perhaps. That double boiler that 
no longer fits together as it should. That 
teakettle whose interior looks suspicious. 
Replace them with Vollrath Ware. 

The surface of Vollrath Ware, inside 
and out, is glass-hard enamel that is smooth 
as china. It is shining—and it will stay so. 
Every edge and corner is rounded. You 
know—when your experienced eye sees a 


over ordinary utensils is this: Every piece 








These lustrous, glass-hard utensils can be 
bought a piece at a time or in sets. 
Matching is always possible. 


of Vollrath ‘Ware is given three coats of 
finest enamel. Each layer, in turn, is fused 
onto the steel base at 1800°F. No cooking 
heat is half so high as this. That is why 
Vollrath enamel does not break down in 
use on your gas range. It is seamless; with- 
out rivets—the surface is one sanitary. 
unbroken curve. 

Not only are there many kinds of cook- 
ing utensils in Vollrath, but also shining 
refrigerator dishes to permit your good 


Established 1874. 


To be sure of genuine Vollrath Ware, look 
Jor the name Vollrath in this Jorm on the 
label. 








Reproduced is the “Replace it with 

Vollrath” advertisementfor April 

Good Housekeeping and W oman’s 
Home Companion. 


The Vollrath name in this form 
on the label assures you of 


genuine Vollrath Ware. 


WE rE ABouT to explode a bomb in the kitchen utensil 
business. It will send women into their kitchens to look 
at the dents, loose handles, scars in-their old saucepans, 
double boilers and other utensils. It will make them 
want to replace the old utensils with Vollrath Ware. 
Read the advertisement to the left for the whole idea. 

Explode this bomb in your neighborhood by bor- 
rowing a few of the abused utensils doing duty in your 
neighbors’ kitchens. Put them in your window with a 
display of shining Vollrath Ware. Send for the ‘‘Re- 
place them with Vollrath’’ window card. Vollrath 
advertising in the women’s publications tells about 
the lasting qualities of Vollrath Ware, its luster, 
beauty, desirability . . . why people should replace 
their old utensils with-Vollrath Ware. 

Be sure to have enough Vollrath Ware on hand— 
both the White enameled ware and the popular colors, 
including the new Ivory. We are ready for rush ship- 
ments. THE VOLLRATH CO., Sheboygan, Wisconsin. 
Established 1874. 












HAVE YOU 























Vollrath utensil, and your critical finger china to go back to the china shelf. . . . ACRIPPLED UTENSIL 

touches its shining surface—that all signs And whether you select snow-white Voll- iN Your 

of cooking will slip away from it easily in rath Ware rimmed in dark, cool blue; or KITCHEN? 

hot suds . . . that it will stay sanitary. After some of the bright color combinations, i x 

years of use, it will still look new. Its beauty prices are reasonable. You should see the = ~=, ; we 

invites pride and care. Vollrath displays in stores near you. The 2 replace at wah ' 
The great superiority of Vollrath utensils Vollrath Co., Sheboygan, Wisconsin. ; ° beaubful ‘ 


Try a display like this. Vollrath 
Ware shines out strong, flawless, 
bright, in contrast with the battered 
old utensils. 
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The B.W.H.. Line 


The BOSTON LINE 
of 
GARDEN HOSE 


covers the entire field 


Seven Standard Nationally Known Brands 
*A GRADE FOR EVERY PURSE” 





of 


Standardized Mechanical Rubber Goods 





Good Luck Hose Washers sell 
for 10c. a package, showing 
you a splendid profit. Two 
gross (24 cartons) in display 
container as shown. 





The most imitated noz- 
zle on the market. 
Never equalled in qual- 
ity. Each nozzle packed 
in a separate carton. 
12 cartons in full 
color lithographed dis- 
play packages. The 
fastest selling nozzle 
on the market. 



















T-BOST 
Nisyaral 


BOSTON NOZZLE 


\ PERFECT SPRAY NOZZLE 
BOSTON WOVEN HOSE & RUBBER ( 


Known everywhere by 
name and recognized as 
the standard friction tape 
of the country. Nation- 
ally advertised. In 1, 2, 
4 and 8 ounce rolls; in 
full color cartons all 
packed in handsome full 
color display containers. 


eo on Va 


“pase ra eect 





The highest — jar rub- 
ber made. Sells at 10c a 
dozen, returning you an ex- 
cellent profit. Two gross 
(24 cartons) in full color dis- 
play container. Used by ex- 
perts — preferred by every 
home canner. 





BOSTON WOVEN HOSE & RUBBER CO. 


Makers of Quality Rubber Goods for Fifty Years 


Works: Cambridge, Massachusetts. 


Postal Address: Box 5077, Boston, Mass., U. S. A. 
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A Griswold window display will 
bring you “stoppers”, shoppers, 
buyers...and profits! This at- 
tractive display material will be 
furnished to Griswold merchants 
who will show a similar exhibit 
in their windows. 


BETTER UTENSILS 
BETTER FOOD 
BETTER HEALTH 








MILLIONS 


WOMEN 
KNOW 
GRISWOLD 


It’s the only nationally 
advertised line of its kind 














CERTAINLY it’s easier to sell a customer. who’s “‘sold”’ herself! 


More than a quarter century ago Griswold began advertising extra 
finished cast-iron ware to the women of America. Today, no other 


make of cast-iron utensils is advertised nationally. 


National advertising helps you sell. In leading women’s publications 
during 1931 it comes to the attention of more than 4,000,000 sub- 
scribers—probably three times that many readers. No wonder thous- 
ands of women in every community are familiar with Griswold! 


Besides—since 1865, generations of American women have cooked 
billions of homelike meals in Griswold utensils. 


It’s only good business for you to take advantage of this demand for 
Griswold utensils which is being constantly cultivated. We suggest 
that you get out your Griswold catalog now, make up 
your order and send it to your jobber—or, if he can- 
not supply you, write The Griswold Manufacturing 
Company, Erie, Penna. 


GRISWOLD 
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R-W “Slidetite” doors can be operated eas- 
ily in any weather by man, woman or child 

. . no hazardous center posts in wide open- 
ings. (Electrically operated for commercial 
or private garages, if desired.) 















Garage door equipment 


kh ™ \t for every doorway and... 


4 4 PERMITS UNOBSTRUCTED OPEN- 
INGS UP TO 30 FEET IN WIDTH! 


—that’s one of many reasons why terfere with unfailing performance. 
Slidetite equipment is preferred. Extra speed, extra quiet and extra 
Whatever type of door you consider, smoothness of operation are results 
R-W can supply you—but you’llfind of the “‘Ideal”’ ball bearing principle 
that the R-W engineer can usually which is part of the hanger construc- 
show you why Slidetite folding-slid- tion. The gentlest pressure opens 


ing doors are more desirable than and closes Slidetite ‘‘Ideal’’ doors. 
can _—" even though R-W offers The first cost of Slidetite doors is 
them all. ; small and the upkeep negligible, 
Smooth, quiet, safe, trouble-free whether you have them on your 







operation is positively assured by private garage or in the doorway of 
the many fine features which belong the largest public garage in town. 
exclusively to Slidetite equipment. Summed up in eight short words... 






The doors fold and slide inside the “they work... they work better... 
garage, leaving a wholly unobstruc- —_— they always work.” That’s not just 
ted opening. They may be operated our own statement; ask any one 
electrically or by hand. Ice or drifted who owns them. 

snow makes no difference; you never Callon an R-W Doorway engineer for 
have todig yourself out; wind cannot advice and help. 

blow doors shut; nothing can in- Send for Catalog No. 55. 


Richards-Wilcox Mfg. Co. - 













“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 


Branches: New York Chicane Boston a Cleveland 

“Quality Cincinnati Indianapolis St. Louis _ New Orleans Des Moines 

ass imprint” —— Kansas City _Los Angeles San Francisco Omaha 
Detroit Atlanta Pittsburgh Milwaukee 

Richende Wilco Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 






1880/19} 








Rp «G 
R-W “Swingtite” doorway equip- R-W OveR-Way doors, with “Stidaside” und r 
ment (hinge doors). unique features not possessed er) ’arage ‘de the 
by other equipment of this type. 
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New Booklet Shows 12 Ways 
to Increase Summer Profits 











SILENT, Jr., Door Closer (Above) 
No. 1000—the finest dollar door closer on the market. 
An unfailing profit-maker. Closes screen and light- 
weight house doors quietly—and tight! Patented 
Everedy valve permits easy and accurate adjustment 
of closing speed by simple twist of cylinder. 


SILENT, Sr., Door Closer (Below) 
No. 2000—the only Double Spring Door Closer on the 
market. Sells all year round. Powerful, united action of 
jamb spring and cylinder spring assures positive closing 
of house entrance doors, storm doors and most doors in 
office, factory and mercantile buildings. 

















EEN | Eee 





Everedy Adjustable Screen Door Grilles (Below) 
They beautify the door and protect the screen against the pushing 
and pawing that make it sag, bulge and break. Finished in brass, 
bronze and antique copper. Sold in a variety of sizes with sliding RITE today for a copy of Everedy’s new booklet, 
rods that make them adjustable to fit almost any screen door. 





“How to Increase Screen Door Season Profits.” It tells 
how to make more profit on every screen door you sell. How 
to make more sales to customers who enter your store. How 
to bring more customers into your store. Twelve practical 
























































sales ideas in all—ideas that hardware dealers like yourself 
have tested, proved, and passed along to us. 
Es With the booklet we’ll send you full information about Ever- 
Fe : edy’s improved line of screen door specialties. About the hand- 
4 1 : some new dull brass finishes on the door closers, for example. 
i 8 cS ~ ae About their new barrel torsion springs which give greater tor- 
mE : sion, absolute silence and longer life. About the beautiful new 
F Scroll Top Grilles which have made an instantaneous hit. 
i ; Don’t miss the extra screen door season sales that Everedy 
d AA Be OO Dae screen door specialties and Everedy’s sales tips will bring you. ee 
1 Write for the booklet today. 
Pe | « : Everedy Products are Sold by Leading Jobbers Everywhere 
is te 
HH im THE EVEREDY CO 
od tiga 
ag a ee, . 
ive i : tt eke 
1 fa eee 3 AS 
Hs, ae a TF - FREDERICK <@ajaiay MARYLAND 
4 a if : ee H F “a 
UI cel aentieeaate Fom R eae Also Manufacturers of the famous Everedy Bottle Cappers, 
nae. lees ; Syphon Filters and Strainer Sets. 
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Enthusiasm Has Greeted ts Arrival 








PELL, ne | 





HE No. 900 National Door 
Set is such a remarkable 
advancement that is was enthusi- 
astically received on being intro- 
duced to the trade. This highly 
efficient door set is of the over- 
head type, with new features and 
new conveniences. 
acclaimed the ideal type of door 
for the modern building. And installation 
is a simple job—a strong selling feature. 


Natienal 


A profitable market is at hand—the No. 900 is as 
adaptable to buildings already in use, to supplant old 
style doors, as it is to new structures. 
nished complete, with hardware mounted to simplify 
installation. The doors are well crated in sections and are 
easily handled. Made in standard sizes. 


Keep abreast of the times with this mod- 
Your 





National 


makes hardware to 
serve every building 
purpose—a complete 
line. The items be- 
low are all big sellers: 
Sliding Door Hangers 
Sliding Door Rail 
Garage Hardware 
Door Latches 
Screen Hardware 
Strap and Tee Hinges 
Half Surface Butts 
Mortise Butts 
Ornamental Hinges 
Cupboard Turns 
Sash Locks 
Sash Lifts 











ern door set. 


trade is interested. 


Write for further 


information 


NATIONAL 


MANUFACTURING | 


COMPANY 


STERLING 
ILLINOIS 


Everywhere 


Doors are fur- 





oe a 
CE 
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x 





Bete bin Shocind cane 6 


A slight lift starts the iden gliding up and over 








Below—special 
closing feature 


Above—note 
rabbeted joint 


Note simple mechanism—all hardware mounted 
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The Successful 
Dealers are Selling 
Quality and Value 

... This Year 














More Than Ever 





Buying conditions in 1931 are radically changed. The American people have become 
cautious and thrifty in their buying habits — more so than ever before. 1930 has bred a 
new appreciation for quality—has created a keener sense of values. The “easy to please” 
customer of two years ago has completely disappeared. 


The keen-sighted hardware merchants of the country have recognized these new buying 
conditions and sensed the necessity for new merchandising policies. In 1931 these pro- 
gressive dealers have exercised great care and discrimination in selecting their lines. 
Only merchandise of first quality is being stocked— merchandise whose quality and 
value is established beyond a shadow of a doubt. 


In selecting wire screen cloth a greater number of dealers than ever before have taken 
on the Hanover line—asa safeguard for their 1931 business. Hanover Wire Screen Cloth 
is generally recognized as the utmost in quality and value. The line is complete— 
meeting every possible demand. r 


If you are interested in fortifying your business in 1931 by selling the greatest value in 
wire screen cloth, we suggest that you investigate the Hanover line. Complete informa- 
tion may be obtained by writing direct to us. 


Hanover Wire Cloth Co. © © - Hanover, Pa. 


Manager of Sales 
John M. Hart Co., Graybar Bldg., New York City 


ION 
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comfort and speed 
replace.... 


aches, pains and labor, you know that 
the item which makes these savings 





possible will meet with real sales 


acceptance. 





- 





There is a real demand for a grass 
shear that will do its work perfectly 

under all conditions—that can be oper- 
ated with one hand—that requires no 


RETAIL PRICE 


adjustments—that does not need to be 
lifted or carried at any time—that 


takes every kink and ache out of back $ $ i. 50 


and knees. 


Order now 
from your 
JOBBER, 
or, 
write us for full 
particulars and 
attractive price 
schedule. 





LONG HANDLE 
GRASS SHEAR 











ee ae 


oh DOO FLD le 


Made by The Alliance Manufacturing Co. “'2nce 
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There they stand .. . “Big Fist”, 
champions of the middle priced 
shovels .. . perfect specimens of 
exact uniformity. 


“Big Fist’’ Shovels /ook alike . .and 
they wear alike. Nineteen years 
of patient and painstaking Wood 
Shovel research guarantees that. 


From the sturdy ““Moly-D” handle 
to the heat-treated blade. . . “Big 
Fist’s” good looks are not deceiv- 
ing. Wood’s advanced “Big Fist” 
processnotonly producesaharder, 
tougher shovel, but maintains 
exact uniformity in 12 shovels out 
of every dozen. You won’t find 
it necessary to apologize for weak 
handles or soft blades when you 
sell the “Big Fist’ line. 


412 IN EVERY DOZEN 


oe are perfect 





No other middle priced shovels 

offer you the assurance of con- 

tinuous high quality,and therefore, 

continuous profits like “‘Big Fist’’. 
Write for details. 


THE WOOD SHOVEL AND TOOL COMPANY 
Piqua, Obio 


Wood's 
“BIG FIST” 


Shovels: Spades:Scoops 





HOW TOUGH IS “BIG FIST’? 

Fred Reel, of Cincinnati, says: 

“Big Fist’ is tougher than a Christ- 

mas Eve away from home”. 

We pay five dollars each month for the best 

od tong ye on “Big Fist’s’’ toughness and 
ardness. Send yours tothe “Big Fist’’ Contest 

Editor, c/o The Wood Shovel and Tool 

Company, Piqua, Ohio. 
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THE CHARM OF IVORY » » » 





— is preserved in the Pastel Colors of U. S. Enameled Ware 


For Durability, Cleanliness 
and Beauty, U.S.Enameled 
Ware is unsurpassed. 





ONG before the modern vogue in color 
invaded the home, Ivory was a favorite color 
for kitchenware. For generations it has reigned 
supreme and today U. S. Ivory reflects the charm 
of old Ivory, interpreting the modern trend in 
colored Enameled Ware. 


U. S. Ivory trimmed with Light Green is one 
of three shades comprising “The Pick of the 
Rainbow” colors, chosen because they harmonize 
with the color scheme of any kitchen. The other 
two are Bisque trimmed with Pearl Pink and 
Opal trimmed with Dark Green. 


Whether it be the Charm of Ivory, the 
Distinctiveness of Bisque or the Romance of Opal, 
the ultimate selection of U. S. Enameled Ware is 
a sign of Good Judgment and Good Taste. 


UNITED STATES STAMPING CO. 


Quality Enameled Ware 
MOUNDSVILLE, W. VA. 








Send for new Catalog 
No. 9, illustrating the com- 
plete line of U. S. 
Enameled Ware. 























EXCLUSIVE DESIGNS 867 


RUSSWIN 








% ACTUAL SIZE 


In this Rim-lock, RUSSWIN ... creator of the NEW in hardware 


— for almost a century... has caught and interpreted the spirit of sturdy, 


ATT 





+ + a Classic massive beauty so evident in Old World architectural design. The grace- 


M A S T E R P [ E . E ful pendant handle... the pleasing contrast of satin finish and deli- 





cate arabesque traceries . . the perfection of 2 vorkmanship ree 


combire to produce a lock of rare charm and distinction. Within, rugged durability and smooth-working mechanism are 


obtained by the use of the most enduring metals, bronze or brass... every component part hand fitted and adjusted by 





xpert craftsmen. The new Rim-lok by RUSSWIN will render a lifetime of trouble-free service, and is eminently ap- 


RusswiN 


propriate for the exclusive suite, foyer, stately town house, country home or manor. 





DISTINCTIVE 
hardware is illustrated and described in HARDWAR I 
Sweet’s Catalog... Pages C-3700; C-3775 a An 


For thearchitect’s convenience, RUSSWIN 
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More Ames Shovels 
are sold than 


any other kind 


na ete vy ot & TOOL CO. 


NORTH EASTON MASS. ANDERSON, 
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IND. 




















OUTSIDE 
YOUR 
STORE 


A UST as long as you think 
the inside of your store is 
made to work in and the out- 
side for other things—you 
are going to be a poor sales- 
man. 

Sales start outside your 
store. Everything you sell 
proves its value, or lack of 
it, outside your store. 

Your window may coax a 
few customers in—your let- 
ters or bulletins or news- 
papers may bring more in. 
But you will never be a real 
salesman as long as your ac- 
tivities are bound by the 
walls of your store. 

Take ATKINS Saws and 
Tools for instance. To learn 
to sell them you should talk 
to carpenters, mechanics, 
home workshop enthusiasts, 
farmers. Find out who uses 
them and how. 

You will learn the big les- 
son of the value of quality 
in service — outside your 
store. 





You say you haven’t time 
or you must work inside— 
that’s just an alibi. 

To start sales inside—get 
outside! And use your note- 
book. You'll find ideas for 
windows and letters and ad- 
vertising waiting for you. 

One of the best salesmen I 
ever knew said—“Most of 
my best sales got started 
when I wasn’t working!” 
Think that over. Selling 
ATKINS Saws and Tools is 


a pleasure. 


L§ 





ABOUT YOUR NEWSPAPER 


‘ OUR advertising is really the subject about which Sam Sayles talks next 
week, An important subject, you will agree, and we urge that you be sure to 
read the message in Hardware Age, May 7, issue. 


Would you like to receive the complete series of Sam Sayles talks? Send us 


list. Of course there is no obligation. 





your name and business connection, and we will put you on our FREE mailing 
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SILVER STEEL 
FILES 





l 
SS 
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@ arise Y your customers 
by stocking and selling Atkins 
SILVER STEEL Files. Car- 
penters, mechanics, and other 
file users prefer Atkins Files 
because they cut faster, work 
easier and last longer. 


SELL QUALITY 
AT A PROFIT 


The profit in selling Atkins 

files is good. That’s what you 
are interested in, so get your 
share. Establish your store as 
headquarters for high quality 
merchandise. Give your cus- 
tomers their money’s worth 
and they will come _ back 
again. 
There is a “Perfect Atkins 
File for Every Purpose.” 
Made in-all standard lengths, 
kinds and cuts. 

Send for the free Atkins 
File Chart Display. It will 
help you to increase your 
sales. 

There’s a best in everything 
and in Files—it’s ATKINS. 

Full details of Atkins com- 
plete line of Files will be sent 
at your request. 
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(UNS A HARDWARE SroRre 
IN STATE COLLEGE, PENN,, 
AND HARRY SEUS ‘MosT 
EVERYTHING, INCLUDING 
GAS, OIL, CIGARS, TOBACCO, 
CHEWING GUM AND COMPLETE 
LINE OF HARDWARE AND 
AUTOMOBILE ACCESSORIES — 
AND HE'S DOING FINE / 
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PROFIT 


from 


Popular Priced Goods 











HALL a Hardware Retailer stick to 
QUALITY items ONLY .. . with 


a longer margin . . .and a slow turnover? 


Or shall he feature POPULAR items. . 
at POPULAR PRICES? 


Can he increase his volume and his profits 
by handling BOTH? Many Retailers are 
asking themselves these questions. 


The Syndicate Store has such a large over- 
head (in dollars) that it cannot afford to 
handle any but popular fast selling items 
. . . The margin may be lower, but the 
volume and turnover are greater . . . thus 
the Overhead is Reduced in PERCENT- 
AGE ... and the Profit is Increased in 
DOLLARS. 


If the Syndicate Store continues to popu- 
larize more and more lower priced items 

. . and if a Retailer continues to surren- 
der such popular items to the Syndicate 
. . . will there remain enough of the 
OTHER items to enable a Retailer to keep 
his doors open? 


On the other hand, why shouldn’t a Re- 
tailer feature popular merchandise in the 
same MANNER and for the same REA- 
SON that the Syndicate Store features it? 


If POPULAR MERCHANDISE is 
PROPERLY FEATURED, it does in- 
crease VOLUME (and cuts expenses). 


. . it does POPULARIZE the STORE 
(and increases the opportunity to sell 
Regular Merchandise at Regular Prices) 


. it does establish CONFIDENCE in 
Prices on Regular merchandise. 


It would seem that the obvious result is 
increased PROFIT . . . many of our most 
successful customers say so. 

We accept our responsibility to supply 
BOTH Quality Hardware and Popular 
Priced Items... TOGETHER . .. BOTH 
at the PRICES our customers NEED for 
PROFIT. 





Co-operate with the Wholesaler Who Co-operates with You 





HIBBARD, SPENCER. RARTLETT & (. 


211 EAST NORTH 


WATER ST. 


SHI CAS OC 


HARDWARE 
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Editorial Comment 


by LLEW 8S. SOULE 


Locating ‘“‘Dead Beats” 
by Registered Mail 


T isn’t everyone who can beat the law and get 
away with it, but we did it recently. We wrote 
an editorial about the new registered receipt 

bill, designed to help a merchant locate the fellows 
who “skip” town without paying their bills. Well— 
we had the facts all right, but we were about two 
jumps ahead of the Post Office Department. As a 
result some of you tried to get the new'receipts and 
were turned down flat. 


The fact is we got the news to you before the 
department had even notified the local post offices. 
There were certain regulations to be approved and 
blanks to be printed and distributed before the bill 
could be put into actual operation. Now, however, 
this has all been attended to, and your postmaster 
is ready for you. 


The bill provides “that upon payment of the 
additional sum of 20c. at the time of mailing, a 
receipt shall be obtained from any registered mail 
matter, showing to whom, when, and the address 
where same was delivered, which receipt shall be 
returned to the sender and be received in courts as 
prima facie evidence of such delivery. Therefore 
if a debtor leaves town you can send a registered 
letter to his old address and get the address to which 
it is forwarded. 


Remember this: Make your request for the re- 
turn receipt at the time the letter is mailed. Pay 
the extra 20c. and instruct the registry clerk that 
you want the address where the letter is delivered. 
Otherwise, on the envelope must be shown the 
words: “Return receipt requested showing address 
where delivered.” 


Meanwhile we'll see that you get news while it 
is news, even if we have to beat the law to do it. 
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The Business Side of 
** Depression- Proof’? Sports 


PORTS in the United States are becoming a 
~ “depression-proof” industry, according to an 
editorial in the World’s Work for March. 
The writer points out that this is perfectly logical. 
He says: “Last year’s automobile or last year’s 
overcoat may be made to do for another year, but 
last year’s golf game plainly needs replenishing 
from Saturday to Saturday. As a result thousands 
of people are now dependent for employment upon 
the continued willingness of thousands of other 
people to slice balls out of bounds, where no amount 
of ingenuity can find them.” 


Similar remarks might be made with equal 
propriety concerning football and baseball sup- 
plies, hockey and ice sport equipment, tennis goods, 
fishing supplies, ammunition and other hunting ac- 
cessories. People must have their plays, and they 
play as much in years of depression as in normal 
times. The proof of all this lies in the fact that 
the American public spent one hundred million dol- 
lars for sporting goods in 1930—a depression year. 
This amount compares favorably with the figures 
for preceding years. 


It might also be said that sports are becoming 
all-year rather than seasonal factors in American 
life. This list of goods for winter sports is long and 
varied, particularly in view of the present vogue 
for indoor skating, golf, hockey, basket-ball, ete. 
Meanwhile the gymnasium calls for an ever in- 
creasing quota of sports goods during the winter 
season. 

In view of the many hardware lines which are 
not “depression-proof,” it is little wonder that sport- 
ing goods are elbowing their way into choice lo- 
cations, in so many retail hardware stores today. 
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HE sees romance in Housefurnishings department of the W. H. Richardson & 
a red garbage Co. hardware store, Austin, Texas. 


pail,” says this au- 
thor, referring to Mrs. 
Raymond, in charge of 
household goods for W. 
H. Richardson & Co., 
Austin, Tex. Be that as t akes 3é ook 
it may, she maintains 
that a woman can sell 
household goods better 
than a man, and her rec- to ell ee ook 
ord proves it in her case. 
“When Mrs. Raymond 
took over the housefur- 
nishings,”’ says Mr. Rich- 
ardson, “only two or By E. MARTIN 
eave pT vislted the ‘¢°E T takes a cook to sell to a cook,” says W. H. 
store in a day. Now : : 
Rie gar dan at tie tin. | Richardson, president and general manager 
inane ti tte of W. H. Richardson & Co., progressive hard- 
ware dealers of Austin, Tex. “This fact has been 
strikingly brought home to me again and again 
since we placed our household department in the 
hands of a woman. 
“T must confess that we resisted the innovation. 


Austin, Texas, Firm We liked the masculine tone of the store and did 


Holds Regular Cook- not relish the thought of a woman’s coming in to 
ing Schools for disturb this. However, thirteen years ago we saw 














the handwriting on the wall and knew that if we 
Women of County wished to retain our reputation as a progressive 
store we would have to carry more household goods 
than the few cooking utensils then handled. 
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“Mrs. Hannah Raymond 
was employed all that 
time and is still with the 
store. Not only did she 
understand cooking and 
housework from managing 
her own home, but she also 
had domestic science train- 
ing and eight years of ex- 
perience doing cooking 
demonstration work when she came to the store. 

“Every once in a while Mrs. Raymond brings a 
red garbage pail or some other colored ‘doodad’ 
back to my office to ask if I don’t think it is pretty,” 
Mr. Richardson continued. “I agree with her that 
it is, but know that I would never have thought of 
stocking red garbage pails. To a man a garbage 
pail should be useful but not necessarily pretty. 
A woman who has done housework knows from her 
own experience that much of the work is not pleas- 
ant and that women must be surrounded by attrac- 
tive things if they are to be happy doing this type 
of work. Knowing that some woman’s days will be 
brighter because of that bit of color in her kitchen, 
Mrs. Raymond sees romance in a red garbage pail. 
That is the reason a woman can sell household 
goods better than a man can.” 

Cooking demonstrations in the store and at county 
fairs have contributed largely to the rapid growth 
of the household department, according to Mrs. 
Raymond: Due to her experi- 
ence in this kind of work, she 
has been able to conduct these 
demonstrations herself without 
great expense to the store. 

Demonstrations are now given 
at the store regularly, and sev- 
eral hundred women, most of 
whom live on farms, attend these 
“cooking schools” to learn the 
most approved methods of food 
preparation as well as of can- 
ning chicken, vegetables and 
fruit. Business in the household 
department — particularly the 
sale of canners, pressure cook- 
ers, etc.—always shows marked 
increase after demonstration. 


The housefurnishings corner in the 
Richardson store reflects Mrs. Ray- 
mond’s efficiency 
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Business Section of Austin, Tex. 


In addition to these 
demonstrations sponsored 
by the store, Mrs. Ray- 
mond cooperates with the 
county demonstrator in 
her work, and the store 
for many years has given 
the first prize in an an- 
nual contest conducted for - 
women of the county by 
the Texas Agricultural and Mechanical College. 

Many an angel food cake is made in Austin from 
Mrs. Raymond’s famous recipe. She has built up a 
reputation as an authority on cooking, and hardly 
a day passes that orle or more women do not tele- 
phone her to ask for recipes. This makes them 
familiar with Richardson’s ’phone number and gets 
them in the habit of looking to the store for their 
household needs. No matter how busy she is, Mrs. 
Raymond always has time to give advice on cooking 
or other household matters. 

Through her knowledge of cooking, Mrs. Ray- 
mond is able to tell her customers how to use the 
things she sells and why they should be used in 
this way for the best results. She tries to fit her 
customer’s needs in stoves and utensils. 

“It would be foolish to try to sell a large stove 
to a woman who lives in a small apartment,” said 
Mrs. Raymond. “Likewise a woman who has a large 

(Continued on page 100) 





























SPAIN 2 © © «© © © COby SAUNDERS NORVELL 


HESE letters in future will 
come every week, but they will 
not be over a page long—shorts 
for the summer time. I hope each 
reader will feel that this is not an at- 
tempted essay, but just a personal off- 
hand letter addressed to him. As a 
matter of fact, I intend to use these 
letters in writing to my friends. It 
will save time. 


After all, it is nothing to be sneezed 
at, to be the great-great grandson of 
Louis the 14th and a descendant of 
Henry the 4th. All the papers are 
full of the abdication of Alfonso the 
13th. It was amusing for me to note 
that our good friend Calvin Coolidge 
wrote praising Alfonso for abdicat- 
ing and so preventing a civil war. 
However, in the same issue of the 
paper, Alfonso comes out with the 
statement that he abdicated with his 
fingers crossed. This is a good one 
on Cal. The two articles should be 
read side by side to be really en- 
joyed. 


Late in the fall of 1920, I spent 
several weeks traveling over Spain. 
It was out of season. The time to 
visit Spain is at Easter, when people 
pray, dress up, throw confetti, and at- 


tend bull fights. 


Alfonso and all of his crowd be- 
long to the Middle Ages. They actu- 
ally believe in the “Divine Right of 
Kings.” However, eleven years ago, 
merchants in Spain discussed the 
king very frankly with me and they 
were not satisfied. They didn’t be- 
lieve that as a king Alfonso earned 
his board. Like Jimmy Walker, 
Mayor of New York, he took too 
many vacations. He made a good 
show. He was every inch a king. 
But he was a liability and not an 
asset. The Spanish royal family 
were entirely different from the Eng- 
lish royal family. In England the 
royal family tried to help business. 
The king of Spain made no commer- 
cial tours to help Spanish business, 
as the Prince of Wales does. 


I found the dissatisfaction especial- 
ly strong in Barcelona. One Spanish 
merchant laughingly told me that the 
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Spanish government had a long list 
of “dons” with official positions. 
They never did any work. They 
even sent their servants to collect 
their salaries. Therefore, while the 
setting up of the Republic came with 
apparent suddenness, as a matter of 
fact, there has been dissatisfaction 
for many years, and, naturally, de- 
pressed industrial conditions empha- 
sized the public discontent. 


English Gothic architecture is 
mainly a matter of steeples and 
points. Italian architecture is a 
matter of domes and circles. Spanish 
architecture is squares and flat 
planes. Spain is a most interesting 
country to visit. Almost treeless. A 
lot of olive trees, but they are not 
more than bushes. My outdoor im- 
pression was mountains, bridges, dry 
vistas, and sunshine beating on flat 
walls. The Spanish men are very 
handsome and all have charming 
manners, even the peasants. I didn’t 
see a single handsome Spanish wom- 
an. It was the off season and they 
were locked up at home. The Span- 


* ish, in a domestic way, are oriental. 


I have seen a theater crowded with 
men and not a woman present. The 
same thing is true of restaurants and 
cafes. In Spain women are supposed 
to stay home and take care of the 
children. The only time they blos- 
som forth in all their glory is at 
Faster. 


Spanish trains are always behind 
time. At Granada we were to catch 
a train at 8 o’clock in the morning. 
I said: “What’s the use of going to 
the station? The frain will not come 
in until ten.” “Oh, no,” said our 





‘the donkey. 


guide. “This train will be on time. 
It is born here.” 


The only hard worker in Spain is 
He is the universal 
mode of transportation. How large, 
fat Spanish bishops develop the 
knack of looking dignified sitting on 
the hind quarters of these little ani- 
mals I cannot understand. But they 
do. Some of the best-looking men I 
have ever seen were the priests in 


Toledo. 


Ferdinand and Isabella are buried 
in a crypt under the floor of a cathe- 
dral in Granada—damp and dark— 
the guide holds a candle through the 
bars so you can see in the darkness. 
The alleged body of Christopher Co- 
lumbus (there is some doubt about it) 
is suspended in the air, on the shoul- 
ders. of the four ancient kings of 
Spain, in a cathedral at Seville. Near 
Madrid there is a palace and mauso- 
leum where the kings of Spain are 
buried. It is called the Escurial. All 
the coffins are made of metal, of the 
same size, and are placed in niches in 
the walls. There are niches awaiting 
several more kings. This is where 
Alfonso came and prayed among his 
ancestors just before his abdication. 
I suppose the Republic will allow 
him to be buried there. 


In Madrid, the government has a 
wonderful art collection. It is called 
the Prado, and there you see priceless 
pictures painted by Velasquez, Goya, 
El Greco, and that head of the mass- 
production picture factory, Peter 
Paul Rubens. 


Spain is a country of beautiful 
names. What could sound more ar- 
tistic than “the Duke of Alba.” By 
the way, someone, years ago, told the 
Duke his wife was being painted in 
the nude by Goya. Somebody gave 
Goya a tip. The Duke called the 
next day to see the picture, but Goya 
had worked all night and painted an- 
other one all dressed up. The paint 
wasn’t even dry when the Duke 
called. Now both of these pictures, 
the nude and the dressed, hang side 
by side in the Prado. Time attends 
to all these little difficulties. 
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| Courtesy 
~ Wins by a 


kK. O. 


Tenth of a Series of 
Short Articles for the 
Man on the Sales Floor 


N a recent western trip 

I visited two hardware 

stores of opposite types, 

in the same town. Both 

were in good locations and less 
than a block apart. 

In the first one I found the pro- 
prietor and four salesmen busy 
selling profitable merchandise. 
The proprietor smiled at me as I 
entered and said: “Make yourself 
at home. I’ll be with you in a few 
minutes.” It was actually five 
minutes before he could get to me, 
but his smile and evident interest 
held me. Each salesman, as he 
passed me, smiled and made some 
pleasant remark. 

“How’s business?” I asked the 
big boss. “Fine,” was the an- 
swer; “if it was any better I’d 
need more space and more men. 
You know,” he added, “this is a 
fine little city.” 

Ten minutes later I was in 
front of the other store and noted 
that the windows were filled with 
staple seasonable goods at cut 
prices. When I entered there 
wasn’t a single customer in the 
store. The employees were in a 
huddle about midway down the 
main aisle, and one of them was 
evidently telling the rest how he 
had just given a customer a piece 
of his mind. “Why,” he said, “the 
old fool tried to tell me that I for- 
got to put his sandpaper in with 
his order. He knows blamed well 
that he never ordered any sand- 
paper, and I told him so. He was 
sore, all right, but you can bank on 
one thing: He won’t spring any- 
thing like that on me again.” 
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Well, he probably won’t. It’s 
doubtful if he ever comes into the 
store again. I wouldn’t, would 
you? 

A little later I got to talk to 
the proprietor of this second 
store. He sat at a desk in the 
rear, behind a railing. When I 
neared the rail he took one fur- 
tive glance and then began fussing 
with a lot of imaginary invoices. 
He thought I was a traveling sales- 
man. 

Finally he 
snapped: 


looked up and 
what do you 


“Well, 





want?” “Not a thing, except a 
few minutes conversation,” I re- 
plied as I introduced myself. He 
loosened up somewhat then, but 
spent the bulk of the time telling 
me how rotten the town was and 
the other merchants in it. 

“How’s business?” I queried. 
“Business,” he replied: “There 
ain’t any such animal. We are not 
selling enough goods to pay ex- 
penses.” He was right and justly 
so. His competitor was doing a 
good business, but his own clerks 
were reflecting his personality and 
turning away customers. People 
in that town don’t like that store, 
and they show their dislike by 
trading elsewhere, even though 
the proprietor goes to extremes in 
cut prices as a bait for business. 

What does it all prove? Two 
things: First, that the people 
will only trade where they receive 
courteous treatment. Second, that 
the attitude of the employees in 
any business usually reflects the 
attitude of some one higher up in 
that business. 

This was written for the man 
behind the counter but—perhaps 
the Boss should read it also. 


Next Week: 
Sales Sense 











Again! 











Hardware Age 
draws from alli 
parts of the 
country, and 
presents each 
week, window 
trims that have 
been sales get- 
ters for others. 





Garden tools occupy a , 
prominent place on the 
hardware stage and will 
for some weeks. This 
small window by the City 
Hardware Co., Elyria, 
Ohio, offers a suggestion 
embracing both lawn 
and garden needs. It is 
simply and easily made, 
which adds to its effec- 
tiveness. The high grade 
display of glassware at 
the right comes from 
Brown - Rogers - Dixson, 
Winston - Salem, N. C. 
Note the black velvet in 
the background which 
adds to the appeal of 
gleaming glass. 
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In the Chas. Brown & 
Sons, San Francisco, 
window at the right we 
have an appeal calcu- 
lated to attract the 
larger purchase. 
Cooking. comfort is 
very apparent to the 
observer. With dealer 
helps this window is 
no problem to con- 
struct. 


To arrange general 
housefurnishings as 
attractively as those in 
the window below by 
the North East Hard- 
ware, Washington, D. 
C., is to do a careful 
job. This is a real 
selling window—price 
tickets tell the sales 
story. 
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HARDWARE 
ADVERTISING 
SERVICE 
FOR THE 
WEEK 


AGE 


Hundreds of Successful Hardware 
Advertising Feature 








SCREEN YOUR 
WINDOWS-“DOORS 


No. L7 





Protect your food—prevent 
discomfort—keep the pesky 
fly out of your home by hav- 


\" Everybody will not go camping or picnicking this summer, but 
ing every window and door 


everybody who contemplates an outing is doing some planning, 







and so this list is for them particularly. It would be an easy screened. 
matter to fill this page with hints from all over the store which “ 
campers will find convenient. Here are the most important. 
ruc (=> Waterproof i 
4 . 
Boe a Tent and Prices) 
—T =e! 4 Half the joy of camp- 
Be a” | : ; ing comes from having 
a safe serviceable tent. 
We offer you _ tents 
that are waterproofed 
and will keep out the 
No. L3 bad weather. fp STORE NAME 
Aluminum Steel Table 
Outfit ad and Chairs 


Forty-six piece pure 
aluminum set, guaran- 
teed not to burn 
through. This outfit 
gives you all the nec- 
essary pots, pans, etc., 
to cook and serve a 
full course dinner. 


(Price) 





W/ LK 
‘wmv \\s 


No. LS 


For campers, picnickers 
and tourists. Aight in 
weight, easy to handle, 
yet strong and desir- 
able. Chairs fold and 
fit inside table. Com- 
plete table and four 
chairs. 


(Prices) 








YOUR NAME and ADDRESS 








Our wire fencing stock is 
complete. assuring you of the 
right kind of fencing for your 
particular need. Every kind 
guaranteed rust proof. 





IMPORTANT! 


Any of these newspaper advertisements may be used (ieee 
for direct-by-mail, as circulars, envelope stuffers, etc. and Prices) 
Your local printer will gladly aid you in the preparation 

STORE NAME 


and printing. 
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HARDWARE AGE 
ADVERTISING 
SERVICE 
FOR THE 
WEEK 





Merehants Have Used This 
to Bring Big Results 








How to Order 


If you have local stereotying 
facilities, request the complete 
sets of mats of all the adver- 
tising illustrations of these two 
pages, enclosing your check for 
$1.25. If you need mounted 
cuts order them by number given 
under each cut, listing the num- 
bers in a column. Figure the 
charge of 35c. for each cut when 
less than ten cuts are ordered ; 
when ordering ten cuts or more 
figure the charge at 30c. for 
each cut ordered. Enclose check 
with order, please—this saves 
bookkeeping for small amounts. 
Send all orders to 


HARDWARE AGE 
ADVERTISING FEATURE 


239 West 39th Street 
New York City 


GOOD TOOLS 


arethe only kind to buy 

; No. L11 
You may pay a little more for a superior 
quality tool, but it soon repays for itself 
in the better work it enables you to do— 
and because of its lasting quality it 
proves cheapest in the end. Quality tools 
are those we sell. 


(List special 
values in good 
tools in this 


space) 














STORE NAME and ADDRESS 














We have gathered a large 
variety of summer comfort 
merchandise and have spe- 
cially priced them for tomor- 
row. Make up your list, and 
check them against ours; you 
will find many on which you 








Golf Supplies 


You can’t help looking with ad- 
miration at our line of golf 
supplies, if you’re within eye- 





shot of these headquarters for can save. 
sportsmen, These are the ideal 
golf days—step in and get that 
new club you need and an extra 
supply of golf balls, 
(Items , 
and Prices) Ice Cream 
Freezers 


From baby up, every- 
one likes ice cream and 
ices—and there’s no 
need going out to buy 
them either, if you 
have an _ ice cream 
freezer. Priced from 
00c. to $90.00. 





New New 


Chinaware 








No. L10 


Fishing Tackle 


We are headquarters for fisher- 
men and we know exactly what 
is needed for the fish you are 
after. All our fishing tackle is 
of the reliable kind. 


(Items 
and Prices) 


STORE NAME 


Glassware 


Cool summer tables 
will be enhanced with 
colored _ glassware, 
such as we present. 
Wonderful variety at 
a wonderfully inter- 
esting price range, 
from 00c. to 00c. 








China always holds 
certain fascination for 
women and this offer- 
ing will prove especial- 
ly fascinating for it 
brings lower prices. 
Sets for country and 
seashore homes. Priced 
from $0.00 to $0.00. 


STORE NAME and ADDRESS 
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Housefurnishings and Electrica 


HIS is houseclean- 
We 


ing season. 

know you are aware of 

that fact, but we reiterate 

it to bring home to you 

the wide influence it has 

upon your possible sales, 
and therefore your window dis- 
plays. 

With the coming of spring 
people find outworn housefur- 
nishings that need replacement, 
but some will brush them up and 
make them do another term. 
That is where your window dis- 
plays come in. Window shop- 
pers are in evidence everywhere 


——_—_ 


these spring days and evenings. 


See first of all that your win- 
dows are brightly lighted. Noth- 
ing draws people so surely as 
brilliant lighting. Have the win- 
dow glass positively clean; last 
week’s article on windows car- 
ried a hint as to how to make the 
glass shine as though polished. 
Here it is again: Before washing 
the windows, put about 8 to 10 
tablespoons of vinegar in the 
bucket of water. That is all, but 
it does the trick. 


The housefurnishings window 
is a display calculated to attract 
those customers interested in 


HOUSEHOLD 
GOODS 


A A AA 


for Household 





USES 





























making replacements in the 
home, and are more or less de- 
mand merchandise, while the 
other window introduces a num- 
ber of items that have distinctive 
features which offer selling 
points. 


Use of Posters for Center 
Background 


The central posters here are 
merely to give the design of the 
layout, and may be replaced by 
lithographs, cutouts or any deal- 
ers’ help that suits the merchan- 
dise. For instance, in the house- 
furnishing window a poster or 
cutout relating to the stove would 
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be appropriate. For the electri- 
cal window on the opposite page 
there are many beautiful posters 
to be had from manufacturers of 
electrical appliances that would 
serve beautifully. Such posters 
or cutouts will give you your cue 
as to the color scheme for your 
display. 


Inside Displays Too 


We cannot emphasize too fre- 
quently the necessity for backing 
up your window displays with 
good store displays of the same 
lines of merchandise. Try it and 
see how your windows begin to 
pull trade as never before. 











The general public is in a buy- 
ing mood in the spring. It there- 


fore behooves the hardware mer- 
chant to pay even greater atten- 
tion to his window displays at 
this time of the year. 

Next week’s displays will fea- 
ture two particularly seasonal 
items—tools and cutlery. With 
the building season opening up, 
your windows should be ready 
with merchandise attractively ar- 
ranged. Our display suggestion 
will help you. Continue to send 
in to HarpwarE AGE _photo- 
graphs of your best windows, 
and make suggestions for future 
displays on these pages. 
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Window Display Suggestions 





pre = 


This is number 
five of the series 
of Hardware Age 
originally de- 
signed window 
displays. These 
windows are 
partieularly 
suited to this 
season. 


—~ 
_ ea 
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These specially 
designed stickers 
add distinctive- 
ness to Miss 
Schultz’s gift 
packages. Below: 
General view of 
the department 


GIFT depart- 
ment under 
the direction 


of Miss Clara 
Schultz, sister of the 
proprietor of the 
Schultz Hardware 
Co., Danville, IIl., 
has expanded rap- 
idly during the past 
five years. Begin- 
ning with a small 
but well-selected stock, the de- 
partment has attracted a higher 
than average class of customers, 
while also increasing the store’s 
number of feminine customers. 
Since the Schultz establish- 
ment is limited in its available 
space, Miss Schultz has utilized 
the second floor of the building 
housing the hardware store as a 









How to Run a Gift Shop 





gift department. With the excep- 
tion of a small space used for 
displaying toys this entire floor 
is devoted to an attractive and 
varied showing of gifts. A wo- 
man’s taste is evident in the dis- 
play of gifts in a setting, not 
only to enhance their apperance 
but to suggest their use. Wall 
shelves of various widths accom- 
modate a widely varied stock, 
while small round tables are 
used for numerous other items. 
On some of these tables are 
grouped together items to retail 
at one popular price. Fixtures 
are done in bright enamels. 
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in Connection With Your Store 


As the store caters to a qual- 
ity patronage, no inexpensive 
giftwares are carried, thus com- 
petition is avoided. About the 
most inexpensive items carried 
are gifts suitable for bridge 
prizes that retail for $2, and in 
a few instances a little less. A 
fine line of pottery moves in ex- 
cellent volume and both imported 
and domestic types are handled. 
No floor lamps are carried, but a 
carefully chosen line of table 
lamps enjoys a brisk sale. Lamps 
having metal bases are especially 
active. 

Medium-Priced Gifts 
Most Favored 

Medium-priced gifts, retailing 
from $5 to $10, are usually fa- 
vored by most customers. Bronze 
and brassware of several differ- 
ent kinds also enjoys a rapid 
sale. Other miscellaneous gift 
articles in good demand through- 
out the year are: artificial flow- 
ers, made of spun glass, wall 
plaques, book ends, waste bas- 
kets, cigarette boxes, brass trays, 
etc., and all kinds of pottery. 
During the spring and summer 
months garden pottery is a very 
active line. 

In the chinaware and _glass- 
ware sections, _ glass-inclosed 
wall cases having electric lights 
are used for displaying the finer 
quality merchandise of this frag- 
ile and expensive type. Other 
china and glass is shown on 
tables covered with linen lunch 
cloths. Some are completely laid 
to enable the prospect to visual- 
ize the completed effect as would 
appear in their own home. 
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Medium-priced glassware is 
enjoying an excellent demand. 
Dinner and luncheon sets in this 
ware are very popular. Black 
is the favored color at the pres- 
ent time, although green, topaz 
and azure also have a strong fol- 
lowing. Sets of glassware range 





from $20 to $35 at retail, show- 
ing a nice margin of profit. 

In china, the store carries 
Wedgwood, Bone, English and 
Bavarian. All chinaware as well 
as glassware is carried in open 
stock, which the firm believes is 

(Continued on page 94) 


Windows such as this by the Schultz Hardware Co., Danville, Ill., draw 
discriminating trade to the store. Above: View of the gift department 
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650.000 Farms 


Now Served with 
Electricity! 


Farms Served with Electricity 


ARDWARE 
merchants can 
profitably de- 


devote more time and 
effort to developing 
and growing with the 
market for electrified 
farm equipment and 
appliances. According 
to the best data avail- 
able 650,000 farms in 
the United States are 
being served with elec- 
tricity. As is shown 
in the accompanying 
table the percentage of 
farms served is in- 
creasing rapidly. 


Electrical appliances 
for the farm home are 
often more urgently 
needed and are appre- 
ciated to a greatey ex- 
tent by the farm house- 
wife than by women 
who rule over urban 
homes. Farmers like- 
wise are quick to adopt 
a speedier, easier and 
more economical way 
of doing a given task, 
and for this reason 
they are excellent pros- 
pects for electrical 
farm equipment. Some 
conception of the farm 


electrical market can 


be gained from the 
table at the right. 


State 
Maine 


New Hampshire 


Vermont 


Mass. 


Rhode Isl. . 


Conn. 


New Yok .... 
New Jersey ... 
Lo ee 


Ohio oor 


Indiana 
Illinois. 
Michigan 
Wisconsin . 
Minnesota 
Iowa . 
Missouri . 
N. Dakota 
S. Dakota . 
Nebraska 
Kansas .. 
Delaware 
Maryland . 
Db. C. 
Virginia 


W. Virginia .. 
N. Carolina . 


S. Carolina 
Georgia 
Florida . 
Kentucky 
Tennessee . 
Alabama 
Mississippi 
Arkansas 
Louisiana . 
Oklahoma . 
Texas 
Montana .. 
Idaho 
Wyoming 
Colorado 
N. Mexico 
Arizona 
Utah 
Nevada 


Washington 
Oregon ..... 


Calif. 


J. S. 


Total No. Served % Increase 


Fafms 


Jan. 1,1930 1929-30 
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50,033 14,750 24.2 
21,065 6,273 79.1 
27,786 2,810 16.4 
33,454 12,353 11.3 
3,911 839 11.1 
23,240 4,464 7.8 
188,754 53,060 11.0 
29,671 9,526 6.5 
200,443 33,335 23.0 
244,703 38,045 24.4 
195,786 17,983 18.6 
225,601 16,854 24.9 
. 192,327 25,848 42.0 
_ 193,155 30,177 33.5 
188,231 11,252 7.2 
213,490 17,947 29.9 
260,473 9,129 30.3 
75,970 518 2.4 
79,537 1,484 16.3 
127,734 6,537 61.5 
165,879 7,552 41.7 
10,257 922 31.7 
49,140 9,635 17.3 
193,723 10,236 33.3 
90,380 5,845 29.2 
283,482 5,940 13.2 
172,767 1,723 46.3 
249,095 4,129 4.8 
59,217 3,386 21.7 
258,524 7,225 26.7 
252,669 1,578 29.5 
237,631 8,062 21.6 
257,228 1,964 44.8 
221,991 1,609 32.2 
132,450 2,440 28.2 
197,218 3,303 23.8 
465,646 7,021 21.4 
46,904 1,844 107.2 
40,592 11,754 28.2 
15,512 532 37.1 
58,020 8,079 4 
31,687 1,079 16.9 
10,802 3,989 93.1 
25,992 11,730 16.0 
3,883 1,360 13.3 
73,267 37,813 9.8 
55,911 13,802 20.8 
136,409 72,690 15.9 
6,371,640 560,426 21.6 
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How I Display Electrical Goods 


IMPULSE 
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By C. E. SNYDER 











DEMAND 


27 Fast Selling Pickups 


Three kinds 
of items on 
a table as 
=\S illustrated 
make a real 
selling ma- 
chine. 











gs Sy v Z o 
N a recent Za VN 900 
issue of Es 
HARDWARE 
AcE, I took up A . rr 
the matter of the U) L_) 


display of tools; 

of creating a 

price atmosphere in your store, 
and of marking the merchandise 
on your tables in plain figures so 
as to make each table a selling 
machine. This time let us con- 
sider your electrical merchan- 
dise; “impulse,” “pickup” and 
“demand” kinds. Here we have 
a well-balanced selection of all 
three types for relative display. 


Lamps Best Sellers 


First of all, we have one of 
the fastest selling items in the 
world—electric light bulbs. They 
are “demand,” as well as staple 
goods, and if properly displayed 
will create sales for your elec- 
trical “impulse” merchandise. 
When we speak of impulse mer- 
chandise we mean items such as 
toasters, waffle irons, heaters, 
percolators, pads and lamps. 

Then, too, we have the electri- 
cal “pickup” merchandise, con- 
sisting of the fast-selling, popu- 
lar priced, electrical items such 
as plugs, sockets, double sockets, 
‘tape, iron connections, extra 
cords, switches, core solder, re- 
ceptacles, knobs, etc. For the 
proper display of this merchan- 
dise, let us take a regular 7-ft., 
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standard, glass-top display table, 
and through the center from 
front to rear in separate compart- 
ments pile up the 25, 40, 60 and 
75-watt globes. This will take 
four seperate bins approximately 
12 x 14 in. On the bottom of the 
table in the center of each com- 
partment place a socket with a 
flasher and colored bulb in it. 
Connect the wires under the table 


and plug in your floor plug. 
These colored lights flashing on 
and off under a pile of frosted 
bulbs attract the eye. Some lamp 
manufacturers are furnishing 
dealers with very attractive lamp 
displays which one can place in 
the rear of the globes in the bins. 
In these the dealer can display 
his line of fancy and colored 


(Continued on page 95) 





Here are pictured 
a few typical 
items that may be 
chosen from the 
varied stock of 
any hardware 
store and  pack- 
aged in transpar- 
ent wrappers, as 
suggested in a re- 
cent short article 
in Hardware Age, 
which brought in- 
quiries from 
many of our read- 
ers. The range 
of articles is 
much wider than 
that suggested 
and many hard- 
ware merchants 
will readily find 
more uses for this 
value - creating 
wrapping mate- 
rial. 





Merchandise Courtesy Hammacher, Schlemmer & Co., New York, N. Y. 
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Illustrations Courtesy 
of Sargent & Co., New Haven, 


How 
Modern 
Art 


Influenees 





BUILDERS’ 
HARDWARE 
DESIGNS 


By J. M. WITTEN 





Conn, 


‘ 


ANY large buildings are 
M now being erected which 
are radically different 
in many respects than any con- 
structed in former years. As a 
natural consequence of this 
movement away from traditional 
forms of large structures, new 
designs of builders’ hardware 
have been evolved so that their 
motifs will suitably harmonize 
with those of such structures. 
When the present trend toward 
“modern” art first came into 
prominence, Sargent & Co., New 
Haven, Conn., prepared the fol- 





lowing analysis of the movement 
for the information of sales rep- 
resentatives: “We all are famil- 
iar with the fact that each of the 
established schools, or periods, 
of architecture is characterized 
by certain well-defined features 
af ornamentation, so well de- 
fined, in fact, that they may be 
referred to as orthodox. Unless 
orthodox or conventional Greek 
features prevail, the design may 
not be properly classed as Greek 
and the same may be said of 
Gothic, Louis XVI, or any of the 
other schools. 


Modern Art Defined 


“Just now much is being said 
or written regarding ‘Modern 
Art,’ or. as some of our art lead- 
ers choose to call it, ‘Contempo- 
rary Design.’ Modern, a word 
defined as pertaining to today, 
is not a satisfactory designation 
for the prevailing trend of style 
and art and some other more ex- 
pressive word will undoubtedly 
be found in the future to apply 
to the forms of design and deco- 
ration that are now current. The 
development of the human race 
brings to-successive generations 
their own art conceptions and as 
time goes on the modern of our 
day, if it survives, will be known 
by a word or term designating 
its period just as we now classify 
as Greek the style of architec- 
ture and ornament that was the 
modern of 460 B.C. Gothic de- 
sign was distinctly modern when 
it was developed during the Mid- 
dle Ages and the period styles 
known to us as Georgian or Col- 
onial were the modern designs 
of the eighteenth century. 

“The beginnings of the pres- 
ent modern movement in art may 
be traced back to the ideas put 
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forth by William Morris, an 
English decorative artist, as early 
as 1860. Later developments 
gave us L’Art Nouveau which 
was in vogue at the beginning of 
the present century, followed by 
the Mission and Craftsman and 
still later by the wild dreams of 
the Cubist, the Futurist and the 
whole group known as Seces- 
sionists. 


Modern Movement Is 
Traced 


“The Modern movement has 
found expression in fabrics and 
furniture, in typography and pic- 
torial art, in interior decoration 
and store window dressing, in all 
of which startling effects have 
been produced by straight lines, 
cubes, acute angles, colors and 
lighting. From these bizarre and 
sometimes weird effects the ex- 
periment has spread until it em- 
ploys a wide range of decorative 
features, including examples 
from both the floral and animal 
kingdoms, with some very pleas- 
ing results. 

“In architecture, the beautiful 
Transportation Building of Louis 
H. Sullivan, at the Chicago 
World’s Fair in 1893, was a rad- 
ical departure from classical 
forms and perhaps the first at- 
tempt at a distinctive style not 
governed by established prece- 
dents. Sullivan had some disci- 
ples and followers, but his prin- 
ciples were not generally ac- 
cepted by the architectural pro- 
fession and very few buildings 
were erected in which his ideas 
were followed. 

“In Europe the railroad sta- 
tion at Nuremberg, Germany, is 
credited with being the first 
‘modern’ edifice. This simple 
and unusual structure, which 
was designed by Bruno Paul, a 
cover arist on the magazine ‘Sim- 
plicissimus,’ has inspired the de- 
velopment of the modern move- 
ment in architecture in Germany, 
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Austria, Sweden, Denmark, Ho!- 
land and France. 

“In this country the movement 
has received its greatest impetus 
from the use of the set-back form 
of construction for high build- 
ings brought about by the zoning 
laws of our cities. The neces- 
sity thus thrust upon them has 
given architects a reason and an 
opportunity of which they have 
taken advantage, to depart from 
the established classic styles and 
to produce new and varied de- 
signs, all of which are included 
in the general term of Modern 
or Contemporary Art. But set- 





Modern Art’s Influence 
on Builders’ Hardware 
Designs 


In the accompanying arti- 
cle, which is the second of a 
series dealing with the subject 
of builders’ hardware, the 
present modern movement in 
architectural designs is dis- 
cussed. This basic knowledge 
will prove helpful to those 
who are called upon to supply 
appropriate finishing hard- 
ware for large _ structures. 
Zoning laws in most large 
cities have made it imperative 
that “set-back” features be in- 
corporated in the designs of 
tall buildings. Thus, the same 
““‘set-back”’ features are often 
reflected in modern builders’ 
hardware designs. Here is 
authentic information on 
the influence 
of modern 
trends upon 
builders’ 
hardware de- 
signs. Read 
this and watch 
for next 
week’s issue 
of Hardware 
Age, when 
the third ar- 
ticle of the 
series will 
show what 
317 building 
contr actors 
think about 
builders’ 
hardware. 





backs alone are not sufficient to 
place a building in this class. 
The factors of ornamentation, 
color, ete.. must be considered 
as well. 


Modern or Modernistie ? 


“In terminology a distinction 
must be made between the use 
of the word modern and the more 
frequently and commonly used 
“‘modernistic.” To the well-in- 
formed student of the movement 
away from traditional forms of 
expression, modern design is con- 
sidered logical and beautiful in 
material, in form, in proportions 
and in color, while the word 
modernistic should be applied | 
only to those ugly and bizarre 
patterns. with which we are 
familiar. 

Use Is Confined to Large 
Buildings 

“The modern movement in this 
country has had very little influ- 
ence on residential work except 
for interior decorations and fur- 
nishings. In Germany and other 
European countries a number of 
dwellings and apartment houses 
have been built, but most of the 
domestic work that has been pro- 
duced abroad would not satisfy 
American taste. It is to be ex- 
pected that the progress which 
has been made in the develop- 
mént of modern architecture in 
skyscrapers and the acceptance 
of newer forms of design will 
before long have an effect on the 
design of dwelling houses which 
must be taken into account. 

As a consequence, it is be- 
lieved that more attention will 
be paid to details of design, con- 
struction and materials, in the 
more expensive homes, no matter 
what the design period, erected 
in the future. In this exclusive 
class of residences it appears cer- 
tain that builders’ hardware will 
harmonize perfectly with the 
basic designs of the homes. 
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Southern Hardware Jobbers Assn. 
to Continue as Active Organization 


The following resolution was passed at final session of 
1931 Convention Thursday. April 23, at Edgewater 


Park, Miss. 


Whereas, At a meeting of the Southern Hardware Jobbers Associa- 
tion, held at Edgewater Park, Tuesday, April 21, 1931, attention was 


called to persistent current rumors concerning possible disbanding 


of the Association— 


And Whereas, The Association, its officers and members have, for 
some time labored under serious handicaps— 

And Whereas, it is now felt that a change in sentiment concerning 
the relationship which exists between the Government and business is 


‘ gradually making itself evident,— 


And Whereas, The Southern Hard- 
ware Jobbers Association has, for 41 
years, rendered highly valuable ser- 
vice, not only to the hardware in- 
terests of the South, but to the en- 
tire hardware industry, with the re- 
sult that the industry as a whole is 
vitally interested in a continuance 
of that service, 

Be It Resolved, That a frank state- 
ment of our intentions in the matter 
is at this time appropriate and in 
order, as follows: 


At the meeting above referred to, 
the question of Association continu- 
ance was fully and freely consid- 
ered in a discussion wherein every 
member present participated, and it 
was unanimously resolved to carry 
on the work of the Association. 

Every member present thereupon 
voluntarily pledged whole-hearted 
cooperation in building up the mem- 
bership of the Association and in 
creating increased interest in its ac- 
tivities. 





It was further resolved that a com- 
plete district membership organiza- 
tion be perfected, for the purpose of 
bringing into the Association all 
those who are eligible and worthy 
of membership, and the members 
present again pledged their services 
to the carrying on of this work and 
to the re-creating of a more intense 
interest and a more active partici- 
pation on the part of the member- 
ship in the activities of the organ- 
ization. 

It was further resolved that the 
other associations in the hardware 
industry be informed of the actions 
of this association in the matter re- 
ferred to, and that their active co- 
operation be requested. Also that 
due publicity be given this action in 
the trade press, to the end that there 
may be no misconceptions in the 
trade as to the future status of the 
Association. 

(The above resolution was presented by . 
a committee headed by Mark Lyons who 


was assisted by D. D. Peden and E. E. 
Gibbs.) 


J. L. Pitts Heads 8S. H. J. A—Prefer Biloxi for 1932 


T the closing session of the South- 
ern Hardware Jobbers Asso- 


ciation convention J. L. Pitts, 


Brown-Roberts Hardware & Supply 





J. L. PITTS 


Co., Alexandria, La., was elected 
president succeeding Harry Black, 
Black Hardware Co., Galveston, 
Tex., who presided during the 1931 
sessions. Vice-presidents chosen are 
F. E. Pharr, Buhrman-Pharr Hard- 
ware Co., Texarkana, Ark.; W. M. 
Bonham, C. M. McClung & Co., Knox- 
ville, Tenn., and Harry Black, Black 
Hardware Co., Galveston, Tex. 
John Donnan, W. S. Donnan Hard- 
ware Co., Richmond, Va., for many 
years the secretary of the organiza- 
tion continues as honorary vice-presi- 
dent. 

The executive committee for the 
coming year will comprise of W. I. 
Moody, Orgill Bros. Co., Memphis, 
Tenn.; Mark Lyons, McGowin-Lyons 
Hardware and Supply Co., Mobile, 
Ala.; Virgil Keith, E. L. Wilson 
Hardware Co., Beaumont, Tex., and 


Robt. H. Baker, Fones Bros. Hard- 
ware Co., Little Rock, Ark. 

Secretary S. St. J. Eshleman, New 
Orleans, La., and treasurer Virgil 
Keith, now a director, served during 
the past year. These offices are not 
voted on until the executive commit- 
tee meets which will likely be next 
month. At the same meeting the 
1932 convention place of meeting 
will be decided, although it is gen- 
erally understood that the majority 
prefer a return to Edgewater Gulf 
Hotel, Edgewater Park, Miss. 

The committee on nominations was 
headed by Bruce Keener, Jr., C. M. 
McClung & Co., Knoxville, Tenn., as- 
sisted by A. C. Cade, Allen & Jemison 
Co., Tuscaloosa, Ala., and R. H. 
Baker, Fones Bros. Hardware Co., 
Little Rock, Ark. 
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Edgewater Gulf Hotel, Edgewater Park, Miss. 


The Story of the 





Southern Hardware Convention 





held jointly by the Southern Hardware Jobbers’ 
Association and the American Hardware Manufacturers 
Association at Edgewater Park, Miss., April 20 to 23 


EAFFIRMING their belief in 
R the advantages of collective 

thinking as applied to the 
study of distribution problems, mem- 
bers of the Southern Hardware Job- 
bers Association pledged themselves 
to carry on the work of that organiza- 
tion. Opening its forty-first annual 
convention held at Edgewater Gulf 
Hotel, Edgewater Park, Miss., April 
20 to 23, under the handicap of per- 
sistent rumors that the association 
would disband, enthusiasm for “car- 
rying on” was evident from the 
start. Facing, with admirable frank- 
ness, the desirability of continuing 
the organization, delegates quickly 
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showed a fighting spirit that led to a 
unanimous decision that the Southern 
Hardware Jobbers Association would 
proceed as an active trade body. 
Several prominent members made 
thrilling appeals for continuation 
and not a single voice was heard in 
favor of disbanding. An appropriate 
resolution, published elsewhere in 
full, stated the case thoroughly. 
Plans are already under way for in- 
creasing membership and the scope 
of the association’s activities. Dis- 
trict membership organizations will be 
promptly perfected. The future 
progress of the Southern jobbers 
promises developments that seem 


o 





destined to bring about an even more 
economical wholesale distribution of 
hardware and allied products in the 
southern territory. 


Jobbers Will Continue 


News of the decision to continue 
the jobber’s organization received 
hearty approval from the American 
Hardware Manufacturers’ Associa- 
tion who met jointly with the 
Southern Hardware Jobbers’ Associa- 
tion, as has been their custom for 
more than thirty years. 

The convention opened Monday 
night with a joint session of both 


bodies. Harry Black, Black Hard- 
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ware Co., Galveston, Tex., president 
of the jobber’s group presided, with 
J. E. Stone, Stanley Works, New 
Britain, Conn., president of the man- 
ufacturers’, sitting at his right. A 
word of welcome from W. L. Guice, 
representing Mayor John B. Kennedy 
of Biloxi, Miss., followed the invoca- 
tion by Rev. E. A. De Miller, also 
of Biloxi. 


Eshleman Springs Surprise 


A surprise feature came from S. St. 
J. Eshleman, secretary of the S. H. 
J. A., who presented an American 
flag and stand to the two associations 
as a token of his high regard for 
their respective members. The prop- 
erty of the two bodies, the flag is to 
be used at future conventions, but is 
to remain in the custody of the man- 
ufacturers. Presidents Black and 
Stone, visibly surprised and de- 
lighted, expressed for their respective 
members, appreciation for the gift 
and the friendly spirit which 
prompted it. 

Congressman James W. Collier 
(Miss.) principal speaker at the 
opening session talked on the rela- 
tion of Federal Government to In- 
dustry, prefacing his remarks with 
“T believe more and more that the 


best government is one that governs 
least.” He spoke on problems faced 
by the government which were com- 
mon to those faced by commercial 
organizations, said both must render 
service, but that business men must 
remember that many of the most val- 
uable services rendered by the gov- 
ernment were decidedly intangible, 
and, for that reason, not always 
readily appreciated. 

Telling how, in his judgment, gov- 
ernment had been, and would, con- 
tinue to be, a great aid to business. 
the speaker emphasized the point that 
it was not the intention of govern- 
ment agencies to interfere with, or to 
attempt unwanted regulation of 
commerce. Its efforts would, he said. 
always be directed chiefly toward 
protecting the interests of all forms 
of industry, in such a way that un- 
fair advantages might not be taken 
by any group, or groups, within the 
industrial structure of the country. 
Such was the purpose of the Federal 
Trade Commission, which he ex- 
plained, was intended for the purpose 
of helping industry in every legiti- 
mate way, as well as restraining any 
industry indulging in unfair prac- 
tices. The Congressman compli- 
mented his audience for its work in 
helping to stabilize industry and 





S. G. Russell, Columbian Rope Co., B. E. Strader, Peters Cartridge Co., and Larry 
Sullivan, Irwin Auger Bit Co., secretary 


68 





pledged his own support toward such 
ends. 

In closing, Congressman Collier 
said in part: 

“T do not want to see Congress in- 
terfere with legitimate business. The 
Department of Commerce and the 
great Federal Trade Commission are 
created for the purpose of helping 
industry and advising them so they 
will not fall into a pit-fall or some- 
thing like that. That is what I hope 
those who. are engaged in industry 
will understand. There is no reason 
why the genius of industry can not 
get together.and arrange some plan 
whereby some of these practices 
which are unfair to industry, unfair 
to manufacturers, unfair to retailers 
and wholesalers, and in their final 
analysis, unfair to the great mass of 
consumers—why these unfair prac- 
tises can not be obviated and at the 
same time remain within the law.” 


The Tuesday Sessions 


UESDAY morning, the whole- 
salers and manufacturers held 
separate meetings, discussing 
problems of special interest to their 
respective groups. The jobbers met 
in executive session, giving particular 
attention to the question of disband- 
ing, or continuing their organization. 
It was at this meeting that the de- 
cision to continue was made, as set 
forth earlier in this report. The dis- 
cussion on this subject was started 
by F. E. Pharr, Buhrman-Pharr 
Hardware Co., Texarkana, Ark., who 
has not missed a meeting in 20 years. 
He told of the many friends the asso- 
ciation had made among competitors 
and strongly urged a continued effort 
to study ways and means to improve 
distribution conditions in the South. 
He quoted manufacturers as saying 
the organization was needed and 
should carry on. Mr. Pharr con- 
cluded with a motion that the body 
continue, which was seconded by an 
equally stirring appeal from Mark 
Lyons, McGowin-Lyons Hardware 
and Supply Co., Mobile, Ala. The 
latter, a past president, said that the 
association would be worth while if 
only for the contacts among whole- 
salers and with the manufacturers. 
He particularly urged continuation 
in the present era of unsettled busi- 
ness conditions, saying in part: 
“Our government is beset and dis- 
turbed to find a way to meet condi- 
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tions. Our great industries are doing 
the same thing, and so are we, as 
individuals, and as an organization. 
Out of this is going to come some- 
thing good. Sooner or later there 
will be a release for the American 
people from this depression. The 
American public and business should 
be aided and not thwarted in its rea- 
sonable and fair and just advance- 
ment. So I think the thing for us to 
do is to go along and work with the 
idea of in every possible way helping 
for the betterment of American busi- 
ness. It is going to come unquestion- 





HARRY A. BLACK 


President Southern Hardware 
Jobbers’ Association 


ably in the future, I believe within 
the next year or two. The pendulum 
swings backward and forward in this 
country, sometimes very rapidly, I 
believe the pendulum will swing the 
other way in the near future. This 
is a great country, a great people, 
and I believe in the future outlook 
of American history, and so we of the 
South, should stick together under 
these present conditions. We should 
not send out to the world the fact that 
this magnificent old organization that 
has been of inestimable value during 
41 years to the industries of the 
South has decided to discontinue. I 
do not think that would be a wise 
thing to do. I think it would be most 
unwise—unquestionably most unwise 
—and I believe for my part what we 
ought to do—we have right here the 
nucleus of a splendid organization, 
and a bunch of fellows who are capa- 
ble of doing splendid work. We ought 
to work together, and work with the 
idea of going to our other associates 
in the business and urging them to 
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come back into the Association, and 
give us the opportunity when the 
time arrives, as it will arrive, in the 
near future, to do the work that we 
ought to do and are capable of doing. 
We ought to plead with them. We 
should not bow our heads in defeat, 
but fight on until the better day has 
come, as it will come. 


Need Strong Membership 


“We should organize a strong 
membership and divide it into dis- 
tricts. All these members here 
would not be too many to compose a 
committee of that kind to work for 
the getting back into the fold of an 
equal number of members. I would 
give of my time and my money to go 
from one point to another to visit 
some of our friends who have left 
us. If everyone of vou will do the 
same thing I believe that next year 
we can come back to our meetings 
with a membership of, say, 120 to 
125 Southern Jobbers.” 

The open forum which followed 
brought out expressions similar to 
those of Messrs. Pharr and Lyons and 
led to the unanimous approval of the 
motion to continue the Southern 
Hardware Jobbers Association. 


Busiuess Needs 
Encouragement 


At this session Secretary Eshleman 
read his annual report, which in 
part, follows: 

“The business situation as it is to- 
day needs every ounce of encourage- 
ment, so in being here you unmis- 
takably show the right spirit. The 
economic depression from the be- 
ginning challenged man’s mental at- 
titude and it would have been almost 
a miracle had it remained unshaken. 

“Such a world shock precipitating 
a gigantic battle against great odds 
is reason enough for the slow re- 
covery, but the crisis is past and 
signs point toward gradual improve- 
ment. 

“Whatever may have been the un- 
derlying causes of the disaster, they 
will teach a lesson for the future 
benefit of mankind. 

“Foundations for building up 
business are laid rather in times of 
such stress than in normal or boom 
times, so if there was ever a time 
when the hardware industry needed 
its forces organized and actively ap- 


plied, it has been experienced in the 
last two years. 

“Your officers and executive com- 
mittee have made diligent efforts to 
solve the problems that are vital to 
this association and it becomes my 
duty to give you an account of the 
work during the past year. 

“Some very important matters were 
discussed at the Galveston Conven- 
tion and because of some uncertain 
factors were carried over for fur- 
ther development.” 

The secretary referred to confer- | 
ences between a committee of the 





J. E. STONE 


President American Hardware 
Manufacturers’ Association 


association and the Federal Trade 
Commission, on Trade Practice 
Rules and concluded his report with 
a brief outline of the progress of 
the Hardware Council, whose book- 
let on hardware distribution, he said, 
had been distributed to all members. 


President Stone Opens 
Manufacturers’ Session 


manufacturers’ Tuesday morn- 

ing session with a short talk on 
business conditions and commented 
on the need for modern merchandis- 
ing methods in the hardware busi- 
ness. In part, he said: 

“While business is still sub-nor- 
mal, the purchasing power of the 
American people is still enormous, 
and I hold that the hardware industry 
as a whole is not getting its just 
proportion of the dollars being 
spent. As we deal principally in ne- 
cessities, we hide our modest heads 
under a bushel and fail to attract 


Presta STONE opened the 
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1—Mark Lyons, McGowin-Lyons Hdwe. & Supply Co. and Mrs. Lyons. 2—W. 8S. Konold, Warren 
Tool & Forging Co. 3—Mrs. Lacey and M. J. Lacey, Peck, Stow & Wilcox Co. 4—W. Partridge, 
John K. Wilson Sales Co. and Dan E. Farrar, Corbin Screw Corp. 5—R. W. Shapleigh, Shapleigh 
Hdw. Co. 6—Houston Dudley, Gray & Dudley Co. and N. A. Gladding, E. C. Atkins & Co. 7— 
Geo. H. Harper, National Enameling & Stamping Co., Inc., and S. St. J. Eshelman, Sec., 8.H.J.A. 
8—J. B. Lensing, J. A. Mansergh and R. M. Hicks, Russell & Erwin Mfg. C. 9—Chas. F. 
Reynolds, Eberhard Mfg. Co. and C. E. Tompkins, David Maydole Tool Corp. 10—S. D. Yardley 
and D. B. Tidmore, Gulf States Steel Co., with C. Buchanan, G & W Barnett Hdwe. Co., W. M. Teague, 
3d., Teague Hdwe. Co. 11—W. H. Lichty, Russell, Burdsall & Ward Co., R. E. Summers, Key- 
stone Steel & Wire Co., A. J. Deniston, Jr., The Deniston Co. and A. A. Nelson, Keystone Steel & 
Wire Co. 12—A. L. McArthur, Sheffield Clark & Co. and H. A. Vaughn, Vaughn & Bushnell 
Mfg. Co., Geo. B. Cragg, American Screw Co. and D. D. Peden, Peden Co., Jas. H. Harkey, Oneida 
Community Ltd. and Chas. J. Graham, Pittsburgh Screw & Bolt Co. 


70 








the public to our wares by using 
modern merchandising methods. It 
will be a glorious day for all of us 
when we see retail merchants adver- 
tising good dollar merchandise, 
marked down from $1.25 to ninety- 
eight cents. We haven’t had that in 
the hardware business. We don’t 
know what it is to see a hardware 
sale. We are not using methods to 
attract people into hardware stores. 


Hardware Stores Drab 


“As I have said before, the retail 
hardware store is a drab affair at 
best. People don’t go into it unless 
they go in to buy something speci- 
fically. I am of the opinion that 
they can be attracted into the hard- 
ware store through modern methods. 
I am glad to see so many of the 
manufacturers dressing up __ their 
merchandise in colors. They are 
very effectively used now. The more 
use we can make of them, the more 
feminine appeal we will have for our 
merchandise and attract the women 
into the stores. 

“There are still many lines faced 
with a-very serious price situation. 
I don’t intend to dwell upon it, but 
I think we can all very well carry 
in mind the words of John Ruskin: 
‘There is hardly anything in the 
world that some man cannot make 
a little worse and sell a little cheap- 
er, and the people who consider price 
only are this man’s lawful prey.’ 


Fact Facing Postponed 


“Too long have we _ postponed 
looking dire facts direct in the face. 
Thus led by the hopeful prophets we 
have been -waiting until spring, then 
summer, early fall and now spring 
again for the promised revival. Now 
we have been hearing that we have 
reached the bottom of the depression, 
and again that a revival is just 
around the corner. We all hope so, 
but we can no longer live or do 
business on our hopes. It behooves 
us all to put our houses in order. 
Profits can still be made on a 50, 
60 or 70 per cent business, if we 
adjust our control, buying and sell- 
ing to the proper basis. If we cut 
our cloth on the basis of today’s 
business, we will behave and look 
better than trying to pad out the 
old suit that has lost its shape by 
being pressed too often by the iron 
of optimism.” 

In his semi-annual report Secre- 
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tary Chas. F. Rockwell discussed the 
need for revisions in existing anti- 
trust laws quoting several recog- 
nized authorities on the subject. His 
report also analyzed the Capper- 
Kelly Bill and the advantages he 
saw in favorable action on it when 
Congress meets next December. In 
part, Mr. Rockwell said: 

“There is substantial justification 
for the statement that preponderant 
business opinion regards as vital to 
ultimate stabilization enactment of 
the principles of resale price control, 
originally incorporated in the Cap- 


i. 





W. M. BONHAM 


C. M. McClung & Co., 2nd Vice-Pres. 
Southern Hdw. Jobbers Assn. 


per-Kelly Bill. Belief was general 
that its passage at the last session 
of Congress in unamended form 
would afford a degree of immediate 
relief. The result of its legislative 
course in House and Senate was dis- 
appointing in the present, but dis- 
tinctly encouraging for the future. 


Capper-Kelly Bill Gains 


“As a matter of fact, the seventy- 
first Congress witnessed tremendous 
gains for the Capper-Kelly Bill. 
The Committee on Interstate and 
Foreign Commerce of the House re- 
ported it favorably with a strong 
report urging its enactment. The 
measure was placed on the Calendar 
of the House and the Rules Com- 
mittee favorably reported a special 
rule making it in order for consider- 
ation. On Jan. 29, under this 
special rule, the measure itself was 
considered. In an all day session, 
every feature of the bill was de- 
bated, many amendments being of- 
fered by its opponents. Two of these 
were adopted which weakened the 
measure. One was the McSwain 
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amendment taking out of the bill’s 
operation, as far as manufacturers 
were concerned, certain food prod- 
ucts, clothing, shoes and “tools of 
trade.” The Burtness amendment 
provided that price cutting could not 
be carried to a point lower than 20 





-E. B. GALLAHER 


Clover Mfg. Co., Clover Business 
Service 


per cent above purchase price. The 
other amendments adopted were in 
the nature of strengthening amend- 
ments, but the McSwain and Burt- 
ness amendments were not in line 
with the bill and it was anticipated 
that they would be eliminated in the 
Senate. 

“As passed by the House the bill 





G. SUMNER WILSON 


Decatur & Hopkins Co., Pres. National 
Hardware Association 


was referred to the Interstate Com- 
merce Committee of the Senate. 
Announcement was made that time 
intervening before adjournment on 
March 4 being insufficient for the 
holding of necessary hearings, no 
action would be taken. 


“The seventy-second Congress 
convenes in December. The bill 
will be reintroduced by Senator 


Capper and Representative Kelly, 
with immediate efforts to have hear- 
ings before the Senate Committee 
and action by the Senate. Friends 
of the bill in both houses believe 
than when the bill is reported by the 
Senate Interstate Commerce Commit- 
tee, it will be entirely satisfactory 
as a measure to curb the price- 
cutting evil in all industries. 





JOHN DONNAN 


W. S. Donnan Hdw. Co., Hon. Vice- 
Pres. Southern Hardware 
Jobbers Assn. 


“Probably never before in com- 
mercial history has there been more 
sincere desire to comply with legal 
requirements, nor greater confusion 
as to what is legal and what is not. 
Even the President of the United 
States has frequently expressed real- 
ization of the difficulties encountered 
by industry in trying to keep within 
the law, and his recommendations 
that the statutes be overhauled to 
bring them in tune with new condi- 
tions, are encouraging. In his mes- 
sage to Congress last December, he 
suggested an inquiry into the work- 
ings of the anti-trust laws with a 
view to their modification. The cir- 
cumstances attending recent govern- 
mental suits against various indus- 
tries illustrate the unworkable nature 
of the makeshift devices which have 
been adopted from time to time in 
order to soften the rigors of an out- 
dated statute. By a_ piece-meal 
process Congress within the last few 
years has granted a number of ex- 
emptions from the anti-trust laws, 
affecting, to some extent, the rail- 
roads, exporters, the banks and 
steamship lines. But the need for a 
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Williams, Daisy Mfg. Co. 3—Mrs. Reierson and C. L. Reierson, Gilbert & Bennett Mfg. Co. 4—C. B. 
Wells, Remington Arms Co., Inc., T. H. Fox, and C. W. Hymer, Hercules Powder Co. 5—K. Stansfield, 
Southern Agriculturalist, Mrs. Wainwright, C. Wainwright, and W. H. Roberts, Jr., S. L. Allen Co. 
6—A. E. Alverson, Greenlee Tool Co. 7—C. S. Haggerty, E. C. Atkins & Co. 8—H. E. Lee, Bethlehem 
Steel Corp., W. D. Biggers, Continental Screen Co., and J. E. McQueen, Bethlehem Steel Corp. 9— 
Wm. M. French, Moore-Handley Hdw. Co. 10—C. B. Chancellor, Skelton Shovel Works. 11—C. H. 
Babington and H. A. Taylor, Plymouth Cordage Co. 12—F. R. Phillips and R. P. Boyd, Savage Arms 
Corp. 13—Gus B. Baldwin, American Airways, Geo. T. Bailey, Oliver Iron & Steel Co., and Jim Hutch- 
isson, Stanley Works. 14—F. E. Pharr, Buhrman-Pharr Hdwe. Co., and E. W. Lee, American Screw 
Co. 15—D. G. Adair, Stanley Woodward and E. F. Hale Continental Roofing Mills of Ruberoid Co. 
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re-writing of the laws has not been 
lessened. 

“It is obvious that relief long de- 
ferred will have disastrous effect 
upon small and independent busi- 
nesses. Various suggestions are 
being advanced as to procedure in 
rectifying the legal situation in jus- 
tice and fairness to all elements 
concerned. In such circumstances 
it is imperative that every executive 
should be well informed, for every 
business unit is concerned.” 





S. HORACE DISSTON 
Henry Disston & Sons, Inc. 


Handling the appropriate subject 
“Manufacturer and Wholesaler Co- 
operation” G. Sumner Wilson, De- 
catur & Hopkins, Inc., Boston, Mass., 
president of the National Hardware 
Association, gave a talk on certain 
economic aspects of manufacturer to 
wholesaler to retailer distribution. 
Conceding that many large, well- 
financed retailers will buy direct, Mr. 
Wilson analyzed the picture further, 
giving reasons why, in his judgment, 
such a plan does not work out for 
the average retailer, who in most 
cases may have limited finances. In 
his talk the speaker considered the 
joint interests of all three factors in 
distribution. The full text of Mr. 
Wilson’s talk will be published in an 
early issue of HarpwareE AGE, be- 
cause of its general trade interest. 


E. B. Gallaher Gives Talk 


E. B. Gallaher, treasurer, Clover 
Mfg. Co., and Editor, Clover Busi- 
ness Service, both of Norwalk, Conn., 
gave a talk entitled “Let’s Look Our- 
selves Over.” As is typical of this 
speaker he went to the root of his 
subject and was thoroughly interest- 
ing. His talk covered unethical and 
unprofitable practices of manufac- 
turers which in Mr. Gallaher’s opin- 
ion were responsible for many of 
today’s business difficulties. As he 
said, in the early part of the talk: 
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“We are confronted with probably 
the most serious situation which has 
ever faced the country—a situation 


MRS. M. G. LIPSCOMB and 
FAYETTE R. PLUMB, Fayette 


R. Plumb, Ince. 


which is quite different from any 
previous depression we have ever 
passed through. The questions con- 
fronting us are: (1) in what way 
does this depression differ from 
others; (2) what has brought these 





CHAS. NUCHOLS 
American Hardware & Equipment Co. 


new conditions about; (3) what can 
we do about it. On these three 
major points the talk was developed. 
Space does not permit an adequate 
report on the full import of Mr. 
Gallaher’s talk in this report, so the 
complete text as given to the con- 





E. W. WATSON, Pittsburgh Steel Co.; 
L. S. PICKUP, Stanley Works; S. B. 
BUFFUM, Pittsburgh Steel Co. 





vention will be published in Harp- 


WARE AGE next week. 


Promoting Brass and 
Copper Market 


Representing the Copper and 
Brass Research Association, Donald 
MacGregor told of the work that 
body had accomplished in its ten 
years of activity promoting markets 
for products made of brass and 
copper. Among the interesting facts 
were the following: 





W. G. YANTIS 
Shapleigh Hdw. Co. 


“In 1922 the total consumption 
of Copper and Brass Pipe and Tub- 
ing amounted to sixteen million 
pounds a year. After work by the 
Research Association advertising as 
I have before explained, this con- 
sumption in 1930 amounted to ap- 
proximately | seventy-five million 
pounds of copper, or 42-3 times 
what it was in 1922. Of course in 
1930 there was a drop, due to the 
depression as you know, and that 
drop was from seventy-eight million 
pounds to seventy-five million 
pounds, but there is one thing which 
is significant which I want to call to 
your attention. That is this—in 
1930 there were 1614 pounds of 
copper which went into building 
construction for every $1,000 spent 
in construction,’ as contrasted with 
12 pounds the previous year. We 
have done a job on copper flashings, 
gutters and downspouts. Hardly 
anyone thinks of building a house 
today without using copper for these 
purposes. Also roofing and for 
screen. 

“The increase of the cost of copper 
tubing in refrigeration has grown 
from nothing in 1922 to forty-six 
million pounds in 1930. Six years 
ago, a million pounds of copper 
was used for radiators—today the 
annual consumption for radiators 
is fifteen million pounds. 
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“Of especial interest to this indus- 
try, the consumption of copper in 
the form of brass and bronze in the 
builders hardware field is twenty- 
seven million pounds a year. That 
is an increase. It shows a general 
trend, we feel, toward the use of 
better materials, quality materials if 
you please, in the field of builders 
hardware. We as an Association 
have felt that we have done a pretty 
good job on copper and brass pipe 
and tubing and on copper for flash- 
ings, gutters and downspouts, and 
we now propose to make an effort 
to increase the use of our metals in 
the builders hardware field; and in 
this we ask your cooperation, you 
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who are engaged in that line of the 
industry. 

“The sale of brass and bronze 
hardware means more profit to the 
men of this industry, but it also 
means greater consumer satisfaction. 
We maintain at New York a research 
laboratory. This laboratory is at 
the disposal of those of you who 
may be interested in extending your 
products to include brass and bronze, 
and we would like to have you 
communicate with us if you have 
any problems. We expect to start 
an advertising campaign—make the 
people brass and bronze conscious 
in the hardware field, just as we 
have been able to do in the other 
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L. G. McDonald, Rey- 
nolds Wire Co., W. I. 
Moody, Orgill Bros. 
Co., A. C. Cade, Allen 
& Jemison Co., Chas. 
H. Wagner and A. E. 
Huntley, American 
Fork & Hoe Co. 





H. F. Zulauf, Union Fork & Hoe Co. 


lines of building, and I think if you 
will cooperate with us, we will do 
our part not only for better profits 
for all of you, but for the benefit 
of better buildings in this country.” 


Mrs. B. Farwell, 
Evan Edward:, Col- 
umbian Rope Co., 
Mrs. Edwards, Miss 
M. B._ Frances, 
American Hdwe. 
Mfrs. Assn., Mrs. A. 
E. Alverson § and 
Mrs. Llew Soule 
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1—Miss Fannie Woodville, Miss Caroline Woodville, W. C. Sullivan, Sargent & Co., Miss Dorothy Wood- 
ville, Louis Duclos, La. Highway Commission, Mrs. J. A. Woodville and P. E. Barth, Sargent & Co. 
2—W. A. Tobler, E. C. Palmer, Walter Scott, Wm. Buxbaum and C. R. Babson, all of Winchester Re- 
peating Arms Co., Inc. 3—Mrs. Herb Ladds, Mrs. Lamson Jennings, Miss Kathleen Clarke and Mrs. 
Geo. E. Clifford. 4—In front, Mrs. Hager and Mrs. Baker. In rear, Arch L. Hager, C. L. Hager Spring & 
Hinge Co. and R. H. Baker, Fones Bros. Hdwe. Co. 5—John Warner, Gibbons & Gordon, Inc., John 
K. Dyer, Doherty Hdwe. Co., Chas. Parrish, Yale & Towne Mfg. Co., D. W. Macumber, Lufkin Rule Co. 
and R. G. McKinney, McKinney Mfg. Co. 6—W. A. Ready and N. T. Jacobs, Ames Shovel & Tool Co. 
7—Seated, M. C. Vaughn, American Wire Fabrics Co., Mrs. Baldwin and L. G. Baldwin, American Wire 
Fabrics Co. Standing, Ben Billinger, American Wire Fabrics Co. and John Church, Reed & Prince Mfg. 
Co. 8&—Chas. J. Heale and Llew S. Soule, Hardware Age 
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Harry Black Opens Joint Session Held 
Wednesday Morning 


PENING the Wednesday 
QO morning joint session Chair- 

man Black, president of the 
jobbers, spoke briefly on the psy- 
chology of the business situation, 
saying in part: 

“All of us have felt the difficulties 
of operation under conditions we 
have passed through the last one and 
a half or two years. It seems now 
as though the sun was _ breaking 
through the clouds. You may not 
all have seen it, but surely it is break- 
ing through. I do not care to make 
predictions, but I do believe ‘that 


we have passed through all of those 
same conditions. Those of you who 
are 35 or 45 years old have experi- 
enced some 4 or 5 similar condi- 
tions. The business world has had 
panics. Those periods were passed 
through by all of us and are for- 
gotten. 

“You will have to stop and think 
when they happened; when they 
existed; how long they happened. 
I do not believe any one can say 
from memory how long any one of 
those periods of bad business con- 


tinued. Just stop to think about 





N. J. Clarke, Republic 
Steel Corp., Herb 
Ladd, Lamson & Ses- 
sions Co., Geo. Clifford 
and K. D. Mann, Re- 
public Steel Corp. 


M. Jj. Lacey, Peck, 
Stow & Wilcox Co., G. 
Sumner Wilson, De- 
catur & Hopkins Co., 
president, N. H. A., 
and P. J. Cosgrave, 
Hardware Age watch- 
ing Geo. H. Griffiths, 
General Manager 
Hardware Age, sink a 
putt 
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that. It may cheer you all up a little 
bit. They passed on and were abso- 
lutely forgotten. If you stop to 
think of the troubles that affected 
every one—the scarcity of money, 
the scarcity of orders, scarcity of 
everything, is there any man in the 
room who can definitely say when 
and how long it lasted? You have 
forgotten all about it. You will 
forget about this one soon and 
wonder why you were so blue. 


Plenty of Money in U. 8. 


“There is just as much money in 
the United States today as there ever 
was. Iam told that the savings 
banks have more savings deposits 
than they ever had in their whole 
history, but the circulation of money 
is clogged somewhere. No one man 
can definitely say why or how, but 
it will pass. I believe it will pass 
soon. You have got to rid yourself 
of the fear that is in your minds— 
fears of what may happen tomorrow. 
If we will all work together and try 
to have a little more optimism that 
will clear up the clogged machinery 
faster-than anything else. 

“During these times we must all 
try to operate our separate businesses 
whether manufacturers or jobbers. 
in the most economical way that we 
can find.” 

W. I. Moody, Orgill Bros. Co., 
Memphis, Tenn., expressed the opin- 
ion that the mail order houses had 
reached the zenith of their power as 
evidenced by their opening retail 
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W. B. Dodge, Yale & Towne Mfg. Co., W. M. Parrish, Keith-Simmons Co., J. P. Dunphy, Yale & Towne Mfg. &., with 
F. L. Heverly and W. C. Baird, Norton Door Closer Co. and E. E. Gibbs, Wemberly & Thomas Hardware Co. 


stores over the country; that ap- 
parently that form of distribution 
was running out, and that the ma- 
jority of them had ceased operations 
along that line. He said there was 
an indication of improvement in the 
business of the independent store 
keeper, especially in the grocery 
line, and so far as he knew there had 
been no successful operation of any 
considerable circle of chain dis- 
tribution in the hardware line. 


Mark Lyons Explains 
District Plan 


Mark Lyons then reviewed briefly 
the action of the association at its 
executive session on Tuesday morn- 
ing in determining to continue the 
work of the association, in the way 
of appointing district committees to 
secure additional members and to 
revive an interest in the work of the 
southern association among the job- 
bers of hardware in the South, and 
to put at rest any rumors to the 
effect that there was any likelihood 
of collapse of the Southern Hard- 
ware Jobbers’ Association. 

Mr. Lyons asked for the coopera- 
tion of the American Hardware Man- 
ufacturers’ Association in helping to 
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I. H. Stauffer, Stauffer, Eshleman & 
Co. and F. Herbert Smith, 
Nicholson File Co. 
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GEO. A. FERNLEY 


Secretary-Treasurer, National Hard- 
ware Association 


make the Southern Hardware Job- 
bers’ Association a success. 


Old Guard Tribute 


James P. Skelly, newly elected 
president of the “Old Guard,” said: 
“Yesterday and for several days the 
Old Guard has been very much 
depressed over the rumor of the pos- 
sibility of the ending of the South- 
ern association. Last night when 
word came to us that you were to 
carry on it created a real thrill, a 
pleasant thrill. The Old Guard feels 
that they are an ally of the Southern 
association. The Old Guard can 
help you and I know they will help 
you. They can do a lot of things to 
make this association what you de- 
sire to make it. I thank you.” 

Speaking briefly on simplification 
activities R. L. Lockwood of the De- 
partment of Commerce, Washington, 
D. C., said: 

It was not the practice of the de- 


partment to initiate the elimination 
of styles and numbers of any par- 
ticular product, but to await the 
recommendation and advice of the 
manufacturer of any particular com- 
modity as to changes in numbers and 
sizes, and thereupon his department 
would render all the aid possible to 
bring about the result desired by 
those manufacturers who desired to 
make changes. 


Fernley Brings Greetings 


George A. Fernley, secretary of the 
National Hardware Association, 
responded to the chairman’s greeting 
saying: “I am one who was delighted 
to learn last evening of the decision 
of the Southern Association to con- 
tinue its existence. I think you 
gentlemen are to be congratulated 
upon the steps that you have taken. 
The National Association was or- 
ganized as a result of the work done 
by the Southern Association. The 
Southern Association, as you all 
know, is three years older than the 
national organization, and it would 
be a source of great sorrow and 
regret to the National Association to 
see the oldest organization pass out 





A. TT. Fish, A. J. Lindemann & 
Hooverson Co. and W. D. 
Farnum, Cramer-Krasselt Co. 
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Tillman Cavert. Cavert, Lipscomb & Scruggs, Bruce Keener, Jr., C. M. McClung & Co., W. A. Shepard, Kelly Axe & Tool 
Works, W. A. Shepard, Long-Lewis Hdwe. Co., J. J. Gilmore, American Steel & Wire Co. Phil M. Warren, A. Baldwin 
& Co., and G. E. Brown, Baldwin Tool Works. 


of existence. We stand ready and 
willing to do anything we can at any 
time to assist the Southern organiza- 
tion.” 

Thursday morning the jobbers 
held their final session electing 
officers for the coming year and 
passed unanimously the resolution de- 
claring the organization’s intention 
to continue its work actively. The 
full text of the resolution and the 
list of new officers and members of 
the executive and other committees 
are published on page 66 facing the 
opening page of this running story 
of the 1931 joint southern conven- 
tion. 

The manufacturers final session 
was also held on Thursday morning 
at which time the outstanding activ- 
ity was a resolution passed express- 
ing pleasure at the decision of the 
Southern Hardware Jobbers’ Associa- 
tion to continue. The text of this 
resolution follows: 

“Never more than at present has 
there been greater need for effective 
organization. Rich in tradition and 
accomplishment, for over forty years, 
the Southern Hardware Jobbers’ As- 
sociation has well served its territory 
and merited the confidence and 
esteem of all branches of the indus- 
try. The American Hardware Manu- 
facturers Association, therefore, re- 
ceives with pleasure and satisfaction 
the assurance that the Southern As- 
sociation will continue its long and 
honorable careex. Therefore, be it 
resolved that the American Hardware 
Manufacturers Association in con- 
vention assembled extends to the 
Southern Hardware Jobbers Associa- 
tion its cordial wishes for many years 
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of renewed activity and success and 
to this end pledges its cooperation.” 


Many Entertainment 
Features 


EVERAL entertainment features 
arranged for delegates and their 
guests proved to be very enjoyable 
affairs. The program of entertain- 
ment opened Monday night at the 
conclusion of the joint opening busi- 
ness session of the manufacturer and 
jobber groups. The affair was an in- 
formal dance that gave the entertain- 
ment program a pleasant start. 

On Tuesday, three entertainment 
features had been arranged. The 
first of these was the opening of the 
Golf Tournament for men, under the 
supervision of Mark Lyons, M. J. 
Lacey, I. H. Stauffer and Edward 


Durell. The second affair was a 





H. A. Squibbs, American Steel & Wire Co., Miss Jean Squibbs, Miss Mary Frances 
Squibbs and Mrs. Squibbs 


twenty-five mile drive for the ladies 
over the Old Spanish Trail, during 
which, tea was served at the Inn by 
the Sea. The third feature of the 
day’s social program was an Old 
Plantation Party, held on the Hotel 
Terrace, which was followed with 
dancing. 

Wednesday afternoon’s affairs con- 
sisted of a continuation of the men’s 
Golf Tournament, while the enter- 
tainment for the ladies was a bridge 
and tea. In the evening, members 
and guests were entertained with a 
Carnival dinner followed by a ball. 

Other recreational features, in- 
cluding the use of five golf courses, 
tennis and horseshoe courts, horse- 
back riding, swimming, boating and 
fishing facilities were available to 
assure an enjoyable time for all at- 
tending the convention. 
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1—Fred Hollingsworth, Lufkin Rule Co., J. F. Boxwell, Yale & Towne Mfg. Co., O. H. Smith, Lynchburg Plow Works, 
J. W. Terhune, Consolidated Elec. Lamp Co., H. P. Nelson, National Tube Co., J. M. McGeevy, Henry Keidel Co., C. W. 
Kennedy, National Tube Co., J. L. Pitts, Brown- Roberts Hdwe. & Supply Co., J. W. Tabor, McLendon Hdwe. Co., and 
A, Doherty, Doherty Hdwe. Co. 2—Edw. W. Smith, Pittsburgh Steel Co. and Master Bill Smith. 3—P. J. Cosgrave, 
Hardware Age, Mrs. Myers, R. H. Myers, Simonds Saw & Steel Co., Mrs. Cosgrave, A. B. Peck, American Screw Co., 
Mrs. Feddery, and Will J. Feddery, Hardware Age. 4—Virgil Keith, E. L. Wilson Hdwe. Co., treasurer SHJA. 5—Geo. 
H. Griffiths, General Manager Hardware Age. 6—John A. Clarke, Tom Jones Hdwe. Co., Gene Raue, Payson Mfg. Co., 
J. D. Wyman, Stanley Works and R. E. Clarke, Yale & Towne Mfg. Co. 7—John W. Cole, General Wheelbarrow Co., 
Chas. F. Rockwell, secretary-treasurer, Amer. Hdwe. Mfrs. Assn., and H. J. Strugnell, Remington Arms Co., Inc. 8—J. 
C. Calhoun, French Battery Co., John F. Hazen, Bethlehem Steel Co. and C. E. Kendall, Pittsburgh Steel Co. 9—J. 
W. Hill, Jr., Northwestern Barb Wire Co., D. A. Glidden, Gulf States Steel Co., and A. B. Sloan, Northwestern Barb 
Wire Co. 10—F. P. Mack, Phoenix Mfg. Co., John D. Bayley, Wickwire Bros., and Geo. H. Smith, Heller Bros. Co. 
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James Skelly President of the Old Guard 


HE Old Guard Southern Hard- 

ware Salesmen’s Association 

held its annual meeting and 

banquet at Edgewater Park, Tuesday 

evening, April 21, 1931, with more 
than the usual attendance. 

President R. P. Boyd presided: 
Secretary L. L. Sullivan attended to 
all matters of record; Song Leader 
N. A. Gladding led the singing and 
Hugo Weidman and his committee 
looked after the refreshments. 

The business meeting, came first, 
with the usual routine measures, clos- 
ing with the election of officers as 
follows: 

President, James. T. Skelly; 1st 
vice-president, Hugo Weidman; 2nd 
vice-president, Clyde L. King; sec- 
retary-treasurer, L. L.’ Sullivan. 

Executive: Sheffield Clark, E. J. 
Newey, L. C. Frazer, James Hutchin- 


son. John E. Haviland. Chas. M. 


Power. 

The members then adjourned to the 
banquet room, where the following 
guests were entertained: 

President Harry A. Black and Sec- 





retary S. St. J. Eshleman of the 


Southern Hardware Jobbers’ Associa- 
tion; President J. E. Stone and Sec- 
retary Chas. F. Rockwell of the Amer- 
ican Hardware Manufacturers Asso- 
ciation; President G. S. Wilson and 
Secretary George Fernley of the Na- 
tional Hardware Association of the 
United States. Each of the visitors 
spoke briefly to the members, and the 
new president, James T. Skelly, ex- 
pressed the appreciation of the Old 
Guard for their presence and cooper- 
ation. 

After an enjoyable meal inter- 
spersed with songs and general merry 
making, the meeting adjourned, to re- 
convene in October at the annual con- 
vention of the American Hardware 
Manufacturers Association and the 
National Hardware Association of 
the United States. 

At the Wednesday session of the 
Jobbers, Geo. H. Harper read a mes- 
sage from the Old Guard to the South- 
ern Hardware Jobbers’ Association 
expressing the admiration of the 
salesmen for the members of the 








wholesaler’s organization. Mr. Harper 
was assisted in the preparing of the 
message by N. A. Gladding and F. 
Herbert Smith. The message fol- 
lows: 

“The members of the Old Guard 
Southern Hardware Salesmen Asso- 
ciation extend greetings to the 
Officers and Members of the South- 
ern Hardware Jobbers’ Associa- 
tion now in session at Edgewater 
Park, Mississippi, April 21, 1931. 

“It seems fitting, on this occasion, 
that we express to the Southern Hard- 
ware Jobbers’ Association and _ its 
members our sincere appreciation for 
the courtesies extended us since the 
inception of our organization in 1908. 

“During that period we have seen 
the heights of prosperity and the 
vales of depression, but through it 
all we have experienced the confi- 
dence and friendship of those who 
comprise your membership. 

“It is the sincere hope of the Old 
Guard that this bond of friendship 
and affection may continue strong 
and unimpaired throughout the years 
to come—growing stronger with each 
succeeding year.” 





Huey & Philp Hardware Co., Dallas, Texas, found this simple treatment very satisfactory. Ordinary boxes of different 
sizes were covered with inexpensive black cloth and placed as you see them in this display. The talking card offers the 
selling message and price. The same plane of display formation could be used for other items of substantial size. 


30 


HARDWARE AGE 

















Executive 
Changes, Meet- 
ings, Current 
Events in the 
Trade 











News... WEEK 





News of 
Retailers 
Jobbers and 
Manufacturers 

















HARDWARE AGE FOR APRIL 30, 1931 








GILLETTE HOLDS ANNUAL 
MEETING; WILL MEET 
AGAIN ON MAY 1 


The Gillette Safety Razor Co., 
Boston, Mass., is still without a 
chairman of the board of direc- 
tors and without a_ president. 
Stockholders of the company 
held their annual meeting in 
Boston last week without taking 
action on such officers, and 
adjourned until May 1, when 
some action may be taken. The 
stockholders last week did, how- 
ever, elect the following officers: 
Vice-presidents, H. L. Claisse, 
J. G. Coleman, E. H. Cooper, N. 
R. Maas, S. C. Stampleman and 
R. E. Thompson; secretary, J. J. 
DeCoursy; treasurer, Stafford 
Johnson; assistant treasurers, .A. 
J. Thomas, R. N. Rigby. 

The following executive com- 
mittee was elected: H. J. Fuller, 
H. J. Gaisman, N. Penrose Hal- 
lowell, David B. Stern and Philip 
Stockton, all of whom, either di- 
rectly or indirectly, represent 
banking interests. King C. Gil- 
lette remains on the board of di- 
rectors, but Frank J. Fahey, for: 
merly a vice-president and di- 
rector in the old Gillette com- 
pany, was not reelected. Thomas 
T. Pelham, formerly a vice-presi- 
dent and director; Ralph E. 
Thompson, a former director, and 
C. Schumacher, a former vice- 
president, also were dropped. 

The board of directors now 
consists of J. E. Alfred, Charles 
E. Cotting Maurice J. Curran, 
Henry J. Fuller, Henry J. Gais- 
man, John Gaston, King C. Gil- 
lette, N. Penrose Hallowell, 
Bradley W. Palmer, David B. 
Stern, Philip Stockton, Channing 
M. Wells and Louis E. Kirstein. 





G. T. SPRAKE PASSES 
HEADED SALES COMPANY 


G. T. Sprake, president, 
Sprake-Wilcox Co., Inc., Los 
Angeles, Cal., manufacturers rep- 
resentatives, died April 10 of 
pneumonia, He was born in St. 
Joseph, Mo., in 1859, taking his 
first position with Wyeth Hard- 
ware & Mfg. Co., St. Joseph, Mo. 
After five years as a traveling 
salesman he spent thirteen years 
in various house positions, be- 
coming secretary of the company 
and head of the sales force in 





1888. In 1890 he was given 
charge of buying and six years 
later engaged in syndicate buy- 
ing in connection with W. B. 
Fox & Bros., New York City. 
Mr. Sprake went with Sim- 
mons Hardware Co., St. Louis, 
Mo., as buyer of tools, which or- 
ganization he left to join the for- 
mer Norvell-Shapleigh Hardware 
Co. in 1903 in charge of the tool 
department. In 1905 he was 
made a director of the Norvell- 
Shapleigh company, continuing 
in charge of the tool department, 
until his resignation in 1918, 
when he retired to live in Cali- 
fornia. In 1918 Mr. Sprake 
formed the Sprake Sales Co., 
Inc., as representative of na- 


TRACY-WELLS HOLDS 
SHOW FOR RETAILERS 


With a view to aiding dealers 
in the selection of merchandise 
and the giving of service neces- 
to maintain present day 
Tracy- 


sary 
standards of _ selling, 
Wells Co., Columbus, Ohio, 
wholesale distributors, held a 
merchandise show on April 15 
and 16. Representatives of more 
than 600 independent retailers 
attended, some dealers bringing 
customers with them. The com- 
pany handles about 20,000 items, 
a large part of which were dis- 
played on the tables and cases 


| tional 








manufacturers to the 
wholesale hardware, auto 
mill supply trade. When Sprake- 
Wilcox Co., Inc., was formed in 
1930, he was made president. 
The business will be carried on 


by G. P. Wilcox. 


WILLIAMS IS PRESIDENT 
STANDARD SAFETY RAZOR 


Charles A. Williams, Brook- 
lyn, N. Y., has succeeded the 
late D. M. Mason, as president 
of the Standard Safety Razor 
Co., E. Norwalk, Conn. Mr. 
Williams has been active in the 
razor industry for many yeats. 


located on the lower floor. Prior 
to the show the entire building 
of six stories and basement was 
rearranged, practically the entire 
first floor being devoted to dis- 
play tables, with the exception 
of a section of executive offices. 

The Tracy-Wells Co. realizes 
that the independent merchant 
offers the consuming public such 
features as delivery, telephone 
service, charge accounts and 
personal interest, not found in 
the organizations of other retail- 
ers. Believing the independent 


merchant is an economic neces- 
sity, the Tracy-Wells organiza- 
tion offers them the benefit of 
its many years of experience. 


and | 








KARR PARKER HEADS 
McCARTHY BROS., FORD 
Karr Parker was elected pres- 
ident of McCarthy Bros. & Ford, 
Buffalo, N. Y., Westinghouse 
wholesale distributors, succeed- 
ing the late Edmund D. Me- 
Carthy. Mr. Parker has been 
associated with McCarthy Bros. 
& Ford for the past 16 years, 
serving in the capacities of elec- 
trical engineer, engineering man- 
ager, treasurer and _vice-presi- 
dent. Mr. Parker is a member 
of the A. I. E. E., the Ilumi- 
nating Engineering Society, the 
Society of Mechanical Engineers, 
besides being president of the 
Westinghouse Jobbers  Associa- 
tion. 


The company invites independent 
merchants to bring their prob- 
lems to their store so that assis- 
tance may be given in their solu- 
tion. 

The firm was formed in 1885 
by Charles O. Tracy and Frank 
W. Wells, since which time sev- 
eral moves were made. In 1909 
the company first occupied its 
present fireproof structure. Its 
remodeled store is said to be one 
of the best arranged establish- 
ments of its kind in the Middle 
West. Some time ago the com- 
pany acquired the Arnold 
Wooden Ware Co., Cleveland, 
Ohio, which is now operated as 
a branch. 
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PREMAX REORGANIZES 
UNDER NEW CORP. NAME 


Premax Products, Inc., Niag- 
ara Falls, N. Y., which has been 
in Federal receivership since 
Oct. 20, 1930, has been reorgat- 
ized under the name Premax 
Products Corp., at the same ad- 
dress. For more than 30 years 
the business of manufacturing 
metal specialties for hardware, 
railroad and public utility uses, 
etc., has been carried on at 
Niagara Falls. 

The new company is headed 
by Chester M. Woolworth, who 
is also president of the Animal 
Trap Co. of America, Lititz, Pa., 
while Donald P. Braley is treas- 
urer and general manager. Mr. 
Braley is a former operating off- 
cial of the Animal Trap Co. or- 
ganization. George O. Benson, 
sales manager of the former or- 
ganization, continues in the same 
capacity with the new com- 
pany. 


WESTINGHOUSE MAKES 
CHANGES IN CLEVELAND 


J. Morris Ireland, for five years 
manager of the Cleveland, Ohio, 
office of the Westinghouse Elec- 
tric & Mfg. Co., East Pittsburgh, 
Pa., has been appointed special 
representative by the company. 
F. G. Hickling goes to Cleveland 
from Pittsburgh, Pa., to succeed 


Mr. Ireland and will make his 
headquarters in the Westing- 


house sales offices at 2209 Ash- 
land Road. Mr. Ireland has been 
with the organization since 1911. 
He is vice-president, Cleveland 
Electric League and a member 
of the Chamber of Commerce 
and civic organizations. He will 
devote his activities to the field 
of steel mill electrification. 


SIMON, MITCHELL AGENT 
ON THE PACIFIC COAST 


H. R. Simon, former Pacific 
Coast representative of the Dar- 
win Safety Razor Blade Corp., 
has resigned his position with 
that company. He is now Pacific 
‘Coast sales agent for the Mitchell 
Safety Razor Blade Co. of 
America, New York City. 





L. H. GILMER BUYS 
PANAMA RUBBER CO. 


The L. H. Gilmer Co., Phila- 
-delphia, Pa., recently purchased 
the entire stock and assets of the 
Panama Rubber Co., Chicago, IIl. 
All fixtures and machinery of the 
Panama Rubber Co. have been 
shipped to Philadelphia, where 
the Gilmer activities are concen- 
trated. Hereafter all Panama 
Rubber belts, formerly known 


B82 





under the trade mark of “Kable- 
Kord,” will be sold under the 
name of “Gilmer-Kable-Kord.” 

By acquisition of the Panama 
organization the Gilmer com- 
pany can supply either flat rub- 
ber or V-shape rubber molded 
belts as well as a complete line 
of fabric belts. 





EAGLE RULE APPOINTS 
Cc. E. KING AS AGENT 
The Eagle Rule Mfg. Corp., 

New York City, has appointed 

Charles E. King, 122 East Sev- 

enth Street, Los Angeles, Cal., 

as Western representative for 
their line of boxwood and 
maple rules. 





DISSTON HAND SAW DIVISION OPERATING ON TIME 
AND ONE-HALF SCHEDULE 


Concurrent with the introduc- 
tion of the new Disston-Keystone 
line of hand saws, a time and 
one-half production schedule has 
become effective in the hand saw 
division of Henry Disston & 
Sons, Philadelphia, Pa. While 
an improved demand is also re- 
ported for standard types of Diss- 
ton saws, the increased produc- 
tion is largely attributed to the 





advent of the Keystone line of 
hand saws, which has been ac- 
corded an énthusiastic reception 
by the hardware trade. 

Through thus developing new 
products to fill definite consumer 
needs, at popular prices in keep- 
ing with present trends, this 
manufacturer has materially con- 
tributed to relieving Philadel- 
phia’s unemployment problem. 





15th EASTERN STATES EX- 
POSITION SEPT. 20-26 


Inquiries developed from man- 
ufacturers and representatives in 
North America and from space 
assignments already made, indi- 
cate the 15th annual Eastern 
States Exposition from Sept. 20 
to 26 inclusive, will present one 
of the most widely diversified 
and best balanced industrial ex- 
hibitions since the Exposition was 
established in 1916. The annual 
attendance of more than 300,000 
is drawn from one of the world’s 
largest buying markets. Another 
important factor is that the im- 
mediate Springfield district has 
been recognized for the last dec- 
ade by merchandisers and man- 
ufacturers as one of the princi- 
pal national “tryout’ markets, due 
to the quality of industry and 
labor. 

In 1930 there were 306 indi- 
vidual concerns exhibiting in the 
Eastern States Exposition’s in- 
dustrial arts divisions from 30 
States and Canada. Eight acres 
of exhibition space were occu- 
pied, three acres of which were 
in the Industrial Arts Building, 
devoted exclusively to industrial 
displays, and the largest build- 
ing of its kind in America. Al- 
ready more than 80 per cent of 
the exhibition area for display 
of farm, industrial and road-mak- 
ing machinery of the heavier 
types has been taken, while sales 
of space for general display are 
about 10 per cent ahead of any 
previous year or corresponding 
period. 


Vv. M. CANNON, PREMIER 
VACUUM CLEANER TREAS. 

The Premier Vacuum Cleaner 
Co., Cleveland, Ohio, has an- 
nounced appointment of Victor 





M. Cannon as treasurer of both 
the Premier company and the 
Electric Vacuum Cleaner Co., the 
parent company. Mr. Cannon, 
who has been secretary of the 
Premier organization for the 
past two years, retains that posi- 
tion. He joined the company in 
1925, starting his work in con- 
nection with wholesale _ sales. 
Later he was made assistant to 
the president, in which capacity 
he handled duties relating to the 
entire sales department. 

As treasurer he relieves E. S. 
Patterson, vice - president in 
charge of sales, who will now de- 
vote his entire time to sales ac- 
tivities. 





MAJ. A. W. BOND PASSES 


Major Arthur W. Bond died 
April 10 in his eighty-ninth year 
at his country estate near Millers- 
ville, Md. He was an _ honor 
member of the Old Guard of the 
Southern Hardware Salesmen’s 
Association and a veteran of the 
Civil War. As a young man he 
entered the hardware jobbing 
business in Baltimore, Md., later 
forming a partnership with a Mr. 
Britton, as Britton & Bond, man- 
ufacturers’ representative. When 
the partnership was dissolved the 
major continued under his own 
name until his retirement in 
1924. 

He had a jovial manner, en- 
joyed good health until a few 
years ago, and had many friends 
in the hardware trade. 





HYSER IN CHARGE OF 
HENNE HARDWARE STORE 


J. O. Hyser has taken charge 
of the hardware business for- 
merly conducted by the late John 
Henne at 24 Holmes Street, 
Youngstown, Ohio. 








ADDRESSES 
PHILADELPHIA ASSN. 


F. S. SKEEN 


Fred S. Skeen, sales manager, 
Geo. D. Wetherill & Co., Phila- 
delphia, Pa., addressed 40 mem- 
bers and guests of the Retail 
Hardware Association of Phila- 
delphia at the April meeting, 
held in Green’s Hotel, Philadel- 
phia, Pa. Mr. Skeen spoke on 
the merchandising of paint and 
advised his listeners to pay more 
attention to their paint section, 
particularly the lines which were 
of interest to women customers. 
He advised that merchants talk 
quality and show the advantages 
of using good paint. 

R. J. Van Hyning, New York 
City, merchandising counselor, 
W. C. Heller & Co., Montpelier, 
Ohio, said that “Paint is not a 
one unit sale and in the process 
of interesting customers we have 
brushes and many of the kin- 
dred articles of sales oppor- 
tunity.” He pointed out that even 
the best lines must be properly 
displayed to enable their sale. 
Although in favor of handling 5 
and 10-cent merchandise as well 
as higher priced and better grade 
products he urged the associa- 
tion members to display valuable 
merchandise in the most valu- 
able aisles of the store. 

In the near future Mr. Van 
Hyning is going to present his 
observations based on 25 years’ 


investigation in the trade. The 
association will hold its elev- 
enth anniversary banquet May 


31. 
PITTSBURGH RETAILERS 
DISCUSS PAINT SALES 


Methods of increasing paint 
sales were discussed at the regu- 
lar monthly meeting of the Pitts- 
burgh Retail Hardware Dealers’ 
Association held in that city on 
April 24. The  Association’s 
Paiat and Varnish Club _pre- 
sented a number of ideas on 
paint movement to be used in 
connection with the “Clean Up 
and Paint Up Week” observation. 
For the first time in many 
months most of the dealers pres- 
ent were able to report improved 
business. 


WISCONSIN DEALERS TO 
HOLD GROUP MEETINGS 


A series of group meetings for 
members of the Wisconsin Re- 
tail Hardware Association have 
been planned. Meetings com- 
mence in May and conclude in 
October. As a main theme 
the meetings will discuss “Meet- 
ing Present Day Problems in 
Hardware Retailing.” 

Meetings to be held in May 
are at New Richmond, Durand, 
Whitehall, La Crosse, Tomah, 
Platteville and Richland Center. 
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WILLIAM SIMMS PASSES 

William Simms, 73, hardware 
dealer, 411 Fourteenth Avenue, 
S. E., Minneapolis, Minn., for 
the past 36 years, died April 22, 
while on his return from Florida 
to his home, following a heart 
attaek. He was one of the char- 
ter members of the Minnesota 
Retail Hardware Association, and 
was at one time president of that 
organization. Mr. Simms is sur- 
vived by his widow, his daughter, 
Mrs. D. M. Andrews, wife of the 
Western representative of Harp- 
ware AGE, and his two sons, Rob- 
ert and Leigh, who will continue 
the business, after many years in 
their father’s store. 


MANHATTAN AND BRONX 
DEALERS HOLD MEETING 

Vice-president J. W. Blair con- 
ducted the April 21 meeting of 
the Hardware & Supply Dealers’ 
Association of Manhattan and 
Bronx Boroughs, Inc., held at the 
Hotel Prince George, New York 
City. The meeting was devoted 





to a discussion of the trade con- 
ditions of today. Mention was 
made of the shore dinner of the 
Hardware Square Club. 


J. W. BARKER HEADS 
ANDES RANGE, FURNACE 

Jesse W. Barker was elected 
president of the Andes Range & 
Furnace Corp., Geneva, N. Y., at 
the recent meeting of the organi- 
zation’s board of directors. He 
had been connected with the 
company for more than 30 years, 
his previous office being secretary 
of the firm. Other officers 
elected were Theodore J. Smith, 
chairman of the board; Fred C. 
Manss, vice-president in charge 
of sales; Donald C. Hutchins, 
secretary, and Phillip Heimlich, 
treasurer. 

The reorganization and elec- 
tion of the new president were 
made necessary by the death of 
Sidney S. Smith, head of the 
company, who was fatally in- 
jured in a hunting accident last 


fall. 





W. E. HOPPER WILL BE 
SALES REPRESENTATIVE 


W. E. Hopper, for the past 7 
years sales manager of the Sig- 
nal Electric Mfg. Co., Menomi- 
nee, Mich., resigned to return 
to the South for the purpose of 
representing a number of manu- 








W. E. HOPPER 


facturers of electrical products 
as sales representative. His 
resignation is effective as of May 


1. He will locate in Atlanta, Ga., 


and will cover the territory from 
the Mississippi River to the At- 
lantic Coast. 

Before joining the Signal or- 
ganization he traveled through- 
out the South for seven years, 
calling upon the wholesale elec- 
trical and hardware distributors. 
In addition to his sales work for 
the Signal company, he was in 
charge of their advertising work. 
Mr. Hopper will represent the 
Signal Electric Mfg. Co. in his 
new venture. 


DUETTE CO. ACQUIRED 
BY RUSKO PRODUCTS CO. 

Rusko Products Co., 850 North 
Ogden Avenue, Chicago, IIL, re- 
cently acquired the assets, pat- 
ents, trade mark and good will 
of the Duette Co., Chicago, III., 
former makers of the Duette dry 
cleaning machine and dry clean- 
ing fluids. 








Luther Harbin who made up this display for the Gadsden Hardware Co., Gadsden Ala., says: ‘We have no unusual 
methods but try to keep tools properly displayed. We put in good window displays of tools regularly with every tool 
priced in plain figures so that our customers always know what the price is without having to ask.” This plan not 

only saves time but also identifies the store as a one price house. 
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HOW’S BUSINESS p 


TO BE NEXT MONTH 


CHARTED BY UNITED BUSINESS PUBLISHERS, Inc 


HIRTY-FOUR ECONOMIC EX- 
‘i daeaabetins OF BUSINESS 

PAPERS PUBLISHED BY THE 
United Business Publishers, Inc. 
—HERE PRESENT A COMBINED 
OPINION ABOUT THE COURSE OF 
BUSINESS DURING THE MONTH 
OF MAY. GOVERNMENT AND 
OTHER RECORDS PROVIDE YOU WITH 
HISTORY OF RECENT MONTHS. 
THIS BOARD OF EXPERTS DEALS 
ONLY WITH THE FUTURE. ITS 
OPINIONS ARE BASED ON CLOSE 
CONTACT WITH THE MORE THAN 
400,000 SUBSCRIBERS REACHED BY 
THEIR PUBLICATIONS IN FAR 
FLUNG FIELDS OF RETAILING AND 
INDUSTRY. 


HAT’ the average man in this nation needs 

above all else at the present time is a place 

to confidently hang his hat. No word better 
describes the present situation than uncertainty. 


Trite as this may sound, it has a deeper significance 
than is at first apparent. Nineteen months ago we 
suddenly awoke to the fact that we had been specu- 
lating heavily in securities. Since that time it has been 
continually brought home to us that we have been 
speculating as well in all the phases of our business 
and social life. 


Bitter as is any period of readjustment, when our 
faith in things spiritual, ethical and political are con- 
currently shattered, confidence is bound to be at a 
very low ebb. 

In the retail merchandising field staple goods are 
moving with fair regularity and volume. Necessities 
are being bought. But the great buying power of 


the country is giving heed to the cry “liquidation” 
and is maintaining its reserves and savings in as 
liquid a form as possible. 


Savings deposits continue to increase. There is much 
academic discussion of unemployment insurance 
old age pensions, governmental control of utilities, 
and other vestiges of a form of paternalism that may 
characterize government during the next decade. 


Wages now appear to be facing a major operation, 
and therein lies g real dilemma. A new congress 
will meet this coming winter, its strength about 
equally divided, to battle for political prestige, and 
hoping for nothing better than discontent and wide- 
spread dissatisfaction to turn into political capital. 


May will bring additional records of first quarter 
performances. Its trend will have a decided effect 
on the ensuing months, but under present conditions 
it is a difficult month to forecast. 


THE COURSE OF BUSINESS FORECAST FOR MAY 














BUSINESS 


SALES 


RETAIL STOCKS 


COLLECTIONS 


COMMENTS 





May sales 2% less than 
April and 24% less than 
May, 1930, on passenger 





Slightly higher in both 
lines than in April, and 


About the same in May 
as in April, but slower 


Estimated passenger car 
sales for May, 270,000; 
trucks, 38,000. 



































chants’ shelves. 


AUTOMOTIVE , 
cars; trucks about 5% | both much lower than 
and 24% less respec. | May, 1930. | than May, 1930. 
tively. | 
| 
° Estimated —— a No chang — “ . . ony 
crease of 7% n ay e in y from o change from pri 
“a. over April, with a range April, but 7% less than but slightly slower than 
of 2% to 10% less than May, 1930. May, 1930. 
May, 1930. 
| Some improvement over 
| Seasonal increase of 10% | About the same in May 11 anticipated, but 
HARDWARE — over April, but from 10% | as in April, but 10% be- on slay th a 
to 15% behind May, 1930. | hind May, 1930. | May, 1930 
| | 
Lower in life and fire, | | Little change in all lines 
| but higher in casualt | from April. Slightly bet- 
INSURANCE | in May than in April, | 9 str ‘ | ter in life, and slower in 
| and given A lower in ali | fire and casualty than 
| lines than May, 1930. | May, 1930 
| | 
| | 
| | | About the same or bet- 
| Distinctly better than | About the same or | ter than April. Section- 
J LRY April. Better in some | § rf y larger nerd | ally better and worse 
EWE sections, poorer in April. Probably less, bu than May, 1930.  Install- 
| others, than May, 1930. better assorted than _ ment coilections hardest 
May, 1930. hit. 
| | | 
MACHINERY | | | 
| : Seasonal activity in ma- | 
METAL | Steel plant operations at | hina Spel lefoduction is | 
PRODUCTS about 50% of capacity. | rs hopetet olen. | tad 
METALS | | | 
{ | 
| Continued improvement | i | The larger contractors 
PLUMBING | anticipated in May, but | Contractors’ stocks will | are still discounting their 
‘HEATING | material! lower than | continue low. | bills. Customer collec- 
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Staple goods are doing 
better than style goods, 
and stocks remain light, 
as close buying is main- 
tained. 





Manufacturers, whole- 
salers and dealers con- 
tinue to express confi- 
dence and optimism 
with regard to the fu- 
ture. 





A national drive for 
business. stimulation 
backed by responsible or- 
ganizations in the indus- 
try will be launched in 
May. 





Majority of the big cen- 
ters indicate improved 
business for May. 





Hope for material gains 
is quite generally de- 
ferred until Fall. 





Residential construction 
continues its upswing. 





There is real expectation 
of a good volume at re- 
tail in all lines in May. 
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Generar Marker News 


Hardware Demand 
Makes Further Gains 


New York, April 29.—Fur- 
ther gains in the hardware de- 
mand have registered during the 
past week. While the increased 
activity has been more marked 
in some sections than in others, 
the national demand has shown 
general improvement. April 
sales levels in most wholesale 
hardware establishments have 
been more satisfactory, as a rule, 
than was anticipated, and con- 
tinued improvement appears 
likely. 

Fair and mild weather, in 
most sections of the country, has 
developed a healthy consumer 
demand for many seasonal hard- 
ware lines, and dealers in many 
instances were not prepared 
with adequate stocks to cope 
with the consumer call which de- 
veloped. Many rush orders for 
spring lines have been received 
by wholesalers for spring goods 
to replenish depleted stocks. 

While the price tendency has 
not, as yet, shown a trend toward 
firmness, it is the general con- 
sensus of trade opinion that 
most prices have reached bottom 
and that advances will likely 
out-weigh declines in the near 
future. Many hardware products 
are now being offered at less 
than their cost of production. 

The credit situation continues 
to manifest slight improvement 
and collections are considered 
fairly satisfactory, in view of 
general business conditions. 
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OF THE WEEK 


Bolt Price Decline 
Rumors Unfounded 


Shortly after publication of news of 
the consent decree handed down by a 
Federal Court to the Bolt, Nut and 
Rivet Manufacturers Association, came 
frequent rumors of serious breaks in 
the prices on bolts. It was reported 
from various sources that new low dis- 
counts were being effected and that 
current quotations of 78 per cent, 75 
and 10 per cent and 73 and 20 per cent 
off list were common. 

An investigation by Harpware AGE 
among recognized leaders in the bolt 
manufacturing industry failed to con- 
firm any new prices or suggest the 
likelihood of any declines in the near 
future. 

There is every reason to believe that 
the rumors of price declines on bolts 
were unfounded and that current 
prices will be maintained. 


Sylvania Products Co. 
Announces Lower List Prices 
on Radio Tubes 


The Sylvania Products Co., Em- 
porium, Pa., has announced a decline 
in the list prices on some types of 
Sylvania radio tubes. The reductions, 
which became effective on April 15 are 
as shown in the following comparisons: 


Old Price New Price 


SX-210 . . $9.00 $7.00 
SY-224 . 3.30 2.00 
SY-227 .. 2.20 1.25 
“SX-230 .. 2.20 1.60 
SA-Zsl) .. 2.20 1.60 
SX-232 .. 3.30 2.30 
SY-235 .. slices 2.20 
SX-245 . 2.00 1.40 
SY-247 . 3.00 1.90 
SX-250 .. 11.00 6.00 
SX-280 1.90 1.40 
SX-281 7.25 5.00 


SY-551 3.80 2.20 


National Lead Co. Extends 

Protection on White Lead, Etc. 
The National Lead Co., 111 Broad- 

way, New York City, has advised 


wholesalers and dealers that protection 
on purchases, in event of price reduc- 


tions has been extended to Aug. 31, 
1931. Materials included in the pro- 
tection policy are: Dutch Boy and 
Carter white-lead in-oil; red-lead-in- 
oil; dry white-lead; dry-red-lead and 
litharge. The extension became effec- 
tive on April 16. Dry products in 
packages larger than 100 pounds are 
not included. In the event of a reduc- 
tion, claims for adjustment must be 
made within 15 days following the an- 
nouncement of the reduction by the 
company. 

The company points out that the 
extension of the protection period 
enables the trade to anticipate its re- 
quirements, so that full benefits may 
be derived from quantity discounts, 
without running any risks of losses 
resulting from price reductions. 


Dealer Prices Are Announced 
on Disston-Keystone Hand Saws 


Henry Disston & Sons, Philadelphia, 
Pa., in placing the Disston-Keystone 
line of popular priced hand saws upon 
the market have announced the fol- 
lowing dealer cost prices: 


Dealer Suggested 

Length Point Cost Retail 
l6in. 10 $8.00 dz. $1.00 each 
20 in. 9 12.00 dz. 1.50 each 
26 in. 5% 16.00 dz. 2.00 each 
26 in. 8 16.00 dz. 2.00 each 


The Disston-Keystone line is also 
packed in “packs,” consisting of six 
26 inch saws. two 20 inch saws and two 
16 inch saws, including display mate- 
rial. This assortment of ten saws costs 
the dealer $11.35 and has a suggested 
retail value of $17.00. 

In introducing the new line the 
maker has stated that it will be offered 
exclusively by hardware stores and has 
expressed the belief that the line will 
enable independent hardware _ mer- 
chants to met outside competition on an 
equitable basis. Under the system 
which has been adopted for distribut- 
ing the new line, all wholesalers located 
in the same sections of the country 
will receive their initial shipments at 
the same time. 
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74.6% Was Price Average 
for Week Ended April 17 


Prof. Irving Fisher of Yale Univer- 
sity has announced that wholesale 
commodity prices, based on Dun’s 
quotations, for the week ended April 
17, averaged 74.6 per cent. The 
March average was 75.9. The pur- 
chasing power of the dollar, on a 1926 
basis, was 134.1. The March average 
was 131.8. 

Crump’s index of English prices 
for the week, on the revised 1926 
level, was 66.9. The March average 
was also 66.9. 

The Italian index on the revised 
1926 basis for the week ended April 
13 was 54.1. The March average was 
54.5. 





Wholesale Price Index 
Dropped 1 %4% in March 


With only the prices of farm prod- 
ucts averaging any appreciable in- 
crease in March over February, the 
wholesale price index of the Depart- 
ment of Labor, based on the quotations 
of 550 commodities, declined 114 per 


KANSAS CITY 


(Kansas City office of HARDWARE AGE) 


Kansas City, April 28. 


ARDWARE men seem to have 
H just about talked themselves 

out of the depression idea, 
and it is not strange that they should 
begin taking a new and more hopeful 
outlook on the prospects for the fu- 
ture. One of the most encouraging 
signs is the gradual disappearance of 
the fear of buying which has for so 
long been a hindrance to-a good flow of 
business. In instances where a few 
months ago dealers would have or- 
dered only short fill-ins and broken lots, 
they are now gradually reverting to the 
normal procedure of ordering goods in 
original packages, a fact which is most 
gratifying to the wholesaler and which 
is helping to reduce operating costs for 
both jobber and dealer. 


LAWN MOWERS 


When a suburban dealer sells three 
lawn mowers in one day this early in 
the season, it bespeaks pretty well 
either for the merchant’s aggressive- 
ness or for the willingness on the part 
of the customers to buy. Low prices on 
lawn mowers are prevalent, though no 
recent reductions have been made, and 
sales are quite generally starting out 
well. Additional moisture has _ fur- 
ther insured an early growth of grass. 
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cent from an index of 75.4 per cent in 
February to 74.5 per cent in March, 
according to the Bureau of Labor sta- 
tistics. 

Prices of 1926 are taken as 100. 
During the same period last year, how- 
ever, a decline of 2 per cent was noted. 
The purchasing power of the 1926 
dollar in March was $1.342. 





Bank Debits Show Increase 
in Week Ended April 15 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended April 15, aggregated $11,182,- 
000,000, or 2 per cent above the total 
reported for the preceding week which 
included but five business days for 
many of the reporting cities, and 30 
per cent below the total for the corre- 
sponding week of last year. 

Aggregate debits for the 141 centers 
for which figures have been published 
weekly since January, 1919, amounted 
to $10,445,000,000, as compared with 
$10,260,000,000 for the preceding week 
and $15,066,000,000 for the week ended 
April 16 of last year. 





Some stores report gratifying sales in 
garden hose, though the general move- 
ment is not yet in progress. 


MISCELLANEOUS LINES 


Ornamental fencing has been exhib- 
iting unusual activity in some in- 
stances. The dropping out of one of 
the large fencing manufacturers has 
made it possible for dealers to realize 
a better advantage in marketing the 
product than has been the case in past 
years. Evidently the day of the ice-box 
refrigerator is not yet past, for some 
dealers report very good success in 
selling them. The all-metal white va- 
riety especially is a favorite. Roofing 
materials received additional impetus 
as the result of rainy weather and the 
beginning of numerous repair jobs. 


PAINT IN DEMAND 


Practically all dealers report an in- 
creasing paint business, with a corre- 
sponding rise in the sale of oils and 
turps. This is probably due more than 
anything else to the season, which is 
favorable for outside work. Instances 
where complete houses are being re- 
painted are comparatively few, so the 
main source of paint sales is interior 
work. Of course, many other articles 
of merchandise owe their activity more 
or less to the same source, as for 





Bank Clearings, Week of 
April 16 Show Loss of 
22.8% from 1930 


Bank clearings in the United States 
for week ended Thursday, April 16, as 
reported to Bradstreet’s, aggregated 
$8,804,267,000, as against $8,206,981,- 
000 last week, and $11,422,023,000 in 
this week last year. This week’s total 
shows a gain of 7.2 per cent over last 
week but is still below the like week 
a year ago; the decrease being 22.8 per 
cent. 

The features in the clearings are 
the solid line of decreases noted at all 
cities, with, however, Boston, Dallas, 
Columbus, Ohio, and Washington, 
standing out with decreases of only 7.2 
to 9.3 per cent as against much heavier 
percentages of decrease at the other 
cities. In the list of decreases, the 
decline of 23 per cent at New York 
accords closely with the declines of 
22.8 per cent at all cities, and with the 
drop of 22.6 per cent at the forty-seven 
cities outside of New York. 


Sentiment Has Improved 
Spring Lines Are Active 


instance paint brushes, putty, and 
wallpaper. 


SCREEN GOODS 


Screen wire continues to gain, and 
each sale of screen wire is a stimulus 
for business in tacks, moulding, door 
frames, and even the many small items 
of hardware which go with screen and 
screen doors. The screen door check 
which proved so popular last year 
evidently will continue to be a favor- 
ite with the trade. 


SPORTING GOODS 


Most athletic goods which are in 
season are showing up very well, with 
golfing and_ baseball equipment 
leading out. Some firms report more 
than the usual movement in golf goods 
this season, and many say that their 
baseball sales have been as good as 
they were last year. A decided im- 
provement in tennis goods has been 
noted. 


COLLECTIONS 


Most wholesale collection men are 
fairly well satisfied with prospects, but 
are maintaining a great effort to keep 
current collections up. In some cases 
there continues to be improvement, 
while in some sections of this trade 
area conditions have not materially 
changed in the last few months. 
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(Chicago office of HARDWARE AGE) 
Cuicaco, April 28. 
URRENT wholesale orders defi- 
nitely indicate a quickening 
interest in seasonal merchan- 
dise. Aside from the price situation, 
farming prospects are good and if more 
rainfall comes they will be better. About 
the worst phase of the general busi- 
ness outlook is the current sagging in 
steel production. 


AXE PRICES LOWER 


New prices on axes for the coming 
season show a range of reduction be- 
tween 15 and 20 per cent, even in the 
first quality grades. An excellent axe 
can now be retailed at $2. Recent 
warm, dry weather has stimulated the 
demand for watering pots. All gar- 
den goods are active. Probably more 
gardens are being planted than since 
the war. The average family is doing 
all it can to save on the grocery bill. 
Poultry and dairy supplies are among 
the lively lines. Early lawn goods are 
in strong demand; lawn mowers have 
not yet begun to move in quantity, 
though some of the grass is high 
enough to mow. Rollers are still rather 
active. 


FENCING, WIRE, ETC. 


Market figures on lawn fencing and 
gates have demonstrated unusual stead- 
iness throughout both the seasons of 
1930 and 1931. The current demand is 
healthy. Galvanized wire has declined 
less than nails from the early 1930 
price levels, yet sales are relatively 
nearer normal on wire than nails. 
Despite the improvement in the build- 
ing picture, so far as projected con- 
struction is concerned, little new move- 
ment is noticeable in builders’ hard- 
ware; lock sets, which have been sell- 
ing with considerable freedom, consti- 
tute the chief exception. Insecticides 
and fungicides have been showing 
seasonal activity. 


ELECTRIC IRONS 


Electric irons are beginning to move 
in encouraging fashion and as the 
weather grows warmer this movement 
is expected to accelerate. Other elec- 
trical appliances are likely to show an 
early pick-up. The sale of wire and 
wiring devices which has been steady 
for several months is still holding up 
well with a gradual increase in pros- 
pect. 


MISCELLANEOUS LINES 


Paints, varnishes and brushes are in 
better demand as the season advances. 
Current trade in this line is lively, 
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Interest Centers 
On Spring Goods 


though volume is somewhat less than 
normal for this time of the year. Re- 
cently announced prices on denatured 
alcohol for delivery next fall are con- 
siderably lower than those of last year. 
Leading manufacturers of radio tubes 
last week announced substantial reduc- 
tions in their list prices. The opening 
of the baseball season has increased 
interest in radio. Midget models con- 
tinue to command the radio field. 


SPORTING GOODS 


All classes of seasonal sporting 
goods are in fair demand. The mild 
spring weather has encouraged many 
dealers to place substantial orders 
with the wholesalers. Baseball goods 
are going well, now that the big and 
little league games are under way for 
another season. The golfers have been 
out playing for several weeks; accord- 


ingly, the movement of golf supplies 
is on the upgrade. Tennis racquets 
and balls are in good demand. Fishing 
tackle is active in the retail stores. The 
croquet revival is still on. Roller skates 
continue to surprise the market ob- 
server with their long-continued activ- 
ity. Most dealers are stocking and 
displaying their sporting goods with 
merchandising aggressiveness. 


KITCHEN CUTLERY 


Many retailers are preparing for the 
trade in kitchen cutlery and utensils 
that usually develops in May and June. 
Paring knives, especially, often sell in 
quantity during these months, and deal- 
ers evidently foresee the demand, judg- 
ing by current movement and inquiry. 
Colored handles and special finishes in 
this line are making their appeal to 
the housewife. Dealers are stocking 
paring knives that sell from 10c. to 
50c. each. Wholesalers declare the 
profit in this line to be particularly 
good under the present price set-up. 





PITTSBURGH 


Price Changes Announced—Sales Best In Months 


(Pittsburgh office of HARDWARE AGE) 
PirrspurcH, April 28. 

ALES by jobbers last week were 

at the best level in several 

months, and sentiment in the 
trade has improved greatly. Retailers 
generally have had improved business 
since April 1, and many of them are 
placing normal-sized orders for the 
first time in nearly a year. Paints 
have been particularly active, and 
other seasonable items, such as house- 
cleaning supplies, farm and garden 
tools, fertilizer, etc., have been mov- 
ing well. Sales of baseball goods have 
picked up with the opening of the 
season, and demand for roller skates 
naturally reacted favorably to the 
warm weather. Sales of tires are also 
holding up, and early indications are 
that this will be the best season in 
several years for that product. 


CLEAN UP AND PAINT UP WEEK 


The observance of “Clean Up and 
Paint Up Week” is expected to main- 
tain jobber sales of paints and clean- 
ing supplies for another week or two, 
although many retailers took advan- 
tage of the favorable weather condi- 
tions to push sales of such items in the 
last few days. Window displays were 
used effectively, and local newspapers 
carried considerable advertising. 


BUILDING AWARDS 


Building awards in the _ western 
Pennsylvania area showed an impres- 


sive gain in March, but sales of build- 
ers’ hardware have failed to improve 
materially. A few large projects are 
under way which will mean_ better 
business for manufacturers of building 
supplies, but retailers are not bene- 
fiting much by such business. Garage 
hardware has been particularly dull, 
as very few garages seem to be under 
way. On the other hand, some busi- 
ness has been developed in automatic 
garage doors, and other special prod- 
ucts. 


PRICE REVISIONS 


Hatchet prices have been revised 
downward about 10 per cent, following 
declines in axe quotations announced 
a few weeks ago. The Community line 
of plate and silver ware has also been 
reduced, following a similar reduction 
in the cheaper grades of plated ware 
announced a short time ago. Commu- 
nity teaspoons are now priced by job- 
bers at $3.90 per doz., and tablespoons 
at $7.90. Other products are corre- 
spondingly lower. Certain numbers of 
radio tubes are also considerably 
lower in price, with reductions rang- 
ing from 50c. to as much as $5 per 
tube. Another price decline is on cot- 
ton filtering disks, which are now 
quoted at 30c. per box of 100 for the 
6-in. size and 35c. for the 6%-in. Tur- 
pentine prices are higher at 70c. per 
gallon in barrel lots, an increase of 3c. 
Linseed oil and white lead are un- 
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changed. No other important price re- 
visions are reported, but the usual 
number of changes in minor items is 
indicated. 


STEEL PRODUCTION 


The downward trend in steel pro- 
duction in the Pittsburgh district has 
slowed down somewhat, but steel ingot 
output has dropped under 50 per cent 
of theoretical capacity for the first 
time since February. This represents a 


NEW 


New York, April 28. 


URING the past two weeks, 
D local jobbers have been busier 

than at any similar period of 
the past several months. From reports 
received from some wholesalers it ap- 
pears that the effects of the current 
depression have been over-emphasized 
in some instances, as dollar volume in 
March and April compares favorably 
with the corresponding period of both 
last year and in 1929. The foregoing 
does not apply to all wholesalers in 
the metropolitan district, as the vol- 
ume reported in some cases is running 
behind a year ago. However, it would 
seem that there are as many whole- 
salers whose sales are on a par with a 
year ago or larger, as there are whose 
sales are running behind the corre- 
sponding period of a year ago. The 
fact that business in the past two 
months has made a relatively good 
showing tends to indicate that further 
improvement can be expected and that 
1931 may still be a much better year 
in the hardware trade than many an- 
ticipated. 


OUTLOOK BRIGHTENS 


January and February are always 
dull months and they ran true to form 
this year. March and April can, at 
least, be termed fairly satisfactory, as 
compared with the same months of 
1930, despite the fact that price reduc- 
tions have depreciated the value of 
merchandise on an average variously 
estimated as ranging from 10 to 15 
per cent. May sales, as a usual thing 
in this district, are about on a par with 
those of April, and it is believed that 
it will prove no exception in that re- 
spect this year. Some students of con- 
ditions in the local hardware market 
have expressed the belief that condi- 
tions are getting back to a near normal 
basis so gradually and steadily that 
the more favorable trend is not readily 
apparent to casual observers. This 
group is of the further opinion that 
sales for the year will prove a pleas- 
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decrease of nearly ten points from the 
high levels reached during March, and 
reflects lighter demand for finished 
steel products from the automobile in- 
dustry to some extent. On the other 
hand, shipments of structural steel and 
reinforcing bars are higher and orders 
for line pipe are coming to mills after 
they had almost completed commit- 
ments on old contracts. Two steel 
works blast furnaces in this district 
have beer blown in, although a corre- 
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ant surprise to retailers, wholesalers 
and manufacturers who have been 
unrelenting in their efforts. 


RETAIL STOCKS INADEQUATE 


Since the recent spurt in business, 
wholesalers declare that the rush or- 
ders received from retailers conclusive- 
ly indicate that most dealers are not 
prepared with sufficiently large stocks 
to cope with the consumer demand for 
seasonal goods. Jobbers point out that 
merchants in this district who do not 
have the goods in stock when the con- 
sumer call develops, are indirectly forc- 
ing trade to city department stores and 
similar establishments. They also em- 
phasize the fact that on rush orders 
necessitating long-distance telephone 
calls, express charges, etc., that the 
dealer in the final analysis is follow- 
ing a more expensive procedure than 
if ample quantities were ordered in 
the first place. Many instances of be- 
lated initial buying of spring merchan- 
dise have been noted by wholesalers, 
and, contrary to the hasty conclusion 
that might be drawn from this fact, 
most of the firms who delayed placing 
their first orders for spring goods are 
stores who are regularly discounting 
their bills. The solution advocated by 
jobbers simply involves placing large 
enough orders for active lines to sup- 
ply the demand for a period of three 
weeks or a month. 


TOOLS MORE ACTIVE 


Hand tools, probably due to the re- 
cent reductions announced by manu- 
facturers, are in more active demand 
than they have been for some time. 
Prices on most hand tools are now at 
levels that are considered attractive to 
the general public and increased activ- 
ity is expected. The announcement 
made by one of the leading makers of 
hand saws that a popular priced line 
for household use is being produced 
carrying this maker’s well - known 
name has created considerable interest. 
Hatchets, hammers, axes, pliers as well 











sponding unit was taken out recently. 
Production of tin plate has declined 
slightly, but the check in ‘the upward 
trend is thought to be only temporary. 


CREDIT SITUATION 


Local jobbers and retailers are more 
optimistic about collections, following 
recent improved demand, and believe 
that adjustments at the first of the 
month will show considerable improve- 
ment over recent corresponding dates. 


Business Is Picking Up 
April Sales Show Gains 


as hand saws are some of the more im- 
portant hand tools upon which rather 
sharp ‘price reductions have recently 
become effective. With the building 
season well under way, the demand for 
builders’ hardware is improving. 


TREND OF PRICES 


Practically no important price revi- 
sions have been announced by manu- 
facturers, and while the trend contin- 
ues easier it is the general belief that 
prices for the most part have reached 
bottom and that advances will out- 
weigh declines in the near future. 
Keen competition has resulted in rather 
frequent instances of price shading, 
especially on some staple spring lines. 


CREDIT SITUATION 


With dealers enjoying better busi- 
ness the credit situation is showing 
slight improvement. While collections, 
in the main, are not as satisfactory as 
they have been under more favorable 
conditions, they are not causing as 
much complaint as in recent months. 





Hardware-Manufacturers Are 
Urged to Develop Foreign 


Connections 
(From Our Washington Bureau) 


Feeling that it is timely for Ameri- 
can hardware manufacturers to give 
serious thought to their foreign con- 
nections, Everett B. Morse, chief, 
Hardware Section, Iron and Steel Divi- 
sion, Department of Commerce, has 
called attention to information the Di- 
vision has accumulated and available 
to the trade with a view to serving it. 

“Fortified with this information, we 
are in an excellent position to serve 
you in pointing out potential markets, 
providing market analyses, and finding 
suitable agency connections throughout 
the world through the assistance of 
our 57 foreign offices in 54 countries,” 
says Mr. Morse in a trade bulletin. 
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(Boston Office of HARDWARE AGE) 
Boston, April 28. 

UST now retail trade is better than 

it has been in months. Starting 

on Saturday, April 18, public de- 
mand for hardware store merchandise- 
took a decided jump, one local only 
moderately large establishment taking 
in $1,600 that day, and other retailers 
doing exceptionally well. Since then 
business has held up remarkably well, 
thanks to unusually warm weather for 
this time of the year. As a result, 
jobbers have been put to it to supply 
retailers’ needs. The deluge of “rush” 
orders received by jobbers proved be 
yond question that the average retail 
stock of seasonable goods has been 
badly shot. Lawnmowers are moving 
out of wholesale warehouses on rush 
orders. There is a strong latent de- 
mand for pruning tools. Grass and 
hedge shears are being purchased by 
retailers in liberal numbers. 


OUTDOOR GOODS WANTED 


With ideal baseball weather have 
come urgent calls for baseball bats. 
Baseballs, however, are not selling par- 
ticularly well. Tennis goods have be- 
gun to move out of jobbers’ stocks in 
volume, and golf sticks are wanted, 
while demand for golf balls is espe- 
cially brisk. Croquet sets are selling 
better than they have in years, while 
fishing tackle, as might be expected 
with the trout and salmon season on, 
is one of the brightest spots in the 
market today. 

Outdoor goods used by the grownups 
are not the only kinds that retailers 
are demanding from jobbers. All va- 
rieties and makes of carts, and toy 
wheelbarrows, as well as velocipedes, 
have a conspicuous place in the day-to- 
day ordering. 


STAPLE ITEMS 


Material things—standard hardware 
store items—have by no means lost 
their importance from the dollar and 
cent viewpoint. Sales of small items 
like wood screws, brads, cup hooks, 
bolts, nuts, tacks, picture hangers, 
hose washers, and oil cans have stepped 
up almost to the point of buoyancy. 
Steel wool. is being absorbed in large 
quantities, and retail sales of paint re- 
movers, pains, varnishes, shellac and 
brushes have assumed sizable propor- 
tions. More demand for barbed wire 
is reported than for some time, while 
sales of fencing and flower bed guard 
are running ahead of a year ago. 
There has also been an exceptionally 
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good call for garbage pails and re- 
ceivers. Screen door and screen sales, 
while by no means active, are larger 
than was the case a week ago, and that 
statement holds true of wire cloth. 


ELECTRICAL APPLIANCES 


One of the largest Massachusetts 
public utility companies during the 
first quarter of this year sold $80,000 
more of electrical appliances than it 
did during the corresponding period 
last year. A smaller Massachusetts 
company, with a sales quota of $5,000 
for April, sold its quota of electrical 
appliances in the first half of the 
month and in all likelihood will 
double it. 

Reports from the hardware trade 
are both good and bad. There are 
cases where retailers maintain an elec- 
tric appliance department and have a 
competent man or woman in charge of 
it and are getting splendid results. 


INDUSTRIAL CONDITIONS 


While construction of new industrial 
plants in New England so far this year 
has been exceptionally light, and while 
the average manufacturing establish- 
ment is not spending one cent more for 
anything than actually is required to 
conduct business, the industrial situa- 
tion generally continues to improve. 

Unemployment is growing steadily 
less; there is a slow yet steady ex- 


Retail Trade Much Brisker 
Rush Orders Necessary 


pansion in the number of working 
hours per week per workman; employ- 
ment is spreading out in a greater num- 
ber of occupations now that weather 
conditions are more seasonable. 

In Boston there is a retail store that 
specializes in purchasing and reselling 
bankrupt stocks. This store will usu- 
ally buy anything except locomotives, 
machine tools and other items that 
people cannot carry home in a bundle.’ 
Last year, 1930, it was one of the two 
Boston rated department stores that 
made money. The management reports 
that today it is practically impossible 
to secure bankrupt stock, and New 
England mills, usually having a large 
surplus of unsalable finished stock on 
hand, which they will sell at bankrupt 
prices, are far behind on deliveries of 
cloth, sheetings, etc. This seems to in- 
dicate that weak merchandise has been 
eliminated and that surplus stocks of 
merchandise are a memory. The cur- 
rent activity in the hardware market, 
therefore, may be the forerunner of 
a general retail business recovery. 


CREDIT SITUATION 


While it is nothing to become en- 
thusiastic over, and while there are still 
many slow accounts, the credit situa- 
tion collectively seems a little healthier. 
Jobbers are taking it for granted, be- 
cause of the current retail activity, 
that May 1 collections will far exceed 
those of April 1. 





CLEVELAND"... 


(Cleveland office of HARDWARE AGE) 
CLEVELAND, April 28. 
ARDWARE business has shown 
a moderate gain the past week. 
Weather conditions have been 
generally favorable and have had a 
stimulating effect on the volume of 
business in seasonal lines. Consider- 
able of the business is coming from 
retailers who usually buy their spring 
merchandise earlier in the year. 


SPRING MERCHANDISE 


Garden tools are quite active and 
jobbers report a good amount of busi- 
ness in garden plows. Fertilizers and 
grass seed are still moving well. Re- 
cently a fair amount of business has 
developed in lawn mowers, orders for 
which dragged earlier in the year. 
Garden hose and accessories are mov- 
ing fairly well. 


" OTHER ACTIVE LINES 


Gas cooking ranges which have been 
moving slowly are now showing a mod- 
erate amount of activity. Ice refriger- 
ators have commenced to move. House- 
cleaning supplies are going in good 
volume and there is also considerable 
activity in step ladders. Early orders 
for screen doors and windows have 
been quiet but more activity is expected 
in these lines shortly. Poultry netting 
continues to move in fair volume. 
Some seasonal activity has developed 
in steel and asphalt roofing. 


OUTDOOR GOODS 
Fishing tackle is fairly active and 
jobbers report a very good volume of 
business in prospect in golf goods. 
Demand for automobile tires and tubes 
is holding up well and the recent warm 
weather has stimulated retail sales. 
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MARCH JOBBERS’ SALES 


Jobbers have commenced to take or- 
ders for denatured alcohol for delivery 
next fall and report a good volume of 
business in this anti-freeze material. 
Prices are lower than last year, quota- 
tions being around 26c. to 27c. per gal. 
in car lots. 

March sales by hardware jobbers in 
the Fourth Federal Reserve district 
were 29.7 per cent less than during the 
same month last year and 9.3 per cent 
above February this year. For the 
first three months of 1931 their sales 


TWIN 


(Minneapolis office of HARDWARE AGE) 
MinneEAPOLis, April 28. 

T was estimated that about two 
| thousand merchants from over the 

Northwest attended the midseason 
Buyers’ Week in the Twin Cities the 
first part of last week. This is the 
first event of the kind held in the 
Twin Cities, and was considered a suc- 
cess. About eighty-five wholesalers 
and manufacturers participated in the 
arrangements. Retailers from many of 
the States tributary to the Cities seem 
to feel that prospects for a good year 
in trade are very much improved by the 
general rains over this part of the 
country. 


STOCKS VERY LOW 


Many of the merchants admitted 
that their stocks have been held at a 
very low point, and, with the general 
feeling that conditions are improving, 
have made arrangements to fill their 
stocks. With the present low level of 
prices, dealers are purchasing in an- 
ticipation of increased trade. Some of 
them stated that they expected trade in- 
creases of up to 40 per cent over those 
of last year’s records. 


TRADE GAINS SLIGHT 


While gains in trade are perhaps 
much less than had been anticipated for 
the first part of the year, the general 
opinion still seems to be that this year 
will show a steady improvement in 
trade. Such gains possibly will not 
show a sharp upturn this year, but 
will be gradual, and it is hoped, 
permanent. 


SPRING MERCHANDISE 


Spring merchandise is everywhere in 
evidence, and both displays in stores 
and windows, and an augmented pro- 
gram of advertising in the newspapers 
are being used to promote more active 
and resultful interest on the part of 
the public in the wares being offered. 
Values are very tempting, and the 
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CITIES 


were 28.8 per cent below the cor- 
responding period last year. 


PRICE REVISIONS 


Not many price changes are reported 
although retailers are being given ad- 
vantage of various specials. A 5 per 
cent reduction has been made on mal- 
Jeable iron fittings, 24 per cent on cast 
fittings, 5 per cent on brass valves and 
10 per cent on iron body valves. Gal- 
vanized sheets are $2 a ton lower, re- 
flecting a decline in the mill price. 
Jobbers have advanced nails 10c. a keg 
to $2 per keg for carload lots, follow- 





public seems to be responding to the 
campaign. Building is gaining slowly, 
both in home and business construction 
fields. With the low prices for ma- 
terials many are making the effort to 
start construction work. 


BUILDING SUPPLIES 
This all has a bearing on the de- 
mand for builders’ hardware, and these 
departments in hardware stores are 
looking up, in the number of plans 
and estimates handled. Call for car- 
penter and other lines of tools is still 
rather light, but shows some improve- 

ment over the past few months. 


PAINTING SUPPLIES 


There is beginning to show a slight 
movement of paints in a retail way, 
although it is still somewhat early in 
the season for it. Screen paint is mov- 
ing well, as the home owner and 
building manager prepares the window 
screens for the season’s use. 





ing the recent advance in the mill price. 
Out of stock the price is unchanged at 
2.25c., Cleveland. 


COLLECTIONS, ETC. 


Collections are still poor, showing no 
change from recent weeks. The general 
industrial situation in Cleveland shows 
very little change. Activities of a large 
share of local metal-working plants de- 
pend on the automotive industry and 
that shows mixed tendencies with a 
slight increase in production by some 
motor car manufacturers and a down- 
ward tendency by others. 


Steady Gains Are Apparent 
General Price Changes Made 


Several changes in prices are to be 
noted this week. Axes, sisal rope, 
screws and solder show changes in 
prices, the new level being slightly 
lower. Axes, single bit, unhandled, 
base weights, $14 doz.; axes, double 
bit, unhandled, base weights, $18 doz.; 
axes, single bit, unhandled, Plumb’s 
Dreadnaught, $12.50 doz.; axes, double 
bit, unhandled, Plumb’s Dreadnaught, 
$16.50 doz.; axes, single bit, handled, 
Plumb’s Dreadnaught, $16.50 doz.; 
axes, double bit, handled, Plumb’s 
Dreadnaught, $20.50 doz. Rope, sisal, 
best grade, base, 15c. lb.; rope, sisal, 
second grade, 14%4c. lb. Screws, flat 
head bright, 50-10 per cent discount; 
screws, flat head japanned, 30-15 per 
cent discount; screws, round head 
blued, 35-15 per cent discount; screws, 
fiat head brass, 3714-15 per cent dis- 
count; screws, round head brass, 3214- 
15 per cent discount. Solder, strictly 
half and half, in 100-lb. boxes, 21c. Ib. 





Independent Dealers Still Transact Five-Eighths of Total 


Independent dealers still do _five- 
eighths of the retail business in all 
trades in America, according to calcu- 
lations recently made by the U. S. De- 
partment of Commerce. Statistics on 
retail distribution, making the com- 
pilation possible, had been gathered 
by the Census Bureau. 

Approximately one-third of the re- 
tail business in cities of 10,000 popu- 
lation or more is done by chain stores, 
according to an analysis of returns 
from the census of retail distribution 
completed recently by the Domestic 
Commerce Division of the Department 
of Commerce. 

Experts in the division analyzed re- 
turns from 485 cities with a total re- 
tail business of $15,106,308,247, show- 
ing that 62.5 per cent of the business 





Retail Business 


was transacted by single-store inde- 
pendents, 19.44 per cent by local 
chains, 16.90 per cent by sectional and 
national chains, and 1.16 per cent by 
stores of other classes. 

The analysis disclosed that the share 
of the independent dealer in the total 
business decreased as the population 
of the cities increased, 2.99 per cent of 
the business being done by independ- 
ents in 319 cities between 10,000 and 
30,000 population, but only 50.12 in 
two cities of 1,000,000 or over, 

“There is only the slightest varia- 
tion from this principle of the larger 
the city the larger the proportion sold 
by multi-units, when the group aver- 
ages are considered, either among local 
multi-units or sectional and national 
chains,” it was commented. 
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Tray (KA1631) 


Below is illustrated the serving tray with the 


knives removed 
Retail Price Complete 


Only $18.45 





Selling at a Price and at the Same Time Making a Profit 


Here is the greatest opportunity ever 
presented to the hardware trade to 
make some real money on kitchen cut- 
lery. Play the follow through with us 
on this beautiful tray of matched cut- 
lery, and you'll lift your business out 
of competition with the cheap, short- 
profit goods in the ten-cent stores and 
chains. 

Never was kitchen cutlery so richly 
displayed. Never was there such rich- 
looking kitchen cutlery to display. The 
gleaming Kleanblade (stainless) knives, 
spatulas, server, and fork with their 
sanitary, germ-proof, seamless handles 


of bakelite, look like a million dollars against a 
shimmering background of green silk. Remove the 
silk covered insert and you have a serving tray that 


any housewife will be proud to own. 


Matched Set of De Luxe Household Knives with 























These popular Remington 
numbers are included in 
this profit-producing tray: 


K8518%.. 


K85081%4..S 
K8608....§ 


K81008... 
K81007... 
K81006... 
K8607.... 


K81907...5 


K81405... 
K8705.... 


K82105%. 


(Retail Price) 


Bread Knife. ..$1.50 
SHleer .cccccce 1.50 
Slieer ..ccccce 1.50 
Butcher ...... 1.50 
Butcher ...... 1.35 
Butcher ...... 1.00 
eS ee 1.35 
Spatula ...... 1.25 
Fork ....ce0- 1.25 
Utility ......-. 1.00 
.-Grapefruit ... .75 
Paring ccccces 50 
Paring .....--- 50 
Paring .....-- 50 
Wide Spatula... 1.50 
Server 1.50 


The tray complete with assort- 
ment as illustrated (retail price ) 


$18.45. a Sa 


You can sell the complete set for wedding pres- 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


ents at a reasonable price—it makes an 
unusual and stunning gift for every 
occasion. But each article carries an 
attractive tag with the price on one side 
and the seal of the Good Housekeeping 
Institute on the other. Individual 
items will sell like hot-cakes with this 
merchandising background, and as fast 
as they go you can replace them from 
stock. 

Full page advertisements in color 
will appear in the June issues of Good 
Housekeeping and Country Home, tell- 
ing millions of women that they can 
now get cutlery as fine as any of the 
high grade equipment in the kitchen. 


Get one of these trays and display as quickly as 
possible. Your jobber will take your orders now. 


PRESIDENT 


Telephone, Digby 4-0766 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 


© 1931 R. A. Co. 





The Greatest Value Ever Offered—The Remington Standard American Dollar Pocket Knife 





APRIL 30, 1931 
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New Catalogs and Dealers Helps 


Wooster Brush Issues 
Folder Describing Displays 


The Wooster Brush Co., Wooster, Ohio, 
has sent out an illustrated folder showing 
the proper use of Wooster Sell-A-Brush 
display boxes and the tower display stand. 
Dealers are instructed how to obtain one 
of the stands. A letter has been sent out 
on the subject “How to Make Money on 
Brushes” by the company. 





Vincent Steel Process 
Issues New Folders 


The Vincent Steel Process Co., 2434 
Bellevue Avenue, Detroit, Mich., has issued 
an illustrated folder on scientific heat 
treating, explaining the proper method of 
heating steel. A circular issued by the 
company calls attention to the Vincent 
steel process used in the production of the 
Vincent High Speed Super tool bits. In- 
formation as to the sizes offered is also 
furnished in the circular. 





Corkscrew with Hoppe’s 
Nitro Powder Solvent 


Because of the comparative scarcity of 
corkscrews today, Frank A. Hoppe, Inc., 
2314 North Eighth Street, Philadelphia, 
Pa., is now offering a handy corkscrew in 
each carton of Hoppe’s Nitro Powder Sol- 
vent No. 9. Dealers who have a supply of 
Hoppe’s No. 9 on hand can get the cork- 
screws by writing the company as to how 
many they need. 





Westinghouse Booklet on 
Nofuze Load Centers 


The Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa., announces an eight- 
page, illustrated publication, identified as 
Circular 1913, covering Nofuze Load Cen- 
ters, groups of small circuit breakers, or 
“Flipons.” They are used for the protec- 
tion of branch circuits in homes, buildings, 
garages, small schools, farms, stores, fac- 
tories, etc. The publication describes the 
construction and operation of Nofuze Load 
Centers, and includes considerable ap- 
plication data. A table gives the various 
types and sizes of this equipment. 





Issue Booklet on Gas Welding 


Equipment and Supplies 


The Gas Products Association, 250 East 
Ontario Street, Chicago, IIl., has just is- 
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sued a 44-page booklet on pipe welding; it 
contains, in condensed form, complete in- 
formation on all of the important phases 
of the various types of welded steel and 
wrought iron piping systems for industrial 
uses. Subjects covered include alighment, 
spacing, tacking tables for the layout of 
templates for cutting pipe intersections, 
branches, reducers and bull-plugs; the 
fabrication of headers, the use of tube- 
turns, long neck welding flanges and the 
construction of expansion loops and an- 
chors. In addition, the booklet contains 
tables of cost data for the welding and 
cutting of all sizes of pipe from % in. to 
30 in. diameter. 

The book is available to the industry 
through any of the association members, 
or by direct application to the association 
office, at the price of fifty cents. 





Myers Water System Sales 
Campaign Is Announced 


“Myers Water Way,” sales and service 
bulletin of The F. E. Myers & Bro. Co., 
Ashland, Ohio, has announced in its issue 
for April a sales campaign to be conducted 
from May 15 to June 15. Several Myers 
installations are described and illustrated. 
Suggested Myers window display is shown 
in bulletin as well as two Myers’ demon- 
strators, which are offered to dealers. 





Sherman Issues Data 
On Sales Campaign 


H. B. Sherman Mfg. Co., Battle Creek, 
Mich., has issued a broadside describing 
the sales campaign of national magazine 
advertising, special introductory campaign 
and special merchandise display material. 
Dealer helps in the form of mats for local 
newspaper insertion are shown as well .s 
an illustration of an attractive display 
card for holding an actual spray unit 
against a background representing a wids- 
spread lawn with the Sherman units in 
use. An order blank is included, together 
with dealer cost information and data as 
to the Sherman spray. 





Broadside Describes 
Universal Thrift Sale 


Landers, Frary & Clark, New Britain, 
Conn., have issued a broadside describing 
a household help thrift sale, announcing 
special thrift sale prices on the Universal 
food chopper, No. 1, double duty lunch kit, 





No. 310 and No. 86A stove percolator. The 
special prices are allowed for a limited 
time for the purpose of stimulating con- 
sumer buying at this time. The three items 
are illustrated and described in the broad- 
side. For use with the special thrift sale 
attractive ready-to-print ads and window 
and counter cards featuring the special 
prices are avajlable. 





Payson Casters Shown 
In Catalog No. 210 


The Payson Mfg. Co., 2916 Jackson 
Boulevard, Chicago, IIl., has issued a 66- 
page catalog, illustrating and describing 
the Payson caster line. A brief “caster 
history” is illustrated and given in the 


' front pages of the booklet as well as a 


complete index of the line, together with 
numerous illustrations. Rear pages in- 
clude a numerical index of the various 
series and numbers of Payson casters. 





Outing Mfg. Co. Catalog 
Shows Attractive Lines 


An attractive catalog was recently is- 
sued by the Outing Mfg. Co., Elkhart, 
Ind., in which the company’s line of tackle 
and tool boxes is illustrated in natural 
colors. In addition to various lines of 
tool and tackle boxes, there are illustra- 
tions of fly boxes, landing nets, mail boxes 
and goose, crow and owl decoys. General 
descriptive material as well as list prices 
are included. 





Westinghouse Booklet 
Describes Fan Line 


An interesting feature of the new West- 
inghouse fan catalog is the announcement 
of the Debon-Air Fan, which has been de- 
signed to harmonize both in style and 
finish with modern furnishings and mod- 
ern surroundings in the home. 

Among the other models covered are 
desk, ceiling, exhaust, railway and marine 
fans, including the Rotaire fan, which 
combines the efficiency and low operating 
cost of the regular 16-inch fan with the 
recognized advantages of ceiling suspen- 
sion. This 20-page illustrated booklet is 
issued by the Merchandising Department, 
Westinghouse Electric & Mfg. Co., Mans- 
field, Ohio, as dealer catalog 286. 
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FREE 


This Four Color Display Piece to hold an 
actual Chopper sent you without charge 
when you order three or more UNIVERSAL 
Food Choppers, the Original, Still Best and 
Fastest selling. 


BUY THROUGH YOUR JOBBER 
LANDERS, FRARY & CLARK — #£NEW BRITAIN, CONN. 


APRIL 30, 1931 

















EASY SALES 


GENEROUS 
DISCOUNTS 


BEAUTIFUL 
MODELS 




















This oil-burning circulating heater 
with full-grained walnut enamel cabinet 
meets the demand of modern women 
for beauty in heating appliances and 
for freedom from drudgery. Model 136 
for large homes and Model 106 for 
small homes. Light the burner and for- 
get it. Burns cheap distillate furnace 
oil. 

















The Chicago Distillate All-Purpose 
Stove, Model 107, is displacing old- 
fashioned coal stoves in homes, gar- 
ages, filling stations, stores, summer 
rae etc, Clean and convenient oil 
eat. 


The Distillate Stove Company also 
manufactures a_ single-car arage 
heater, Model 5—a popular model for 
all small individually heated rooms. 

All dels of Chicago Distillate 
Stoves are made under the Breese pat- 
ents of Oil Devices Corporation, proved 
efficient and reliable heaters through 7 
years. 


Write today for list prices and trade 
discounts. 





DISTILLATE STOVE CO. 
274-290 Seventeenth St., 
Chicago Heights, Ill. 
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How to Run a Gift Department in Connection 
With Your Store 


(Continued from page 61) 


the only practical manner to 
merchandise such lines. It has 
been the experience of the store 
that most people start to acquire 
a complete set of table ware by 
purchasing a service for eight 
persons. Then, as the need for 
a larger service set develops as 
a result of special occasions, the 
original set is augmented by the 
required number of plates, gob- 
lets, sherbets, etc. 

All of the gift merchandise is 
personally selected from actual 
samples. Much of it is pur- 
chased from manufacturers’ rep- 
resentatives who carry samples 
and regularly visit Danville. 
Other items are chosen at the gift 
shows, which are annual events 
in New York, Chicago and St. 
Louis. A small percentage is 
bought from importers of gift- 
wares. 


Overeomes Disadvantage 


Miss Schultz declares the store 
would be able to make the gift 
department even more successful 
than it is if the customary dis- 
play space was available. As it 
is giftware window displays al- 
ternate with hardware displays 
in the one window available. The 
ideal arrangement, said Miss 
Schultz, would be to have one 
window for hardware and an- 
other for giftwares. To over- 
come the disadvantages of the 
upstairs gift department loca- 
tion, a small gift display is al- 
ways featured in a prominent 
location near the front of the 
main floor. This serves as an in- 
centive which induces many peo- 
ple to visit the department who 
would probably pass it up other- 
wise. 

Effective wrapping of gift 
merchandise has been found to 


exert a strong influence on where 
most people buy their gifts. Miss 
Schultz has realized the impor- 
tance of this factor and painstak- 
ing care is used in wrapping all 
packages. It is the practice to 
first neatly wrap the article in 
white tissue paper. Then it is 
placed in a suitable box and this 
is wrapped in distinctive gray 
mottled light kraft paper. Bright 
green string is used for tying. 
Gummed labels in several sizes 
have been designed to add a fin- 
ishing touch to the package. Re- 
productions of the labels are 
shown in an accompanying illus- 
tration, as the idea is worthy of 
receiving the attention of a larger 
number of hardware stores. 


Trade Commission Will Not 
Rule Against Simplified 
Practices. 


(From Our Washington Bureau) 

Trade associations which have shown 
concern lest the Federal Trade Com- 
mission would rule against simplified 
practice recommendations have been 
assured that the Commission proposes 
no such action. A number of associa- 
tions had written to the Division of 
Simplified Practice expressing alarm 
over reports that a member of the 
Commission had said that body would 
rule against simplified practice pro- 
grams in connection with the Commis- 
sion’s trade practice rules. 

The question becomes so important 
and reassurance to trades so necessary 
that Secretary of Commerce Lamont, 
whose Department has charge of sim- 
plified practice programs, wrote to 
Chairman Hunt of the Commission in- 
quiring about its attitude on the sub- 
ject of simplified practice rules. 

“In no matter has the Commission 
ever held standardization of commodi- 
ties by the members of an industry to 
be violative of any of the, statutes it 
has the duty of enforcing,” Mr. Hunt 
replied. The chairman of the Com- 
mission proceeded to state that the 
Commission regards the encouraging 
of standardization as important and 
beneficial to the public. 
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How I Display Electrical Goods» 


(Continued from page 63) 


bulbs. This adds much to the 
display and also gives the cus- 
tomer a complete selection. 

Having finished the light bulb 
display we find plenty of room 
on the right-hand side to install 
our glass partitions for the lay- 
out of the fast-selling, related 
“pickup” items mentioned. The 
bins for these items should be 
made 6 x IO in., or smaller. It 
is necessary to keep the bins well 
filled at all times, but in addition 
these items should be neatly ar- 
ranged and each group plainly 
priced. 

Now on the left-hand side of 
the lamp display, let us take a 
popular-priced electric toaster 
for a feature item, say at $1 
special. On this part of the table 
we can discard the glass parti- 


tions, because of the nature of 
the merchandise. Being of the 
impulse type, it deserves a 
stronger display and a greater 
opportunity to exert its sales ap- 
peal. By building up a step-like 
effect in height not to exceed 15 
in., one can place these toasters 
in an artistic manner on glass 
shelves, while on the bottom of 
the table we can place popular- 
priced electric irons—or any 
other electrical items the dealer 
may wish to push—along with 
better items of the same kind. 
This display neatly arranged on 
an orange-colored background or 
table top will—after your price 
cards are neatly placed with each 
item on the entire table—be a 
real selling machine. 





Electrical Refrigeration Inereases Revenue 
Without Entailing Investment in 
Rye, New York, Hardware Store 


ware Company, serving as 

sub-agent for a well-known 
make of electrical refrigerators, 
increases its revenue substan- 
tially without making any invest- 
ment. The concern having the 
franchise for the territory in- 
cluding Rye furnishes three or 
four samples for display pur- 
poses, entailing no expense. 

As many as 64 electrical re- 
frigerators have been sold by the 
store in one month. The store’s 
part in the proposition is to pro- 
vide display space and to furnish 
the distributor with the names of 
leads which are developed in the 
store. The leads are then fol- 
lowed up by the distributor’s 
salesmen, and the store receives 
a commission on the transaction 
if it is made in the vicinity of 
Rye. The distributor has found 


[ Rye, N. Y., the Rye Hard- 
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that some such means must be 
used to secure leads, and also 
that the recommendation of a 
reputable local concern is a de- 
cided asset in selling electrical 
refrigeration. 

M. H. Snyder, proprietor of 
the store, is well pleased with 
the arrangement, as it has pro- 
vided a nice revenue with very 
little effort and no outlay. All 
financing is handled under the 
distributor’s plan, so that the 
store is actually relieved of all 
details which usually enter into 
such transactions. Rye is situ- 
ated in Westchester County, one 
of the wealthiest in the nation, 
and an excellent demand prevails 
for electrical refrigeration spe- 
cialties, such as room coolers, 
water coolers, and ice makers, 
in addition to the more common- 
place types of refrigerators. 
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with unbreakable 
hooks, chain vises WN 

with 1-piece jaws—vises 
with sales points that sell 


There are sound reasons why these vises sell 
more readily, give more satisfactory service, 
build business. 


ARMSTRONG BROS. Standard Pipe Vises 


Bodies of Certified Malleable Iron with 
unbreakable hooks of drop forged steel and 
jaws of tool steel that are hardened, tem- 
pered and tested. 


ARMSTRONG BROS. (Patented) Chain Vise 


Drop forged, 1-piece jaws—solid center gives 
full support to small pipe. Proof tested chains. 
Drop forged ba.e and handle, alloy steel 
screws, and hardened nut. 


These vises carry the Arm-and-Hammer Trade 
Mark—the recognized mark of the “Better 
Pipe Tools.” 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U. S.A. 













Write for Catalog B-27, 
176 pages of Quality Tools 
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Standard “ROYAL CONSORT” 
(No. 1116) one of the famous 
family of Royal Standards 








Have you 
Eleetrie 
Lights? 


Naturally, you would not think 
of operating a store or owning a 
home without electric lights. 


But do you realize all the func- 
tions that electricity is perform- 
ing today? 

Many women, for instance, have 
set their hearts on owning an 
electric range. 

Where will they buy their 
range? Why not in the stove 
department of the hardware 
dealer? 

Electric ranges are not outside 
the range of the hardware busi- 
ness, as many hardware dealers 
already know to their profit. 


Let us give you the facts. Write 
for booklet ‘“‘What is a Hard- 
ware Dealer?”’ and copy of the 
Standard Catalogue. 


The 
Standard Electric Stove 
Company 
Toledo, Ohio 








STANDARD 
ELECTRIC 
RANGES 















Eleetrica 


ELLING $30,000 worth of 
electrical refrigerators in 
one year is quite an accom- 

plishment. However, the Mc- 
Cullough - Whitefield Company, 
Wilkinsburg, Pa., a suburb of 
Pittsburgh, found that it was not 
at all difficult to establish such 
a record. A nationally adver- 
tised make of electrical refrig- 
erator is featured, and from two 
“to four different models are al- 
ways displayed on the salés floor. 

Through an arrangement with 
the Pittsburgh distributor, the 
firm is relieved of all installa- 
tion and servicing problems, as 
the distributor performs these 
functions. 


tefrigeration Increased Sales 
$30.000 Per Year for Pennsylvania Firm 


Prospects are obtained in the 
store in the usual manner, for 
the most part. During the sum- 
mer season one outside salesman, 
working on a straight commission 
basis, is employed, and this sell- 
ing plan has been very satis- 
factory. 

If the customer is a good credit 
risk and wishes to pay part cash 
and charge the balance on open 
account, he is permitted to do 
this, providing the account does 
not run to exceed 90 days. If a 
time payment plan is desired by 
the customer, this is handled 
through the subsidiary finance 
organization of the refrigerator 
company itself. 





Average Operating Cost Is 
$25.66 Per $100 Sales in 114 
Hardware Stores 

(From Our Washington Bureau) 

The 114 retail hardware stores in 
Washington, D. C., pay an average op- 
erating cost of $25.66 of each $100 of 
sales, according to a report of the 
Bureau of the Census. The report is 
a comprehensive picture of the re- 
tail business in Washington and is part 
of the first basic nation-wide Census 
of Distribution. Included in the report, 
which covers the year 1929, is a special 
section of the retail business in Wash- 
ington and is the first report of the 
kind issued by the Bureau. 

The operating cost of the average 
retail hardware store in Washington 
ranks a little less than the average 
costs for all retail stores. The lowest 
cost is in grocery stores, which require 
$15.66 of each $100 sales. The high- 
est is in small general stores, which 
require $40.18. In determining these 
operating expenses, the services of pro- 
prietors, who do not appear on the 
payroll, have been added to the sal- 
aries and wages of paid employees, 
using as the basis only the average 
salaries paid to full-time employees, de- 
termined separately for each kind of 
business. In the case of retail hard- 
ware stores there were 274 full-time 
employees. 

Total net sales of Washington retail 
hardware stores in 1929 were $4,056,- 
455, or approximately 1.2 per cent of 


the total of $331,873,844 for all of the 
5917 retail stores. Stocks on hand at 
hardware stores at the end of the 
year represented a cost value of $996,- 
950. Salaries and wages were $433,- 
478. There were 120 employed pro- 
prietors. The average full-time year- 
ly salary was $1,564, while the payroll 
cost was 15.31 per cent of the sales. 
Seventy-four of the stores were leased 
and 40 were owned by the dealers. 
The rental cost of the leased premises 
was 5.83 per cent of the sales. 

Of 51 hardware stores reporting, 
58.85 per cent sold for cash and 41.15 
per cent on credit. Of three stores re- 
porting on installment credit, 70.65 per 
cent reported sales for cash; 20.36 per 
cent on open account and 8.99 per cent 
on the installment basis. Only two 
hardware stores reported on returned 
goods and~allowances, showing but 
.81 per cent of returns and allowances 
to net sales. 





Car Loadings Show Increase 
in Week Ended April 11 


Loadings of revenue freight for the 
week ended April 11 totaled 737,934 
cars, according to the car service divi- 
sion of the American Railway Associ- 
ation. 

This was an increase of 9423 cars 
above the preceding week this year, 
but a reduction of 173,382 cars below 
the same week last year. It also was 
a reduction of 235,218 cars below the 
corresponding week in 1929, 
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Radio Sales Helps Sustain Volume for 
Quincy, Ill., Hardware Firm 


Hardware Company, Quincy, 

Ill., that items selling at a 
relatively large unit price are 
needed in most hardware stores. 
This opinion prompted the firm 
to actively enter the radio busi- 
ness four or five years ago. On 
an average of from 50 to 75 
radio sets are now sold by the 
firm each year, producing a sub- 
stantial volume of business and 
a very acceptable margin of 
profit. 

From the start, the firm con- 
centrated upon one make of 
radio set. A comparatively small 
stock was carried, as the distrib- 
utor for the line is located in 
Quincy and replenishments to 
the stock can be obtained on 
short notice. At the present time, 
radio sets selling at around 
$100 complete are the most pop- 
ular. ; 

Servicing sets has constituted 
a minor problem, as it has been 
the firm’s experience that re- 
placing tubes is most often the 
only remedy required. In the 
few instances where there are 
major repairs needed, the sets 
were returned to the factory to 
receive expert attention. 


Installment Plan Used 


[ is the belief of the Stroot 


The store extends the usual 
privilege of paying on install- 
ments. This plan has caused 
practically no trouble. The form 
of deferred sales contract ap- 
proved by the association is con- 
sidered by the firm to be just as 
good as a mortgage, and the con- 
tracts can be recorded in the 
county office. It is the practice to 
secure one-third of the purchase 
price as a down payment when 
that is possible. It has been the 
experience of the firm that most 
persons who buy radio sets on 
the installment plan make their 
payments promptly, and there 
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have been few instances where 
repossessions became necessary. 

The Stroot establishment is lo- 
cated in a neighborhood shopping 
center and receives the patronage 
of a large number of farmers in 
addition to that of residents of 
the immediate vicinity. This has 
been an aid in disposing of used 
sets. Such sets that have been 
accepted on trade-in transactions 
for new sets are placed in good 
working order and sold to farm- 
ers at prices ranging from $6 to 
$12. It is the policy to adver- 
tise the used sets available in the 
rural papers. 

Due to the fact that the store 
employs no outside salesmen, 
thereby keeping selling expense 
at the minimum, it can allow 
more than stores having outside 
commission salesmen as a trade- 
in allowance on old sets. 

Most prospects are developed 
from the firm’s regular patrons. 
Often, however, the satisfied ra- 
dio customer will inform the 
store of likely prospects among 
the customer’s friends. In such 
instances it is the practice of the 
store to get in touch with the 
prospect by telephone at the ear- 
liest opportunity. 

Considerable attention has 
centered upon the radio merchan- 
dising activities of the store as 
a result of posting the World 
Series baseball scores on a spe- 
cial bulletin board. The Stroot 
building occupies the corner lo- 
cation at the junction of two busy 
thoroughfares in the shopping 
center, and the bulletin board oc- 
cupies a prominent place on the 
outside wall. As soon as the ra- 
dio reports of the game start to 
come in the scores are posted on 
the bulletin board, which focuses 
the attention of all the baseball 
enthusiasts in the neighborhood 
upon the store. 









































MASTER will re- 
lease the Fastest 
selling Padlock 








assortment ever 
offered to the 
Hardware Trade! 


Quick 
Turnover 


Bigger 
Profits 








for Every dealer 
—makes it desir- 
ableto orderTwo 
or Three of these 
specials at a time! 











MASTER LOCK CO. 


World’s Largest Exclusive 
Padlock Manufacturers 


Milwaukee, Wis., U. S.A. 
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KE KEES Set 


PROFIT MAKING 
HARDWARE SPECIALTIES 








KEES 


Screen Door Guards 





They protect the wire cloth—re- 
inforce the door frame—keep the 
door frame clean, for the hand 
naturally grasps the guard when 
opening the door. Adjustable 
from 24 inches to 32 inches. Made 
of cold-rolled steel or brass, deep 
channeled and corrugated. Four 
popular finishes. Stocked by lead- 
ing hardware and building jobbers 
everywhere. 


F. D. KEES MANUFACTURING CO. 
BEATRICE, NEBRASKA 











Now 


More Than 
Ever Before 


it is essential that you 
study your Market Re- 
port carefully and con- 
sistently. Every impor- 
tant price change in the 
trade is recorded in these 
columns weekly. 


The MARKET REPORTS 
as found in HARDWARE 
AGE are the most au- 
thentic published. 


Use them as a buying 
guide. 
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Washing Machines and Oil Burners Spell 
Volume for Portage, Wis.. Store 


N Portage, Wis., it is the pol- 
I icy of H. H. Senger, pro- 
prietor of the Senger Hard- 
ware Company, to specialize on 
the larger units of sale. In fact, 
he says, that two-thirds of the 
store’s volume can be attributed 
to the sale of major electrical 
items. . 
While Portage has but about 
6000 inhabitants, Mr. Senger 
does not find it difficult to sell on 
an average of 50 electric wash- 
ing machines each year. The 
firm has become so well known 
locally as washing machine head- 
quarters that many prospects 
actually telephone the store to 
say that they are interested in 
purchasing a washer. An adver- 
tisement on the store’s Ford truck 
is a constant reminder to the resi- 
dents of the vicinity that the store 
specializes in washing machines. 
Many sales are made on a 
trade-in basis. From $10 to $15 
is usually allowed for the old 
washer as a partial down pay- 
ment on a new machine. When 
the machines taken in trade are 
too old to be serviceable, the mo- 
tors are usually found to be in 
good shape. These are dismount- 
ed, sold separately for various 
purposes, such as running grind- 
ers, etc. In twelve years’ time 
the store has sold in the neigh- 
borhood of 600 washing ma- 
chines of one make, and the prof- 
its have been most acceptable. 
Knowing that many washers 
are purchased as Christmas gifts, 
the store makes a special drive 
for this business prior to Christ- 
mas each year. From 10 to 15 
sales usually result from the 
campaign. It is the practice of 
the store to secure 50 per cent of 
the purchase price as a down 
payment, while the balance is 
charged on open account. Well 
recommended purchasers may 


have a year in which to pay the 
balance. 

Oil burners have been handled 
by the store for the past nine 
years. At the start considerable 
mechanical trouble was encoun- 
tered. Mr. Senger declared that 
many of the earlier models of 
oil burners “had to be nursed 
along all night and caused all 
kinds of trouble.” However, 
most of the early difficulties have 
been overcome, and few installa- 
tions have caused any trouble 
whatsoever during the last few 
years. The “blower” or gun 
type of burner is recommended, 
but all oil burners should be in- 
stalled by factory trained men. 
When a tank not to exceed 250 
gal. capacity is installed it is 
usually placed in the coal bin in 
the basement. This makes the in- 
stallation comparatively simple. 
Larger tanks must be buried in 
the yard outside the house. 

The usual oil burner sale in- 
volves a sum ranging from $425 
to $550, and as Mr. Senger sold 
18 oil burners in three months 
last fall, it is apparent that such 
sales produce a large volume of 
business with a margin of profit 
in proportion. 


= 





Sales of Bolts, Nuts and Rivets 
Not Made In Rolling Mills 


(From Our Washington Bureau) 


Total sales by manufacturers of bolts, 
nuts and rivets not made in rolling 
mills amounted to $108,006,000 in 
1929, and of this quantity, 69.4 per 
cent, or $74,970,000, represented sales 
made direct to industrial consumers, 
according to the Bureau of the Census. 
The remaining sales were made as fol- 
lows: 25.3 per cent, or $27,290,000, to 
wholesalers; 4.7 per cent, or $5,118,- 
000, to manufacturers’ own wholesale 
branches, and .6 per cent, or $628,000, 
to retailers. Sales through manufac- 
turers’ agents, selling agents, brokers 
and commission houses amounted to 
$8,212,000. 
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Improved Conditions Reported 
By Builders in 41 States 


Builders in forty-one States have re- 
ported to American Builder and Build- 
ing Age, the national contractors’ busi- 
ness magazine, improved business con- 
ditions for 1931. 

Muhleman & Kayhoe, prominent 
builders in Richmond, Va., report that 
the first quarter of 1931 showed a gain 
of 33 per cent in home building over 
the same period of 1930. Nearly two- 
thirds of their homes this year have 
been sold in advance of completion, 
whereas in 1930 none had been sold 
in advance of completion during the 
first three months of the year. They 
predict a steady improvement in con- 
ditions. 

J. H. O’Hara, president of the J. H. 
O’Hara Co., Detroit, Mich., writes: 
“The bottom has been reached in sales 
in the home building market. An ad- 
vance is inevitable and conditions are 
good because the lower cost of vacant 
lots, financing, and materials, and the 
greater productivity of labor, have all 
contributed to make building costs 
much lower. It is very evident that we 
have reached the bottom, that the turn 
toward higher prices is at hand and 
that the wise home buyer will act quick- 
ly to take advantage of the present op- 
portunity of procuring a home for far 
less than its usual cost.” 

J. M. Hearn, a well-known contractor 
in Dallas, Tex., reports that he believes 
residential building will continue to 
pick up and that as far as he is con- 
cerned he has all the work he can 
handle at present. 

Conrad Hamm, a builder of homes in 
Minneapolis, Minn., reports that he 
now has more homes sold than at any 
time at this date in the last five years. 
Mr. Hamm says he is being asked for 
plenty of estimates and considers the 
prospects very encouraging. 

Charles A. Cummins, vice-president 
of the Consolidated Engineering Co., 
Inc., Baltimore, Md., writes: “A care- 
ful check of our own statistical chart, 
which we use as our business barom- 
eter, shows very clearly that the bot- 
tom of the depression has been reached 
and the upward swing of a new cycle 
started. Evidence of increased activity 
in the building business is apparent in 
the number of private projects being 
submitted to us for estimate. The con- 
struction programs of city, state and 
nation for which budgets have already 
been provided will soon be reflected 
in every line of business. The pes- 
simistic attitude is at last disappearing 
and we anticipate that 1931 will be a 
banner year for us.” 
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The W. N. Britton Realty Co., Inc., | 


extensive builders of small homes in 
Rochester, N. Y., report that they have 
taken many orders for delivery of 
homes this spring and are increasing 
their production schedule to take care 
of the building of 300 homes during 
1931 as compared with 200 residences 
built and sold in 1930. 


“Small Store Arrangement” 
Booklet Issued by U. S. 
Chamber of Commerce 


The Domestic Distribution Depart- 
ment of the Chamber of Commerce, 
U. S. A., believing that store mod- 
ernization is a most vital influence in 
retailing, announces the publication of 
a new pamphlet entitled, “Small Store 
Arrangement.” 

A few boiled down facts about the 
booklet are: 

It has 112 pages with more than 
100 illustrations. Four lines are cov- 
ered specifically—hardware, drugs, 
groceries, and dry goods. 

The pamphlet is written in an easy- 
to-grasp style and is essentially ele- 
mentary. 

General principles of store modern- 
ization are outlined and discussed 
thoroughly. Sources of information in 
modernizing are noted. 

Authorities in the field—store ar- 
rangement specialists, trade associa- 
tions, wholesalers, equipment manu- 
facturers and others—have contributed 
their experience and practical knowl- 
edge. 

The single copy price of the booklets 
is 25c., while lots of 10 or more may 
be obtained at 20c. per copy. Orders 
should be addressed to: Domestic Dis- 
tribution Department, Chamber of 
Commerce of the United States, Wash- 
ington, D. C. 





Allen Manufacturing Co., Inc. 
Issue New Stove Price List 


The Allen Manufacturing Co., Inc., 
Franklin, Tenn., has recently issued a 
new dealers’ price list applying to 
Catalog No. 8, which illustrates and 
describes the complete Allen line of 
coal wood and gas stoves. 

The new price list became effective 
on Jan. 1 and covers what is said to 
be almost a complete new line of 
ranges, as well as_new series of Allen’s 
Parlor Furnaces. Prices quoted on the 
new lines are considerably lower than 
the company has heretofore been able 
to establish on similar products. 

















LEPAGES 
Tested 
GLUE 





A Standardized 
Product 


Here’s another product that has 
been modernized by packaging. 
Four different grades that are 
chemically tested and classified 
for various uses, with uniform 
quality and price range. 

This type of hard glue used to 
come in a burlap bag—then you 
had to open it, weigh it, wrap it, 
perhaps waste a little—and wipe 
off your hands. 


Now you hand the package over 
the counter, because it is pack- 
aged. Good looking cartons 
that you can display with related 
items. And easy to sell. Sell 
your customers a glue for each 
purpose. A business builder 
that is profitable. 


No. 10 Light colored, ground 
sizing glue. 

No. 20 Amber colored, ground 
sizing glue. 

No. 60 All hide, flake glue, for 
woodworking and wood joint- 
ing. 

No. 70 Extra high grade for 
woodworking and wood joint- 
ing. 


Russia Cement Co. 
Gloucester, Mass. 
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THEY SELL ON 
SIGHT 


This ball-bearing caster sells 
on sight. It is such a great 
improvement over all other 
casters, that customers buy 
“ACMES” without any sales ef- 
fort on your. part. 


—_ — —_ 


Show ’Em How 


Just roll an “ACME” on the 
counter, or on the palm of your 
hand. Let the customer see 
how easily this caster operates. 
Cannot injure wood-work, 
floors, rugs or carpet. Quiet 
and smooth. They give the 
modern note to modern furni- 
ture. Make old furniture easy 
to handle or move. 


Sell ‘‘Acmes’’ for 
Quick Profits 


THE SCHATZ MFG. CO. 
POUGHKEEPSIE, NEW YORK 


AGENTS: 
J. C. McCarthy & Co. 
258 Broadway New York City 








BALL BEARING 


Casters 











It Takes a Cook to Sell a Cook 


(Continued from page 51) 


iamily aiid does lots of cooking needs a large stove, 
and I always advise against getting one that will 
uot do the work required of it. Since I never try 
lo sell a large article just for the sake of the greater 
profit, the women have learned to trust my judg- 
ment and to take my advice. I try to sell the thing 
that will give the best service.” 

Because she understands that women like to 
handle things to see how heavy an article is and if 
it can be lifted easily, Mrs. Raymond uses open 
display exclusively in her department. Tables and 
open shelves hold the various household necessities 
and kitchen specialties. The tables are covered 
with a good grade of oilcloth, the kind that is fin- 
ished to resemble a damask tablecloth. The shelves 


| might have been taken bodily from some daintily 


lurnished kitchen, so attractively are they covered 
with white shelf paper and so neat are they at all 
times. Colored ware gives a rainbow appearance 
to some sections of the display. 

When Mrs. Raymond took over the household 
department at Richardson’s, only two or three 
women visited the store in a day. Now 50 per cent 
of the customers are women. This department now 
commands the best display space in the store and 
contributes a very satisfactory volume and profit. 
Two years ago it was necessary to build a balcony 
across one side of the store to permit the expansion 
of the department. Stoves and kitchen ware are 
now displayed on this “upper deck” while a large 
portion of the main floor of the store is given over 
to silver, dishes, glassware and novelties. Increased 
business has necessitated also the employment of a 
woman assistant and a boy who attends school in 
the mornings and works at the store in the after- 
noons. 


Ser-Val Electric 
Nek-Tie Irons 


The Electric Nek-Tie Iron, made by the Ser-Val Products 
Corp., 1060 Broad Street, Newark, N. J., has an aluminum 
blade with engraved surface, monogram plate and solid bake- 
lite handle. Heat is automatically controlled. Internal lock- 
ing device is said to prevent any strain from separating the 
supply cord from the electric element. Two models are offered, 
the plain type, listing at $1, and the fancy de luxe models list- 
ing at $1.95. Iron measures 19 in. long, 3 in. wide and 14 
in. thick. 
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Horton Perfect 36 
Electric Washer 


The Perfect 36 washer, 
made by the Horton Mfg. 
Co., Fort Wayne, Ind., 
has sealed mechanism of 
worm and gear type. V- 
type belt transmits power 
from the motor to the 
mechanism gears, thereby 
eliminating practically all 
wear on gears, and re- 
sulting in a longer life 
to the mechanism. Agita- 
tor is of three-wing, one- 
piece cast virgin alumi- 
num. Chassis is con- 
structed of rolled and 
stamped steel. No bolts 
are drawn through the 
tub, as a steel band encircles the lower portion of the tub and 
clamps to the frame, holding the tub rigidly in exact place. 
Tub is 23 in. in diameter, 14 in. deep and has capacity of 
15 gallons of water, while clothes capacity is five or six double 
sheets or equivalent. Base material of tub is Armco. This 
model is offered with a wide choice of color combinations. 
Gasoline engine models are offered with Briggs & Stratton or 
Johnson gas engines of 14 hp. rating. Suggested retail sell- 
ing price is $99.75, with prices slightly higher in extreme 
East and West. 





Miller-Somes Portable 
Electric Heater 

Portable electric heaters of a new design are being made 
for household use by Miller-Somes, Inc., Tarrytown, N. Y., 


which firm has designed and built industrial electric heating 
installations for the last ten years under its former name, 
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C. M. S., Inc. The heaters are a development from heavy 
duty industry designs with a low-temperature Nichrome rib- 
bon heating element, inclosed in a metal cabinet furnished 
in several lacquer finishes and built in 660 watt and 1250 
watt ratings. Suggested retail selling prices range from $19 
to $28. Illustration shows the heating element. 
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Southern California Auto Club, Los Angeles, a representative 
building in which Lawson-Milwaukee Hardware has been 
installed 











For ALL Buildings— 


The completeness of Lawson-Milwaukee Hard- 
ware enables you to get the most profitable busi- 
ness—from hotels, clubs, schools, office and all 
types of public utility buildings. 

The compactness of Lawson-Milwaukee Hard- 
ware permits you to keep your stock down. 


The reputation of Lawson-Milwaukee Hard- 
ware assures acceptance and recognition through 
unvarying standards in material, workmanship and 
design. Become acquainted with the many other 
advantages that Lawson-Milwaukee Hardware 
offers—write for the catalog now. 


The “UNIVERSAL” 
Gravity Pivot Hinge 
—for lawatory doors .. . absolutely sagless 
. . adjustable alignment. Holds door open 
at any point desired. For either single or 
double acting doors. The only Gravity 


Hinge on the market with the 100% 
Universal feature 


MILWAUKEE STAMPING 
COMPANY 


Milwaukee, Wis. 


LAWSON 
MILWAUKEE 


y Buy this COMPLETE Line of 











Keep Your Stock COMPACT 


SPRING HINGES 


Sales Rooms and Warehouses 


Milwaukee Stamping Co., 416 Broadway, New York, N. Y. 
Milwaukee Stamping Co., 230 W. Superior St., Chicago, Ill. 

Cc. E. Harris, 120 Pearl St., Boston, Mass, 

Arthur R. Bodmer, 323 Kelso St., Harrisburg, Pa. 

F. J. Allen, 202 Balter Bldg., New Orleans, La. 

J. H. North, 1002 Woodlawn Ave., Seattle, Wash. 

R. F. Bevers, 521 30th Ave., Seattle, Wash. 

F. W. Jonas, 320 E. 3rd St., Los Angeles, Cal. 

Chas. T. Walker, Ltd., 507 Coristine Bldg., Montreal, Que., Can. 
Peterson Sales Co., 1921 Blake St., Denver, Colo. 
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CHECK UP 


on your stock of spring 
hinges. Get ready for 
the demand and profits 
that come with Spring 
and Summer. 














Detachable doors can be 
taken down by releasing 
the spring and withdraw- 
ing the pin without re- 
moving any screws. 


Adjustable —the spring 
tension is easily and 
quickly adjusted with a 
common wire nail. 


These features appeal to 
the home handy man be- 
cause of convenience—to 
the builder for speed and 
neatness. Made in 4 
styles highly finished. 


ALLITH-PROUTY CO. 


DANVILLE, ILLINOIS 


Allith 
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Hor OFF THE NAIL KEG 


A young school teacher who 
prided herself on the fact that 
she knew the parents of all 
her pupils personally was 
riding on a street car. 

“Why, how do you do, Mr. 
Smith?” 

Receiving only a cold look, 
she blushed and said, “Oh, I 
beg your pardon, I thought 
you were the father of one of 
my children.” 





Doctor (noticing squalling 
pickanniny on floor) : “Missus 
Brown, that baby is spoiled, 
isn’t he?” 

Mrs. Brown: “No, sah, Doc- 
tah, all nigger babies smells 
dat way.” 


When I was young and full 
of vim, 

My form was narrow—long 
and slim. 

My waist especially was trim. 

My temper, though was rather 
acid. 


Now I am grown a little stout, 

My form has softly rounded 
out; 

My waist—I do not boast 
about. 

My waspish mind has grown 
more placid. 


If I could get my figger back, 

And let my temper jump the 
track, 

Think you I’d do it—if I 
could? 

You bet your doggone life I 
would. 


“O dear, O dear. I dreamt 
that you had died.” 

“Don’t cry, dear. Why let 
a bad dream upset you so? 
I’m still with you.” 

“Yes, I know, darling, but 
I was about to cash your in- 
surance check when the alarm 
woke me and spoiled it all.” 





Why Cows Wear Chains 

Eighth grade pupils, taken 
on a trip to a dairy farm, 
were asked by their instructor 
to write a description of what 
they saw. One wrote: “The 
cows stand in long rows. They 
have chains around their 
necks so they cannot set while 
milking.” 





Oscar the Operator, when 
questioned as to why he un- 
hesitatingly refers to his wife 
even in her absence as his 
better half, explains that it’s 
because he hears so much of 
“You better half this done” 
and “You better half that 
done.” 


Men still die with their 
boots on, but usually one boot 
is on the accelerator. 





An Old Species 

“It happened in the Cascade 
Mountains. “What,”  de- 
manded the amateur hunter, 
a college professor, of his 
guide, “what is the name of 
the species I just shot?” 

“Well, sir,” returned the 
guide, suavely, “I’ve just been 
investigating and he says his 
name is Smith.” 





|.. “Dearest Annabelle,” wrote 


Oswald, who was hopelessly in 
love. “I would swim the 
mighty ocean for one glance 
from your dear eyes. I would 
walk through a wall of flame 
for one touch of your little 
hands. I would leap the wid- 
est stream in the world for a 
word from your lovely lips. 
As always, your Oswald.” 
“P. S—TI’ll be over Satur- 
day night if it doesn’t rain.” 





An Irishwoman remarked 
to her husband: “You told 
me you were at the office 
late.” 

“Yes, my dear,” he replied. 

“Then how is it Mr. Murphy 
saw you at the races?” 

“Oh, that was not me, my 
dear. I saw that fellow there 
myself, and he was awfully 
like me.” 


She was just an old maid. 
The burglar kicked against 
something in the dark and 
awakened her. To stifle her 
alarm, he kissed her. Then 
he shouldered his “swag.” 

“My poor man,” remon- 
strated Aunt Tish, “you'll 
never manage to carry all 
that at once, better leave 
some and come back again.” 
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“And so your son got his 
B. S. and M. C.?” asked an 
old friend of the family. 

“Yes,” answered the proud 
parent, “but this P. A. is still 
supporting him.” 





Father—You kept the car 
out rather late last night, son. 
What delayed you? 

Son—Had a blowout, dad. 

Father — Huh! Tire or 
roadhouse? 


Wife: “I’ve a lot of things 
I want to talk to you about.” 

Hubby: “That’s good. 
Usually you want to talk to 
me about a lot of things you 
haven’t got.” 





“My husband is merely a 
manufacturer of waste-bask- 
ets,” sighed the woman with 
aspirations. “It seems such 
a prosy occupation.” 

“On the contrary, there is 
really much poetry in the 





waste-baskets,” replied the 
unappreciated bard. 
Mrs. Brown—Does your 


husband work, Mrs. Briggs? 

Mrs. Briggs—Oh, yes. He 
sells toy balloons when there 
is a parade in town. 
does your husband do? 

Mrs. Brown—My husband 
sells smoked glasses when 
there is an eclipse of the sun. 





Judge (in traffic court): 
“Tl let you off with a fine 
this time, but another day I'll 
send you to jail.” 

Weather Man: “That is ex- 
actly what I predicted, Your 
Honor.” 

Judge: 
mean?” 

Weather Man: “Fine today, 
cooler tomorrow.” 


“What do you 





Junkman—Any rags, paper, 
old iron. 

Man of the House (an- 
grily)—No, my wife’s away. 

Junkman—Any bottles? 





Null: “I started out with the 
theory that the world had an 
opening for me.” 

Void: “And you found it.” 

Nul: “Well, rather. I’m in 


the hole now.” 
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A tourist was enjoying the 
wonders of California, as 
pointed out by a native. 

“What a beautiful grape- 
fruit!” he said, as they passed 
through a grove of citrus 
trees. 

“Oh, those lemons are a bit 
small owing to a compara- 
tively bad season,” explained 
the Californian. 

“And what are those enor- 
mous blossoms?” asked the 
tourist. 

“Just a patch of dande- 
lions,” said the Californian. 

Presently they reached the 


Sacramento River. 
“Ah,” said the tourist, 
grasping the idea, “some- 


body’s radiator is leaking!” 
—Exchange. 


Mother’s in the kitchen, wash- 
ing up the jugs, 

Father’s in the 
bottling up the suds. 

Sister’s in the pantry, mixing 
up the hops, 

Brother’s on the front porch, 
watching for the cops! 


cellar, 


In March, 1809, two trap- 
pers met in the wilds of Ken- 
tucky and proceeded to swap 
the latest news. 

“Hed eny luck?” 

“Caught two reds and a 
beaver t’other day. How is’'t 
with you?” 

“Fair to middlin’-—shipped 
a doz mink pelts to Lexing- 
ton last week.” 

“Eny news?” 

“Yea—Bill Stebbins got 
back from Washington an’ sed 
Jefferson stayed for Madison’s 
inauguration, an’ didn’t run 
away like Adams did when he 
was inaugurated.” 

“Is that so?” 

“Yea—and he said he seen 
the new chandelier in the 
White House that come from 
Paris, said it hed a thousand 
candles, en was covered with 
sparklers.” 

“What’s the news up your 
way?” 

“Ther are no news up ter 
Hodgenville that amounts to 
anything. Tom Lincoln’s wife 
hed a baby last month en I 
heard she named him Abra- 
ham, outa the Bible. That’s 
all I heard.” 











90,000 women 
asked about Conservo 
last canning season 





















Thousands of letters 
about canning and 
cooking were received 
and promptly an- 
swered by our Com- 
pany last Summer. 
Good will was created 
for Conservo to be 
turned into sales by 
wise dealers this 
Spring. 


They have seen 


Most women know about Conservo. 
it demonstrated by domestic science teachers. They’ve 


heard of it by cooking authorities. Their neighbors 


have Conservos. 


They know what this remarkable steam cooker and 
canner will do! Holds fourteen quart jars at one 
time—cooks a whole meal over one burner. 


Every woman wants a Conservo. Wise women will 
buy Conservos this Spring. Order a stock from your 
jobber. 


The Swartzbaugh Mfg. Co. 
Toledo, Ohio 


CONSERVO 
Fverhot 








Everhot electric appliances step away 
from competition because they are new, 
novel—diff erent. 


Everhot Kitchen- 
Fries, broils 


Below: 
ette Grill. 


—toasts eight slices at a 
time. 
Denver. 





List $19.50 east of 


Above: Everhot Jr. Cooker 
—Roasts, bakes, browns— 
cooks a whole meal at one 
time. List $10 east of 
Denver. 





Above: Sandwich Toaster. 
Equipped with heat indi- 
cator. List $12.50 east of 
Denver. 
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COOL SPOT 
I2in. INDUCTION 
MOTOR OSCILLATOR 













No radio interference from this fan—its large 12” blades, 
quiet induction motor, two speeds, large oil reservoirs, sturdy 
construction, high quality material and workmanship throughout 
make this the greatest fan value ever offered for the es- 
pecially low list price. 


One of a Complete Line 
With a range of prices from $3.95 to $30.00 list, the 1931 


Signal line of fans offers an exceptional opportunity for 
profits this season. Both Induction and Universal motor fans 


in the line. 
Other New Fans 
in 1931 Line 


Signal 10” Induction Oscillator— 
2 speeds—3 point toggle switch— 
desk or bracket mounting — Verdi 
Green finish — recommended for 
hotels, homes, 
No radio interference. 





of - 
fices, etc. 

Cool Spot 8” Induction Oscillator — 
cast base with toggle switch and felt pad 
—for home, office, hotels, etc. No radio 
interference. 








Cool Spot 8” non-oscillator—cast base 
with toggle switch—Induction motor that 
is absolutely quiet—no radio interference 
—black enamel finish. 

See your jobber now. Get your stock of 
Signal fans ready for the opening of the 
season. 


Signal Electric Mfg. 


Menominee, Michigan 


Manufacturers of Electrical Fans and Appliances 





Co. 
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Disston-Keystone 
Hand Saw Line 

Henry Disston & Sons, Inc., Philadelphia, Pa., now offers a 
line of hand saws, for occasional use in the home, office, etc. 
Saws are of a new design (ship) pattern, with skew backs 
and highly polished blades, showing the Disston-Keystone 
trade-mark etched on the blade. The new line is not in- 
tended to replace the standard Disston line. Three sizes are 
being produced in this household line: 16-in., 10-point; 20- 
in., 9-point, while the 26-in. saw is available in either 8-point 





or 5%-point. Saws are packed in cartons of six. The 16-in. 
saw has suggested retail price of $1 and dealer cost of $8 
per dozen. Dealer cost of 20-in. saw is $12 per dozen, while 
the suggested retail selling price is $1.50 each. For the 26- 
in. saws, dealer cost is $16 per dozen and suggested retail 
selling price is $2 each. Saw sales packs contain six 26-in., 
two 20-in. and two 16-in. saws. Dealer cost of the pack is 
$11.35, while the total suggested retail value is $17. Three 
of the saws in the pack are temporarily mounted on an 
attractive window or counter display cut-out. Counter sales 


circulars are also included. 


Eveready Raytheon 
Tube No. ER-235 


National Carbon Co., New York City, 
has just announced the Eveready Ray- 
theon four-pillar radio tube No. ER-235 
of screen grid amplifier type. This a.c. 
screen grid tube was developed primarily 
for use in radio frequency and interme- 
diate frequency amplifier stages, and 
when used in circuits designed especially 
for its characteristics it is said to be effec- 
tive in reducing cross-modulation and 
modulation distortion over the entire range 
of received signals. It is also said to offer the control of a 
large range of radio input signals without the use of local- 
distance switches. The tube is well suited for automatic 
volume control purposes. It is not interchangeable with any 
present Eveready Raytheon type, and was developed for use 
in radio receivers designed particularly for it. With each 
tube, complete electrical characteristics will be printed on 
the individual carton and data sheets will be packed with 
each tube. 
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Bassick 
CASTERS 


The manufacturers of 
the "Speed Queen” 
washer are using this 
new special Bassick 
washing machine caster 
because its quality is in 
keeping with the high 
quality of their product. 


A Quality 
Product in Every Detail 


Among approximately 10,000 
different types and sizes of Bas- 
sick Casters there are specialized 
casters for all types of equip- 
ment from tea tables to ten-ton 
trucks. 


For the hardware dealer there 
are seven standard types of cast- 
ers and furniture rests in the 
Bassick line which will answer 
practically every customer’s 
need. These quality Bassick items 
in your stock will enable you to 
serve your Customers on a profit- 
able basis. Write for the Bassick 
Dealer’s Catalog No. 106. 


THE BASSICK COMPANY 
Bridgeport, Conn. 

Branch Offices in: New York City, Chicago, 
Philadelphia, Atlanta, Ga., Evansville, Ind., 
Grand Rapids, Mich. 

Canadian Division: Clark Metals Ltd. 
Listowel, Ontario 


_Bassick 

















Stock these standard Bas- 
sick items—they will fill 
all your customer's needs! 














“For 35 years the buy-word for fine casters and furniture rests” 
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EXTRUDED BRASS 


PIN TUMBLER 


PADLOCKS 





Secu rity 


Padlock customers are all look- 
ing for security. Mere mention 
of the extra security, longer 
wear and good looks of Eagle 
Pin Tumbler Extruded Brass 
Padlocks will make many sales 
of these better locks at a larger 
profit per sale. 


ehe 


The Eagle Quality Line 
Night Latches Store Door Sets Wood Screws 


Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks 


ects Fook co 


26 Warren Street -: 


Branch Offices: 
521 Commerce St. 177-I79N.FranklinSt. 114 Bedford St 
Philadelphia, Pa. Chicago, Ill. Boston, Mass 
Works at Terryville, Conn. 


























It Must Be 
Freshly Ground! 


The difference between good coffee and bad is directly 
proportionate to the period elapsing from the time it is 
ground, and the time it is brewed. 

An Arcade Mill solves this problem by grinding the 
coffee bean just before making. In this way, the fresh 
fragrant, full flavor which is sealed in the bean, becomes 
a part of the beverage. 

Good housekeepers recognize the value of a coffee 
mill and are installing them in their kitchens. Emphasize 
the importance of good coffee and sell more mills over 
your counters. The Arcade Crystal Mill grinds to any 
degree of fineness, works accurately, and is a very attrac- 


tive piece of furniture. 
ARCADE="Tav's 


ARCADE MANUFACTURING COMPANY 
FREEPORT, ILLINOIS 
BRANCH OFFICES: “ 
Merchandise a 
REPRESENTATIVES: 
J. T. Rowntree, Inc. 


San Francisco Portland Salt Lake City 
Los Angeles Seattle Denver 


Dallas 


D. D. Otstott, Inc. 
be yA 


New York 


200 Fifth Avenue Room 14111 
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Domestic Electric 
Grill 


This nickel-plated 
electric grill oper- 
ates on 110 to 115 
volts, a.c. or d.c. It 
is equipped with ni- 
chrome element and 
heater cord. Domestic Mfg. Corp., 1140 Broadway, New York 
City, makes this grill, which measures 84 in. in diameter 
and stands 44% in. high. Suggested retail selling price 
is $1. 





Imperial Brass Co. 
Paint Spray Equipment 


Imperial Brass Mfg. Co., 
Chicago, TIll., recently an- 
nounced a complete new line 
of paint spray equipment. A 
variety of guns for different 
purposes is offered: ranging 
from junior sizes for small jobs 
to larger models for heavy-duty 
work. There are in the line 
complete outfits consisting of 
air compressors, pressure con- 
tainers, filters and regulators. 





General Electric 
G-E Junior Radio 


Junior and Junior 
console models offered 
by the merchandising 
department of the 
General Electric Co., 
1285 Boston Avenue, 
Bridgeport, Conn., 
have eight-tube screen 
grid superheterodyne 
circuits empleying su- 
per - control Radio- 
trons. These sets are 
made for use with the 
new Radiotron, which 
minimizes cross - talk 
and interference and eliminates necessity of a local-distance 
switch. Standard 8-in. speaker is used. The Junior is 1914 
in. x 1334 in. x 10 in., exclusive of the handle. Cabinet is 
an adaptation of the eighteenth century clock furniture, with 
butt walnut paneling, a unique feature being the folding an- 
tique bronze handle. Junior console model is similar but 
with legs. Cabinet is of matched walnut paneling with pat- 
terns after the early American Duncan Phyfe motif. It stands 
3814 in. x 2114 in. x 1134 in. Both models have terminals 
for electrical phonograph connections. Tubes are matched 





| and tested in place in each set at the plant, being shipped 


without removal from the sets. Junior model is listed at 
$72.50, complete with tubes. As part of the same line a 
model with a General Electric clock, mounted in the grille 
covering the speaker, is also offered. The clock, while draw- 
ing its current from the same outlet as the radio, acts inde- 
pendently and has been carefully shielded to prevent any 


| possible interference. 
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FIG. 2510 
A’ Myers Quality 
Built Water Sys 
tem for shallow 
wells. Capacities 
250 and 340 gallons 
per hour. Complete 
automatic control. 
Self-ciling,self-start- 
ing, self-stopping. 
Designed for oper- 
ation with central 
wm, station electric cur- 
ez rent, or farm light- 
ing plant. Econom- 
ical. Dependable. 




















MYERS 


Self- Oiling 
WATER 
SYSTEMS 


| Myers Water Systems 
| have brought modern 
conveniences and mod- 
ern living conditions to 
thousands of suburban 
and country homes. 
They have brought 
added profits to thou- 
sands of farms and 
country estates. They 
have facilitated thou- 
sands of commercial en- 
terprises where a reli- 
able system of running 
water was an absolute 
necessity. They are 
built in styles and sizes 
to meet all conditions and 
place within the reach 
of any dealer or pump 
man unlimited possibili- 
’ ties for profitable year 
through business. 
Td ti > gk | Catalog and complete in- 
re rt Bea) formation on request. Write 
: y) or wire. 


THE F. E. MYERS & BRO. CO. 
ASHLAND, OHIO 
PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 
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8” Diehl Induction Fan 
Non-Oscillating Type. .$ 6.50 
Oscillating Type 


11.50 


For Completeness— 


the Diehl Fan Line 


Desk and bracket fans, ceil- 
ing fans, exhaust and venti- 
lating fans—in a wide vari- 
ety of types and sizes; all 
that the dealer and jobber 
needs for assurance of a suc- 
cessful and profitable fan 
season. 


These ruggedly constructed 
fans are equipped with de- 
pendable motors and have 
exceptional consumer appeal 
because of their attractive 
appearance. Diehl’s forty- 
three years of experience in 
fan manufacture is insurance 
of quality and trouble-free 
performance. 


Ask your jobber for a copy of 
the 1931 Diehl Fan catalog 
and complete price informa- 
tion. 


DIEHL MANUFACTURING COMPANY 
Electrical Division of 
THE SINGER MANUFACTURING CO. 
Elizabethport, N. J. 











Atlanta—Boston—Chicago—Columb Dallas—New York—Philadelphia—St. Louis 
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1931 DIES 





1931 PIPEE 





KALORIZED They are better than any- 

ARMSTRONG thing offered before —the 

ADJUSTABLE best that money can buy. 
DIES 


There has been no increase 


Cost No More in price. 


Dies get out of date the 
same as fashions; for that 
reason the ARMSTRONG 
testing laboratories inspect 
and experiment with every 
brand of pipe, rod and tub- 
ing of every type of metal, 
as it enters the market. This 
vigilance assures the user 
that ARMSTRONG Dies 
are right for the pipe of to- 
morrow as well as that of 
today. ARMSTRONG 
Adjustable DIES are al- 
ways abreast of the times. 


The KALorRIzZED ARM- 
STRONG Adjustable 
DIES now being sold are 
up-to-the-minute and they 
are the only dies that are 








a | 


ARMSTRONG 


CUTTING OIL 

















“IT COOLS AS 
THEY CUT” 


This ARMSTRONG 
Oil is not merely a 
cutting oil, it is a 
cooling cutting oil. A 
great seller because it 
eases the job, gives 
better results and 
keeps the dies sharp. 











Send for Special Circulars GD and Other Facts 
Order from Your Jobber 


ARMSTRONG MFG. CO. 


FOUNDED 1869 


BRIDGEPORT, CONN. 





ARMSTRONG 


= ADJUSTABLE STOCKS 
= AND KALORIZED DIES = 





SOEECCLCELSRGSLERSESERCSECSTR CARO REROR RCC ORRRRCRSCRASCC ERR ERSCORESER 
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Remington Kleanbore Hi-Speed .22 
Cartoon Window Display Cut-Out 

This cut-out pictures the consternation among animal pests 
at the “Horrible News” of Kleanbore Hi-Speed .22’s. Rem- 
ington Arms Co., Inc., advertising department, 29 Warren 











Street, New York City, is distributing this display to dealers 
handling the Hi-Speed .22’s. Cut-out is lithographed on 
heavy cardboard, size 30 x 20 in., and is an adaptation 
of a current Remington advertisement. 


Gulbransen 1931 
Radio Receivers 


Among the 1931 
radio receiving sets 
offered by Gulbran- 
sen Co., Chicago, IIl., 
is the end table mod- 
el receiver No. 163, 
illustrated. This mod- 
el includes the latest 
Gulbransen set, with 
six tubes, four screen 
grids. Dimensions 
are 231% in. x 14 in. 
x 20 in. List price is 
$64, less tubes, 
$79.20 with tubes. 
Console model, No. 
63, combines the most recent Gulbransen set in a standard 
console cabinet. Dimensions are 40 in. x 24% in. x 144% 
in. ‘List price is $70 less tubes, $85.20 with tubes. Model 
No. 263 is a mantel receiver with six tubes, four screen grids. 
Dimensions are: 18 in. x 16% in. x 1034 in. List price is 
$51.50, less tubes, or $66.70 with tubes. Walnut and tropical 
wood veneers are used with solid wood carvings in these 
models. Dealer discount-is 40 per. cent, through distributors 
of Gulbransen. Sets are sold through authorized dealers. 





Price on Klosquik 
Door Closer Brackets 


In the April 9 issue of HarpwareE AGE an editorial descrip- 
tion of the Klosquik door closer was published. The price of 
the brackets for the Klosquik spring door closer is $1.50 
per hundred. Due to a typographical error the price of the 
brackets was given as $1.50 per dozen. This patented device 
is made by the Door Spring Corp., 45 Astor Place, New York 
City. 
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PRESENTING THE NEW 


“GRIP-CAP” GALVANIZED CANS 


PATENT PENDING 
CONTAINING THE MOST RADICAL IMPROVEMENTS EVER OFFERED 
“GRIP-CAP” CANS ARE SEVEN STEPS AHEAD 
NOTE THESE FEATURES 


The dealers who have bought 
these cans during the past six 





7th New Grip Cap months are highly pleased with 
I we og oe yo na the new improvements. 
MAY BE RETAILED 
AT NO ADVANCE 6th | Non-Exposed Threads = A DEMONSTRATION MEANS 
OVER REGULAR PRICES [ On Filler Opening A SALE 





‘th | Re-Inforced Filler Cap Seat 
4th | Wide Mouth Filler 
3rd | Extra Large Spout 























e AN ~~ 
-_ Easy P ouring Can ATTRACTIVE SSS NON-EXPOSED 
: DEAL FEATURING f THREADS 
* | Triple Lock Seam ge tm 





ASK YOUR JOBBER OR WRITE 





RE-INFORCED, 


EAGLE MANUFACTURING CO. ELL | * ay 





Charles Street WIDE MOUTH FILLER 
WELLSBURG, W. VA. el oe 


.. New 


OUTING’ S “Midget” Bait Box is the very latest 
thing in “vest pocket” editions. Holds eight to 
ten artificial lures— enough to tempt the most 
fastidious fish. Handiest thing ever made for the 
day’s bait. Measures 8” long, 4” wide, 114” deep. 
Fits into most any pocket. Can be carried in stor- 
age cellar of any Outing Cant-i-lever Tackle Box. 
Made of aluminum, “lightasa feather.” 
Hinges and rivets are brass, rust-proof 
plated. Box has four compartments; is 
strongly made and the most astonish- 
ing thing about itis the list price, only 
CATALOG No. 105 


Outing’s Tool and Tackle Boxes 


This is the box that says, “Here it is.” Spreads its entire comfortable handles. Sturdy hardware. 
contents out before you—everything in clear view and Weather-proof baked enamel, inside and 
accessible. Below, The Master Angler, aristocrat of them out. Rounded, catch-proof corners. Can’t 
all. Beautiful Ripple finish, green or black. All hard- upset. Outing Tool and Tackle boxes, 
ware cadmium planed rust-proof. Can’t Elkhart, SPCcial bait boxes, 4m 
spill. Can’t leak. Can’t upset. Two sizes. Outing Mig. e Indiana eres anglers, decoys, 
Outing boxes are Pavific Coast Representative: McDonald & Linforth Janding nets, etc., are 
deep drawn from ---------= Sor gee nl all beautifully illustrated and de- 
Pp OUTING MFG. CO., 401a Jackson St., Elkhart, Indiana scribed i in our latest catalogs. Send 














« 











lea coated plate Gentlemen: Witho: at obligation please send Catalog-Folder of 
Outing Tackle and Bait Box O17 
steel. They are |” coupon today for your copy. Very 
water ag mG fb een , attractive, direct-to-dealer discount 
rust-proof. Strong, | town ____ State * proposition. No obligation to you. 
Dealer's Name. - 
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Butpiwe a speed boat 
which combines strength 
with beauty and flexibility 
was the job that has made 
CHRIS-CRAFT an 
outstanding name on the 






| 

waters of the world. ml 

is 

) In each Chris-Craft hull crafts- m7 
manship makes strength the pl 

backbone and performance the ps 

result, and in each Chris- ps 


Craft hull are hundreds of 
American Screws, selected 
because they are easy to drive 
and never let go. 


\=) 






American Screws displayed in _ = 
your store will make extra 5? 2 
friends and extra sales pS g* 
WOOD TIRE STOVE MACHINE 


SCREWS BOLTS BOLTS SCREWS 


AMERICAN SCREW CO 


PROVIDENCE.R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH SL.CHICAGO.IL. 


Put lt Together With Screws 
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‘ board and the cord 


No-Vex Ironing 
Cord Support 


The No-Vex ironing 
cord support holds the 
cord of an electric iron 
safely, securely and el- 
bow high. To apply, the 
holder is squeezed on 
the edge of the ironing 


clamp at the top is 
pulled up. The cord is 
then firmly fastened by 
pushing down the 
clamp. Rod is flexible, giving, as the operator moves for- 
ward, and taking up the slack as the iron is again resting 
on its heel. No-Vex ironing cord support is brightly finished 
in green, blue or yellow and black enamel. The Welker- 
Hoops Mfg. Co., Middletown, Conn., makes this support to 
sell for the suggested price of 75c. each. Dealer cost is 
$5 a dozen. 





Compass COMPASS MI 


Microscope 


Testrite Instru- 
ment Co., 57 E. 
llth St, New 
York City, makes 
this compass mi- 
croscope. Com- 
pass is combined 
with 314 power 
microscope. It is 
heavily nickeled and highly polished. Overall size with ring 
is 234 inches, while the folding size is 1% inches. Dealer 
cost is $3.50 per card of one dozen. Suggested ‘retail selling 
price is 50c. each. The same company makes the Testrite 
weather forecaster with simplified dial and mahogany case, 
514 inches in diameter with etched metal dial 3% inches in 
diameter. Suggested retail selling price is $5.00 each. 





Curtis Adapters For 
Portable Lamps 


Curtis Lighting, Inc., 1119 Jack- 
son Boulevard, Chicago, IIl., recent- 
ly added two new units to its line 
of Curtis. adapters: the No. 2700 
for the 200 or 300-watt lamps and 
No. 2848 for the 300 or 500-watt 
lamps. These adapters, like other 
Curtis adapters, are designed to 
provide general overhead lighting, 
indirectly, when installed on an 
ordinary portable lamp, but differ in that they are not 
equipped with auxiliary sockets for local, direct lighting. 
They provide a soft light to the shade at all times, through the 
opal diffuser, which is a part of all Curtis adapters. These 
adapters are especially suited to the type of portable lamps* 
on which regular small lamps can be utilized for local, direct 
lighting. On other types of portables they serve as a perma- 
nent, indirect lighting unit with a luminous shade. 
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Harvest King Grindstone 
For Farm Use 


A good seller to Farmers, 
for use with Gas Engine or 
Electric Power. 

Equipped with our stand- 
ard high grade selected 
CLEVELAND Grindstone 
noted for fast, easy cutting. 
Also has heavy STEEL | 
ROLLER BEARINGS, a ff 
hand crank and drip cup. 
Frame is heavy angle steel 
1% inches x 1% inches x 
¥ inch, strongly braced. 


Attractively finished in E ~ 
Green and Black. Quickly at 
set up. Frame shipped 


folded complete; stone 

crated separately to save 

freight. NSS 

Retails at a popular price. 

ee 99 : 
Cleveland” Grindstones 


are made in patterns for every tool grinding requirement 
for farm, shop and home use. Power or hand operated. 
Send for complete catalog and trade prices. 


The Cleveland Quarries Co. 
Cleveland, Ohio 
28 West Broadway, New York 
Lombard & Co., Inc., Boston, Mass. 
New England Agency 


























These 


BOTTLE CAP 
Outsell all others 


KNOWN by consumers all over 
the country for their superior 
sealing efficiency, Crown Cork 
and Seal Bottle Caps consistently 
outsell all other makes. No com- 
plaints—no losses—satisfied cus- 
tomers— profitable repeat busi- 
ness. Let the popularity and known 
value of Pyramid and Home Use 
Brands increase your sales and 
profits on bottle caps. 
Write for our latest booklet— 


“Think It Over” 


cS eel 


* 
Rima Ff 


I 
Pry in 
lie 






HOME USE Brand—provides maximum 
sealing value at low cost. Selected cork— 
uniform quality—accurate count. 


PYRAMID Brand—the extra quality cap 
with the “cushion seal’’ cork disc. Trade 
marked for your protection. New sales helps. 


CROWN CORK & SEAL CO. 
BALTIMORE, MD. 
World’s Largest Makers of Bottle(Cabs 
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A name that has 
stood the test of a 


hundred years — a 

1831 product that has ren- 

1931 dered consistently 

good service—a company 

that has maintained for a 

century the highest standard 
of quality in its products. 


Think of this—think of 
what it is worth to you, the 
goodwill of the Maydole 
name! It is half of the sale, 
it means a good customer, it 
means more sales. 


If you desire any sugges- 
tions or any help in regard 
to sales or merchandising, 
write us. If you wish to have 
a complete’assortment of the 
Maydole Line, get in touch 
with your jobber. He will be 
glad to co-operate with you. 


DAVID MAYDOLE TOOL CORPORATION 
NORWICH, NFW YORK 
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A Quick, Easy Seller 
Retails for only $1.50 


Hydro- 
Flue 


for 


Gas Ranges 
Traps 
and 
Washes 
the 
Grease 





No unsightly chimney connection. Hydro flue replaces 
kitchen stove pipe. Quickly attached to gas range in 
any location. Inside container holds water which also 
causes flue to humidify. 


DEALERS—Are you aware of the sales possibilities on 
this line? Build up your profits with the Hydro flue. 
Order from your jobber or write us for information. 


JOBBERS—Your line is not complete today without HYDRO- 
FLUES. Let us tell you what others are doing. 


WARD MFG. CO. 
809 GRISWOLD BLDG. DETROIT, MICH. 














Stock 


and Profit wits 


UALITY 
Product 


i Wet fice Post lo’ 


LOOK FOR THE "Ga" LABEL - - YOUR PROTECTION AGAINST SUBSTITUTION 


Contioned preference with experienced buyers everywhere, 
PPREFERENCE= (orcas, ity te semen Wow shar te aire o QT 
and SERVICE which have established the name of “G 4B” as a guaranty of dependability — 


The Gilbert & Bennett Mfg. Co. 
CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 
New York City Georgetown, Conn. Chicago Kansas City, Mo San F 
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Easy Two Tub 
Damp-Dryer Washer 


The Easy 2 tub 
damp-dryer washer 
has tubs lined in- 
side and out in 
beige porcelain 
whichiseasily 
cleaned. Legs are 
finished in gray 
Duco and are of 
graceful design. 
Features are chro- 
mium - plated con- 
trol handles, double 
locking safety cover, and shia of corners or crevices which 
make reconditioning difficult. Syracuse Washing Machine 
Corp., Syracuse, N. Y., makes this model, which lists at $165. 





Whirldry Drycleaning Kit 

The Whirldry Corp., New 
Haven, Conn., offers this dry- 
cleaning kit, to sell for the 
suggested retail price of 
$9.50. Suggested retail price 
of the individual replacement 
can of fluid is $1.95. This 
fluid is made for use in the 
Whirldry washer, without 
making any adjustments or-changes. Whirldry cleaner is a 
non-inflammable, non-explosive product and may be used for 
a fire extinguisher fluid, says the maker. By use of the fil- 
tering device, included with each kit, the fluid may be used 
over again many times. Kit consists of two large cans of dry- 
cleaning fluid, filtering bag, box of filtering powder, shut-off, 
hose clamp, and book of instructions. Garments cleaned in 
this fluid are said to be absolutely odorless, after they have 
thoroughly dried. 





Little Giant 
Automatic 
Hose Reel 


The Little Giant 
automatic hose reel 
is for permanent in- 
stallation in the base- 
ment, from which 
point it is connected 
to the water supply 
system. It protects 
the hose from rough 
usage, kinking, rot- 
ting, freezing and 
other wearing factors. A ratchet device keeps the reel locked 
at every point. With the turn of a key, after the hose has 
been. used, the spring is released, causing hose to return to 
the reel and automatically locking it in closed position. Neat 
metal plate takes place of the outside faucet and is the only 
sign of hose when not in use. Key wrench unlocks reel and 
turns water on and off. Reel is made of brass, steel and 
strong castings. The Little Giant Mfg. Co., 1401 Third 
Avenue South, Minneapolis, Minn., makes this reel to retail 
for the suggested price of $25. Dealer discount is 30 per 
cent. 





HARDWARE AGE 























What a screw driver 
—for 25 cents! 


ust compare the Yellow-Crown—point for 
point—with any other 25-cent screw driver! 
. . + The handle? Full-sized and yellow crowned! 
... The ferrule? Thicker, stronger! ... The 
wings? Longer, wider! ... The Blade? Special- 
analysis high-carbon steel—fully tempered! 












Almost every man who buys a Bridgeport Yellow 
Crown comes back for more! It’s the best screw 
driver a man can buy—or sell—for 25c. And 
what a sales help this yellow-colored, all-metal 
display stand is! It is supplied free with one 
dozen assorted sizes. Profit: 331/3% on cost; 
50% on selling price. Order from your jobber. 


BRIDGEPORT HDWE, MFG. CORP., BRIDGEPORT, CONN. 


Bridgeport 


TRACE 





—> c 
Yellow Crown (a & fen) Yellow Crown 














Free Rack Free Rack 





A NEW MODEL 


Perfection Nut Cracker 





“OLD FASHIONED” MODEL 


Modernistic Design 
Made of Malleable Iron—Unbreakable 
Attractive Household Utensil 


Retail Prices 


Standard Color—Light Green........... $1.00 
Nickel Plated with Varnished Base...... 1.50 





Send for our circulars of Hardware Specialties showing 
complete line of Perfection Nut Crackers and C Clamps 





Malleable Iron Fittings Co. 
Branford 


Conn. 








IT’S Always. 
“Housefurnishing Time” 


Items for the house- 
hold are always needed 
—there’s nothing sea- 
sonable about them. 
This is why so many 
dealers stock and push 
housefurnishings the 
year ’round. 


If you are not enjoy- 
ing the steady income 
that a good stock of 
housefurnishings pro- 
vides, you are missing 
something worthwhile. 
Look over the advertis- 
ing pages of Hardware 
Age and put in a stock 
now! 


Hardware Age 
239 West 39th Street, New York 
















Rixson “Junior” 
Double Acting 
Floor wa 
Check 


All That Rixson Floor 
Checks Stand For — in a Junior 


Size for Light Interior Doors. 


See the Rixson Catalog in Sweet’s 
THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, III. 


New York Office: 101 Park Ave., N. ¥.C. 
Philadelphia Atlanta New Orleans Los Angeles 


You Can Stake Your Reputation On 


ae ZS Is 
| <a | A Ne |  } 8 | Ae | 
WT, \ 


Winnipeg 















Builders’ Hardware 
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The New 
Boston Rubber Chair Tip 


The Tip and Its Parts 


Brass Washer Brass Nail 


oS 


SprinGriP Trade Mark 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 


NY \ ml Same 
4 \\ . NY 
XY Spring 
Socket 
Patented | 
Send for Catalogue 


THE ELASTIC TIP CO. 


Manufacturers of Rubber Specialties 





370 Atlantic Avenue, Boston, Mass 














Live Sellers 


Cash in on fly time! 
Display the popular 
ROSE Screen Door 
Check and sell more 
checks than you ever 
sold before. 


Tne Rose closes all 
light doors — surely, 
swiftly, silently. 
Made strongly of 



























THE 





best materials— 
quickly, easily in- 
stalled — attractively 







finished — popular 
priced. Write for 
novel Rose Selling 
Plan and double your 





SCREEN DOOR 











The Hastings does 
all that high-priced 
sprinklers do—more 
than most. Yet it 
sells for only $2.75. 


Whirling or station- 
ary. 100% adjustable. 
It throws. mist, 
spray, shower, 
stream—in any di- 
rection. Good to look 
at. Packed individu- 
ally in attractive dis- 
play carton. A sales 
leader! 


Ask Your Jobber 
Salesman 


FRANK ROSE MFG. CO., Hastings, Nebr. 


General Sales Agent: JOHN H. GRAHAM & CO., INC., 113 Chambers 
St, New York; 565 W. Washington St., Chicago, Ill.; 268 Market St., San 
Francisco, Cal. 






























HASTINGS 


ADJUSTABLE 


LAWN SPRINKLER 
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Arcade Ice Truck 
With Ice Tongs 


Toy ice trucks in two sizes, equipped with pieces of artifi- 
cial ice and miniature nickeled ice tongs, are offered by the 





Arcade Mfg. Co., Freeport, Ill. A step on the rear and‘a 
ailing around the side are other details of these models. They 
are attractively painted in brilliant colors that appeal to chil- 
dren. 





National Rainbo Agates 


Rainbo agates are put up in sets Tk a 


of various quantities. The No. 10 dis- Q@i*eiXYSiteV\aant 
play package contains 11 Rainbo \ a) Ca 
agates of assorted sizes. Other sets ¥ ean. MARDARS 
are offered to retail at 25c., 50c. and [om © ae) 
$1. Some sets contain leatherette aaebatts COCA 


marble bag. M. Gropper & Sons, 
Inc., 200 Fifth Avenue, New York 
City, is the maker. 








Steelflex Health Builder 


The Steelflex Corp. of America, 1783 East Eleventh Street, 
Cleveland, Ohio, distributes the Steelflex Health Builder 
with rowboat stroke. It is designed for home exercise use, 
being built along scientific lines. Frame is of strong metal- 
lic construction with seat adjustable to accommodate persons 
of any height or size. Actuator is composed of two specially 





designed springs combined with a specially woven non-stretch 
fabric, which will withstand pull of great strength. It meas- 
ures 46 x 13 in. Frame is finished in high-gloss aluminum 
enamel, while seat and actuator handle are gunmetal, dark 
gray, velvet finish. Net weight approximately 131% lb. List 
price is $9.85. 


HARDWARE AGE 


























Replace it 
with .. A 


KIMBALL 
ELEVATOR 


Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 





What areyour requirements? 
We have an Engineering 
Dept. to aid you. Write us! 











KIMBALL BROS. CO. 








1205-19 Ninth St. es 
6AA ES 


50 years on a DOOR 


good for 50 years more 














Notabene 
The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 
These Historic Hinges can be seen at our factory 


TRADE /BOMMER| MARK 


Millions and Millions of People 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Brooklyn, N. Y. 

















Council Bluffs, Ia. 





MOE’S GARDEN TOOLS 





WEEDER AND MULCHER 


Handsome tools of heavy pressed steel, with blade and 
handle all in one piece, and smooth nickel plated cap 
on handle. 

They have the correct hang or balance, and are stiff 
and strong; without unnecessary weight. Handles give an 
easy, comfortable grip, without fatigue. 

Finished in baked black enamel, with beveled edge 


points. 
Write for Catalog and Prices 


OEFT & COMPAN 


2305 Davis St. North Chicago, Ill. 
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Unlocks Purses! 


Because people need it 


Despite the depression, sales of Sunkist 
oranges reached a new, all-time high 
record. They are still climbing. 


HE REASON is the recent scien- 
tific health discovery which doctors 
and dentists are telling people about. 
Sunkist advertising is telling them, too, 
Because families are using millions 
more oranges than ever before, they 
need Sunkist Jrs. to save time and work 
extracting orange juice. THEY BUY.” 
We furnish you beautiful, free display 
naterial and sell WITHOUT PROFIT 
rO SUNKIST. Mail coupon for details. 


Sunkist 


Fruit Juice Extractor 











' CALIFORNIA FRUIT GROWERS EXCHANGE, ' 
H Department of Fresh Fruit Drinks, ; 
2 Div. Z Jr.-14, 900 N. Franklin St., Chicago, III. r 
H Send information on Sunkist Jrs. and our profit § 
§ opportunity. a 
4 Name. ' 
’ ' 
; NE aoe ay ca calves case aoe etaatasacigep icant ‘ 
1 
: Hy 
; CHRD sc sac S en sd aocpssncancnsastsusswausccisntmnedscuseeessennsasenseackeosreonecontesoaeesa . 
TIE RRR 
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SAMPLE Sent FREE to Try 


Write us for a Free Sample of Rubyfluid. Give it to 
someone who does soldering and tinning. After they 
have tried 





and told you how perfectly it fluxes metals and how 
superior it also serves as a Tinning Flux, you'll sure 
want to sell it. Act now. 


RUBY CHEMICAL CO. 
68 McDowell St., Columbus, Ohio 














B PASS Seamless 


KETTLES, PAILS, DIPPERS 








In Demand by 


Industrial Plants, Plating Rooms, 
Bakeries, Dye Houses, Canneries, 
ete. For Household use. Spun 
from one sheet of brass, strongly 
made, extra heavy bottoms. Dur- 
able, economical. No seams or 
joints. Also furnished in Copper, 
Monel, Nickel, Everdur, Ambrac. 
Send for Bulletin B and Price 
List. 


NATIONAL 
PIPE BENDING CO. 


130 River St.. New Haven, Conn. 

















Mle kmalatlanm ll Cm Lthy 
Good Margin, Big Protits 


DO YOU KNOW 


that aggressive hardware dealers 
are increasing their annual profits 
by selling the quality line of 

















Foltis Drain 
Cleaner 


The Foltis drain cleaner is a 
simple device, consisting of a rub- 
ber hose, with a cup on one end 
of it. Water pressure in the sink 
or the tub’s own faucet and the 
special design of the device clear 
up drain pipe stoppage. Research 
& Development Laboratories, Inc., 
Waterbury, Conn., makes this 
product to retail for the suggested 
price of $1 each. The drain cleaner will operate better if hot 
water is used. The maker suggests its use regularly once a 
week to keep the drain in good condition. When not in use 
the drain cleaner should be hung up by a loop of string to 
enable it to drain and properly air. 











Skilsaw Electrimmer 
For Cutting Hedges 





The Skilsaw Electrimmer for trimming hedges, shrubbery 
and bushes by electricity is made by Skilsaw, Inc., 3310 Elston 
Avenue, Chicago, III. 

a light socket this 

appliance furnishes 

enough power to 

three times faster than by ordinary methods, says the maker. 
Power is furnished by a 1%-hp. universal motor. Cutting 
blades are made of high grade-steel. Suggested retail selling 


When connected to 
snap off the toughest twigs like leaf tips and does the work 
price is $39.50. 





Doo-Klip Shears and Pruners 


Doo-Klip grass shears 
and pruners permit the 
operator to stand erect 
while using and with hand 
and arm in natural posi- 
tion. Large, unbreakable 
wheels support. the 
shears at proper cutting 
height, causing it to roll 
easily over smooth or 
rough lawns. The maker 
states that it will not tear 
or mar thinly grown 












lawns or lawns planted on 
loose, sandy soils. It will 
work close to foundations, 
walks and under bushes and 
shrubs, etc. No adjustments 
are necessary. Blades are 
of case-hardened, rust-resist- 
ing steel. These shears have 
pinch - proof, hand - fitting 
grips mounted on 32-in. tubu- 
lar steel handles. Finish is attractive jade green enamel. The 
Alliance Mfg. Co., Alliance, Ohio, makes the Doo-Klip long- 
handle grass shears and pruners. List prices in all States 
except New Mexico, Colorado, Wyoming, Montana, Idaho, 
Utah, Nevada, Arizona, Oregon, California and Washington 


| are: Standard grass shear, $1.50; long handle shear, $2.50, and 


pruner, $1.50 each. Dealer prices are respectively $10.80, $18 


| and $10.80 per dozen. In the eleven States mentioned above 


list prices are the same but dealer cost is respectively $12, 
$20 and $12 per dozen. 


HARDWARE AGE 

















SS) THE 
~ RAPID-TURNOVER 
CLOTHESLINE 
Has much more selling power because it is 
obviously better quality. The line is super- 
strong, solid braided of 100% long staple 


cotton. It holds clothes pins without 

splitting them... cannot tear or chafe 
clothes. Little wonder it sells so fast. 
Write fordetails, 1 4 #4 «+ ¥# 


SILVER LAKE COMPANY 
Newtonville, Massachusetts 











EDLUND _ |S&eneuiAapber vow 


CAN OPENER Prepare now for the season for 


camping equipment. It will soon 
be here. An addition to your lines 
The Edlund Junior will mean additional profits. The 
shown here is a house- Norcor camp chair and stool are a 









hold size. A guaranteed, profitable sales combination — 

quality article — outstanding both built from the same material 

among can openers. Complete line and with the same principles of 
includes other types and sizes. construction as the Norcor chairs. 








The camp chair and stool have the 
features that campers want—con- 
venient, durable, colorful, practical. 











EGG BEATER 


Another guaranteed 
Edlund product. Un- 
usually strong and at- 
tractive. Beats quickly— 


If your jobber does not have 
the Norcor camp chair and 
stool, write us for complete in- 





smooth running. A qual- formation. 

ity item at a popular 

price. The 
Norco 


LINE 
From Your Jobber or Direct 


EDLUND COMPANY 


Burlington, Vermont 


NORTHERN CORRUGATING CO., Inc. 


Green Bay, Wisconsin 




















Your Customers KNOW 


FAULTLESS 
CAS BERS 


cu NOELTING 


Grand Rapids ‘ Canadian Factory: 
Los Angeles FA a4 -¢ nodes E, a “ Aa = s Stratford, Ontario 








PIVOT BEARING 
BALL BEARING 

GRIP NECK 

TRUCK CASTERS 
INSTITUTION CASTERS 
A COMPLETE LINE 


High Point, N. C. 
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LA 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 











‘Fortify for 
_Fire ren : 


(ghiiaesamiies 








Showing Window Showing “Window 
Closed. Manufacturers of Open. 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 














ns 
a) ae E-Z 93 
, WELDING COMPOUND 


IS THE BLACKSMITH’S 
BEST FRIEND 


Its Use Enables 


Him to Weld Steel 
as Easily as Iron 
IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND Co. 
FORT WAYNE, IND. 








Coming Hardware 
Conventions 


AMERICAN STEEL & Heavy HarpwareE ASSOCIATION 
ConvENTION, William Penn Hotel, Pittsburgh, Pa., May 
18, 19, 20, 1931. B. R. Sackett, secretary- treasurer, 505 
Arch St., Philadelphia, Pa. 


ARKANSAS RetTaIL HARDWARE ASSOCIATION CONVENTION, 
Hotel Marion, Little Rock, May 27, 28, 1931. L. P. Biggs, 
secretary, 815 Southern Trust Building, Little Rock. 


CAROLINAS HARDWARE ASSOCIATION CONVENTION, Greens- 
boro, N. C., June 9, 10, 11, 1931. Arthur R. Craig, secre- 
tary, 804-806 Commercial Bank Building, Charlotte, N. C. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Jan. 26, 27, 28, 29, 1932. Place of meeting to be 
decided later. Chas. H. Casey, manager-treasurer, 2344 
Nicollet Ave., Minneapolis. 


MississipP1 RETAIL HARDWARE ASSOCIATION CONVENTION, 
Buena Vista Hotel, Biloxi, June 15, 16, 17, 1931. Guy 
Nason, secretary, Starkville. 


NATIONAL ASSOCIATION OF PuRCHASING AGENTS, INC., 
ConvENTION, Royal York Hotel, Toronto, Canada, June 
8, 9, 10, 11, 1931. G. A. Renard, secretary-treasurer, 11 
Park Place, New York City. 


NaTIONAL ELectric LicHT AssOcIATION CONVENTION 
AND EXHIBITION, Atlantic City Auditorium and Conven- 
tion Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 1931. 
A. Jackson Marshall, secretary, 420 Lexington Ave., New 
York City. 


NATIONAL RetaiL HARDWARE ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohio, June 22, 23, 24, 25, 
1931. H. P. Sheets, Managing Director, 915-935 Meyer- 
Kiser Bank Building, Indianapolis, Ind. 


New ENGLAND RETAIL HARDWARE DEALERS ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics Building, Boston, 
March 2, 3, 4,,1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler, 
George A. Fiel, secretary, 80 Federal St., Rooms 415-16, 


Boston, Mass. 


Nortu Dakota RetTait HarpwarRE AssOociATION Con- 
VENTION AND ExuHIBITION, Feb. 10, 11, 12, 1932. Place 
of meeting to be decided later. C. N. Barnes, secretary, 


Grand Forks. 


SoutH Dakota RetatL HarpWARE AssocIATION Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis, 


Minn. 
SOUTHEASTERN RetaliL Harp- 
2A ky WARE AND IMPLEMENT ASSOCIA- 
%, 4 TION CONVENTION AND EXuHIBI- 
j TION, Atlanta, Ga., May 12, 13, 
14, 1931. Walter Harlan, sec- 
retary-treasurer, 701 Grand 


Theater Building, Atlanta, Ga. 
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a Compound in a New, Handy Tube Senne Crerererwrenny 
POLLY PRIM DUST PAN 


- EAL 
ad CAULK 0- S The tempered steel edge hugs the floor 


(Reg. U. 8. Pat. Of.) and holds the dust. The long handle 


The JUMBO TUBE (containing 1 pint) saves stooping. The hook at top is con- 
complete with Insert Nozzle and Pressure venient for hanging. Made of 26 gauge 
Key meets every need of the small user a 

and home owner. No caulking gun neces- steel for endurance. Endorsed by Good 
co Pg fie ewer is on to Lor Housekeeping Institute. Finished in many 
non-staining and plastic. s a quic’ ; " Thi ! Gali 

seller, volume builder and profitable item beautiful colors. Write for prices. 
to handle. Compound also sold in bulk 
with full line of guns. 


If your jobber cannot supply you, 
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Chicago Salesroom 1498 Merchandise Mart 


write us direct. 
CALBAR PAINT ULION LIN 
& VARNISH CO.. PATENT NOVELTY COMPANY 





2622 N. Martha St., Philadelphia, Pa. FULTON ILLINOIS pu 
4 4m fy fe fr, fn, hr, hr, Ln, Mr, hr, ; 











Stone Splitting Wedges and Shims 


Desolvo 


Leader of Pipe Cleaners 
for Over 20 Years 


Never Sold to Mail Order Houses 


OLDEST — STRONGEST — BEST 


Popular Priced 
Satisfactory Profit 
Quick Turnover 
Satisfacton Guaranteed 


Trow & ‘Hobie 


Made of the 
Finest Steel Available 


THEY ARE GUARANTEED 
{ Send for Catalog } 


TROW & HOLDEN CO. 


Barre, Vermont 





Buy Through Your Jobber 







MANUFACTURED BY 
THE CHAMBERLAIN COMPANY, Pittsburgh, Pa. 

















COMBINATION WATERING POT 
AND RADIATOR FILLING CAN 


ip Ip/, 


Ipinininis 


FEATURES 


OUTSTANDING 
IMPROVEMENTS 
THE FINEST 


‘nin in 
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THE CORBIN SCREW CORPORATION 


SPRINKLER ON THE The American Hardware Corp., Successor 
MARKET NEW BRITAIN, CONN. 
Made by Warehouses—New York, Chicago, Philadelphia. 


GEUDER-PAESCHKE & FREY CO. Western Factory—Dayton, Ohio. 
301 N. 15th St., Milwaukee, Wis. 











Merchandising 
METHODS 


That's the keynote for 
1931. Are you fully 
prepared to master 
this problem in your 
own store? If not, our 
service department 
can be of valuable as- 
sistance to you. To 
get your copy of ‘‘The 
Story of Jim King— 
Hardware Man,” 
simply tear out this 








Let it Rain! 
Waterproofed — Weatherproofed — 
a rope that recognizes no season—a 
rope that’s just as flexible wet or dry. 
That is what you sell your customers 
when you handle the Guaranteed Co- 
lumbian Tape-Marked Rope. It will 
actually absorb less water which 
renders it practically rot-proof. 
For strength, durability, waterproof- 
ing and flexibility, order Columbian 
here is a Columbian jobber near 
you. We will give you his name, upon 
request. 

Columbian Rope Company 

352-80 Genesee Street 

Auburn, “The rig ps ol N.Y. 


Branches New York Boston 
‘New Orleans Philadelphia 


GOTUMBIAN = ROPE 
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obligation). 


HELLER 


Merchandising Systems 


W. C. HELLER & CO. 
a Ohio 








New York Office: 20 V St. 
Suite 500 vicina 
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accepted free of charge; 
im two consecutive weekly issues. 
Box number address may be used. 


Pesitions Wanted and Help Wanted adver- 
tisements at Special Rate of one cent a 
word, minimum fifty cents per insertion. 








Samples of merchandise, literature, catalogs, etc., 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


CLASSIFIED ADVERTISING 
RATES spply to sew Croan le 
Advertisements from unemployed we 7. an es Representa- 





Set Solid, Minimum of 5 lines... ...$3.00 
Each additional line............ 60 
All replies will be forwarded by us All Capitals, Minimum of 5 lines.... 4.00 


post paid. Each additional line...........- . 
Average 10 words to a line heaton. 


Allow One Line for Keyed Address 
Remittance Must Accompany Order 


requiring 
be addressed to box numbers 


BOXED DISPLAY RATES 


1 cccccc cece cece cc cell lll oOee 
Each additional inch.............. 4.00 
Discounts for Classified tng | 
4 insertions, 10% off, 8 insertions, 1 off. 
Due to the special rate, these discounts de 
not apply on Position Wanted er Help 
Wanted Advertisements. 
HARDWARE AGE is published each Thursday. 
.80 Forms close Nine Days previous to date ef 


unities,” “Sales 





Advertisements. 





Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 


more than ordinary reforwarding postage should not 














POSITIONS WANTED 


POSITIONS WANTED 





HARDWARE MAN—American, married, age 30 years, 10 years’ traf- 
fic experience. Shiping, receiving and stock clerk. Familiar with hard- 
ware, auto accessories, electrical and plumbing supplies and house fur- 
nishings. Also have inside sales ability. Desires position with jobber, 
manufacturer or retail store. New York City preferred. Salary no ob- 
ject. Can furnish A-1 references. Address Box J-190, care of Harp- 
ware Acz, New York City. 








SALESMAN—Twenty years’ experience selling to Hardware, Elec- 
trical and large Department Stores in Chicago and Central West. Have 
personal contact with the best trade. Was for years leading manufac- 
turers’ representative. Of late with nationally known Electrical product. 
Open for line of merit where sales ability can show proper returns. 
The very best of references. Address Box J-270, care of HarDwWare AGE, 
New York City. 





POSITION WANTED—Salesmen with fourteen years experience and 
large acquaintance in the manufacturing trade, wholesale and retail 
hardware, mill, plumbing, machinery and automotive jobbers in New York 
State, Maine, Vermont, New Hampshire, desires a position with a reputable 
manufacturer. 38 years old, married. Excellent references. Address 
Box J-183, care of Harpware Ace, New York City. 


RETAILERS AND JOBBERS.—Have you a responsible position open 
whereby my experience of over 10 years in both wholesale and retail 
hardware, mill supplies, housefurnishings, ctc., can be used? Well versed 
in buying, selling, detail work, correspondence, etc. Good education, age 
30. New York State or New ‘Jersey preferred. Address Box J-281, care 
of Harpware Ace, New York City. 








SALESMAN, experienced, long connected with the hardware trade, seeks 
sales accounts for eastern Penns Ivania, New Jersey and Delaware. Also 
calls on large industrial plants. orrespondence invited from leading manu- 
facturers wishing active representation. Salary or commission; state de- 
tails in first letter. Address Box J-273, care of Harpware Ace, New 
York City. 


SALESMAN, 10 years’ experience, established following “ine Hard- 
ware, Furniture, Variety and Department store trade in Tllinois and 
Eastern Iowa. Married, desires connection with responsible manufacturer 
or large jobber. Can furnish A-1 references as to character and general 
qualifications. Address Box J-252, care of HARDWARE AGE, New York ony. 








HARDWARE SALESMAN who has had retail and eitites experience 
in all branches, exceptional sales record, desires substantial position with 
jobber or manufacturer in Metropolitan ‘district. Acquaintance with trade 
and best of reference. Age 35, single; travel anywhere. Address Box 
J-271, care of Harpware AcE, New York City. 














HARDWARE SALESMAN, age 31. desires a connection with a hard- 
ware or housewares manufacturer for St. Louis and vicinity. ‘Thoroughly 
experienced in the sales of all lines of hardware and housewares. Satis 
factory references furnished. Address Box ]-284, care of Harpware Acr, 
New York City. 





CATALOG COMPILER, thoroughly mentees in hardware, tools, 
mill supplies, etc., capable of taking entire charge of making catalogs for 
jobbers or manufacturers. Can furnish sample pages or names of con- 
ras 4 catalogs made. Address Box J-286, care of HarpwAre Acer, New 
for ity. 








I wish inside position in either wholesale or retail hardware trade— 
office, store, stock room. I offer six years’ experience as retail clerk in 
Germany and three years’ expe rience in various fields in U. S. A. oca- 
- no object. Address Box J-167, care of Harpware AGr, New York 

ity. 





SALESMAN—Age twenty-six, married, with eight years’ hardware 
experience retail and wholesale, ‘desires position as store manager, buyer 
or jobbers representative where real effort will be appreciated. Have my 
own car. Address Box J-278, care of Harpware Ace, New York City. 








SALESMAN—18 years - road. Experienced—calling on Jobbing and 
Retail Trade. 43 years of age. Desires connection with a manufacturer 
Al references. Address Box 556, Lynchburg, Va. 
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SALES—Sales Promotion—Available May 1. Thoroughly experienced 
in all phases of distribution of hardware and electrical specialties. Five 
years territorial salesman for one internationally known manufacturer; past 
year assistant to president and sales manager for well-known specialty 
manufacturer. Thirty years old, married, will travel or locate. Earnings 
past seven years average $4, 200. Prefer rg or Middle West con- 
nection. Know the trade from Pittsburgh to Minneapolis. Best of ref- 
erences. Address Box J-279, care of Harpware Ace, New York City. 





TEN YEARS’ EXPERIENCE in the retail sellin; 4 light hardware, 
housefurnishing, china, toy, garden accessories, etc. 1 versed in store 
outlay, window display, firm believer of open display. Price ticket writing. 
Fully capable of taking charge of one or more store managements, Mar- 
ried. Will go anywhere; willing to start from bottom. Address Box 
J-277, care of Harpware AcE, New York City. 





HARDWARE MAN of twenty years’ experience in wholesale and re- 
tail hardware business, also sporting~goods, paint and supplies. Forty 
years of age, single, sober and industrious. Capable of taking charge and 
handling men, desires change. Can furnish first-class references. iddle 
West or South preferred. Address Box 1-983, care of Harpware AGE, 
New York City. 





SALESMAN, Christian, 16 years’ general and builders hardware ex- 
perience, wishes to connect with reliable firm. Have = Brooklyn, 
Long Island and New England. Can read Blue Prints est of refer- 


ences. Address Box J-207, care of Harpware AcE, New York City. 





POSITION WANTED—Middle-aged man with varied experience in 
cutlery and wire goods manufacturing, packing and shipping. Licensed 
engineer. Al references. Moderate salary. Address Box J-147, eare of 
Harpware Acre, New York City. 





SALESMAN—Acquainted with hardware jobbers and large retailers in 
Ohio, Indiana, Kentucky and New York open for good connection. Refer- 
ences from present employer. Address Box J-272, care of HanpwArE 
Ace, New York City. 

HARDWARE MAN—13 years’ experience in retail hardware busi- 
ness and all its branches, desires permanent connection with reliable firm 
in New York State. Address Box J-285, care Harpware Ace, New York 
“ity. - 

SAL ESMAN, married, understands buying in household, cutlery and 
paint line. Age 48—experience 25 years. Excellent references. Address 
F, Eich, 2210 Wade Avenue, Cleveland, Ohio. 














HELP WANTED 
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: An o rtunity exists for 

SALESMEN WANTED men io awa mae an ex- 
ceptional sales record. One of New York’s leading hard- 
ware and housefurnishing jobbers desires to employ sev- 
eral men who have a ee references. After a 
period of training these men will be added to our sales 
force. Retail or wholesale hardware experience desirable 
but not essential. Applicants must be residents of the 
Metropolitan District preferably owning a car. te 
fully to Box J-269, care HARDWARE AGE, New York. 














WANTED-—Salesman with car, for metropolitan district to sell an old- 
established line of builders’ and shelf hardware direct from factory to 
dealer. Excellent opportunity for go-getter who understands builders’ 
hardware and has a following. Address Box J-283, care of Harpware AGE, 
New York City. 


STATE AGENTS sa autos to cover retail hardware trade and sell 
Wonder Weeder onder Lawn Shears. Address WONDER MAN- 
UFACTURING COMPANY 621 Smythe Ridg., Cleveland, Ohio. 








WANTED--Builders’ hardware man. Moderate salary. Thoroughly 
competent. State experience in minute detail, age, education and po nd 
desired. Reply “Hardware,” P. O. Box 786, Norfolk, Va. 
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CLASSIFIED OPPORTUNITIES 





BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 








Salesmen to Sell Garden Hose 








Manufacturer of National Reputation wants services of 
salesmen experienced in selling the trade that handles 
garden hose. Give experience, lines previously handled, 
and territory you covered. Commission only. Address 
Box J-289, care HARDWARE AGE, New York City. 














HARDWARE SALESMEN for new patented lock as side line, on com- 
mission basis; all territories open; splendid proposition for resident sales- 
men at Philadelphia, Chicago, St. Louis, Los Angeles, Detroit, Atlanta and 
New Orleans. Only experienced men with following need apply. Address 
Box J-287, care of Harpware Ace, New York City. 


MAN WANTED to sell electrical and plumbing supplies to the retail 
hardware trade in New Jersey. Good opportunity. Prefer man now call- 
ing on trade but not essential. If you are a hustler we are looking for you 
and will cooperate fully with you. Address Box J-275, care of HARDWARE 

















Acg, New York City. 
WANTED—Reliable hardware salesman to handle complete line of 
plumbing specialties as a side line in the fo'lowing territories: ew York 
ata State, Hlinois, Connecticut, Pennsylvania, Ohio, Indiana, Nebraska, Iowa. 
Address Box J-280, care of HArpware Ace, New York City. 
1 SALESMEN WANTED—To sell America’s most complete line of 
Modern plant, 361 x 80 ft., concrete block con- high-grade dog furnishings on commission basis. Following territory open: 
struction with concrete floor, with machinery, tools, Washington, Oregon, California, Kansas, Arkansas and Texas. Address 
dies, patent rights, stock and office equipment. Craftsman Leather Specialty Co., Inc., Dayton, Ohio. 
Located in Ohio. WANTED Capable state distributors covering hardware, drug and 


cigar trade to handle our Crystal Stropper for safety razor blades. A 
marvel for efficiency. Retails 25c. It’s selling. Immediate action neces- 
Address Crystal Stropper Co., Milton, Mass. 


Completely equipped to manufacture a variety of 
wood or metal products for which there is a wide 





: refs sary. 
demand. Plant can start operation within 24 
hours. POPULAR SIDE LINE item for salesmen now selling department 
stores and hardware stores. A household necessity. Not a novelty. In 


Address Kewaskum 


reply state lines carried, territory, and give references. 
Aluminum Company, Kewaskum, Wis. 


ROPE SALESMAN WANTED. 


Ib. basis. Fast selling side line, five per cent commission. 
Company, 82 South Street, New York City. 


SALES ACCOUNTS WANTED 


Have been doing a successful business on Pea and 
Bean Hullers, Lima Bean Hullers, Combination 
Hullers, Juice Extractors, Knife Sharpeners; also 
Adult and Juvenile Exercisers. Inventories con- 
servatively at $22,000. 

Poor health, total blindness and death of daughter 
force quick sale. Will sell at $15,000 and make 
terms reasonable to right party. 


100 per cent pure Manila rope, “14. 
United Fibre 









































oe Box J-260, Have You Satisfactory Pacific Coast Representation? 

Ht For six years I have represented a leading hardware manufacturer 

c/o Ha ware Age, New York City in the territory from eaves west as direct factory man, selling 

principal jobbers. Have resigned to establish myself as manufac- 

turers’ agent. Have 20 years wholesale and factory sales experi- 

| ence selling hardware jobbing, tool supply and kindred trades. 

THREE-STORY BUILDING, 38 ft. by 118 ft., located on a R.R. | Contemplate two or more thorough trips over territory each year 

siding in the thriving town of Apple Creek, Wayne County, Ohio. Has | with residence and office contact between trips. Will be in East 

been used and is equipped as a screen door factory; can be bought with | and Middle West in June. May I have the privilege of an ap- 

or without the wood-working machinery. Building practically new and | pointment to confer with you in person? Address Box J-288, 
well built. A chance to establish a business in one of the best com- | c/o Harpware AGE, New York City. 








munities in central Ohio. Address The Commercial Banking & Trust Co., | 
Wooster, Ohio. H =, . : 3 

MANUFACTURERS’ AGENCY located in Boston and established fif- 
teen years, covering the six New England States calling on the better 
| grade of hardware, department wees, _and architects is open for a good 





WANTED: A partner, active, willing to invest $25,000 in vdiiiedhe 


hardware business established in Philadelphia 82 years. Address Box line of specialties. Address Box J-2 care of Harpware Act, New 






























































J-262, care of HarDwarE AGE, New York City. York City. 
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: The keen dealer realizes clean-cut profits from his cutlery stock. 5 
, A pleasing portion of his income is obtained from his knife sales. 5 
1. ] 
Whet your knowledge on the Hardware Age grindstone 
\ Profit by the cutlery articles. ; 
i u} 
t 

: Lelie Pplplplelplrlplrlrlrlrirly =I SeaGaeaG see IG aGIG AG: 152525 Sip Ppepepepelelelelelelels STII ICICI CSCIC a 











APRIL 30, 1931 























WOOD SCREWS 
Rivets Roofing Nails | Scratch Beush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milten Pray Co., San Francisco, Los 7 Seattle 
G. M. Baird & Co., Memphis, Tenn. 


The “Premier”’ 
Ball-bearing—Adjustable Tension 





Quality and Durability 


“Premier” Spring Hinges may be sold en 
their Quality and Pueny without hesitation 
or reservation. 

The design and construction of bearings has 
been given careful attention and many years 
of use on thousands of doors has proven their 
quality. 

An added feature of importance is the sim- 
plicity of application which requires only a 
rectangular mortise cut in the lower corner of 
the door. This means reduced labor costs. 


Send for Catalogue H-47. 





Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U. S.A. 

















MAKE EXTRA PROFITS 
with GOTTSCHALK’S 


METAL SPONGE 


“The little sponge that does the big job” 


Display this quick and profit- 
able seller and get your share 
of the business we are creating 
by our national advertising. 


Over five million sold last 


year. 


Gottschalk’s METAL SPONGE 
is endorsed by more than 25,000 
‘clubs and other women’s organ- 
i) izations that have tested it and 
proven its superiority for clean- 
ing and scouring everything. 
Turn this sentiment into sales. 


Send for FREE samples and 
prices TODAY. 


Retails at 10c and 25c 
Packed in attractive cartons. 





Metal Sponge Sales Corporation 


John W. Gottschalk, President 
2726 Mascher Street Philadelphia 
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CLINTON 
PRODUCTS 


for the Hardware Trade 


Poultry Netting Perfection Deer 
Hardware Cloth Springs 
Screen Wire Cloth Wire Clothesline 


Nails and Brads 


AMERICAN Wire Fasrics CorPoRATION 


Subsidiary of Wickwire Sp Steel C. y 
41 East 42nd St., New York City 





Worcester Buffalo Chicago Cleveland Tulsa 
Pacific Coast Headquarters: San Francisco 
Branches and Wareh : Los Angeles, Seattle, Portland 
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INDEX TO ADVERTISERS 


Every care will be taken to index correctly. 

















THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
No allowance will be made for errors or failure to insert. 
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Kimball ¢ S 
HAND POWER ELEVATORS 
Fast and Safe a 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevator is not feasible 
— comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 


Machines 











WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 
4AA 








DOMES of SILENCE 


Slide 
Softly 
Silently 
Smoothly 
Saves 
Furniture 










$9.00 Per Gross Sets 
Retails for $14.40 


If your Jobber can- 
not supply you — 
write us direct. 


We also make all 
grades of Sliding 
Casters, Pin Slides, 
Felt Slides, Radio 
Felt, Insulated 
Slides, etc. 


DOMES of SILENCE, INC. 


21 Pearl Street New York 














Meet the Champions! 


The decision of a million housewives! 


Asparagus Cans, Sardine Cans, Square Cans, Round 
Cans, Oval Cans! Vaughan’s Safety Roll Champions 
cut the tops “out” of ’em all. Each Safety Roll is 
the winner in its class—can’t be beat for value and 
performance. Put these nationally advertised leaders 
on display—they’ll keep your cash register bells ring- 


ing. 


In the Upper Right 
Corner 


The Heavyweight 
Champion— 


For the first time in 
history, you can _ offer 
your trade a stationary 
can opener for $1.00— 
SAFETY ROLL SR. 
Cuts the top “out” of 
all cans easier than 
winding a clock —and 
without changing the 
bracket. Saves the 
juices. Sturdy steel Safety Roll Sr. The marvelous 
frame, nickel - plated opener that opens all cans, tosses 
metal parts and colored the lid aside with an easy turn and 
handles make an at- leaves a smooth, rolled edge. 


tractive display. Retails 
for $1.00. Handsome 
profits. Get the facts on 
this ace of can openers. 





No More Burnt Fingers 
With this Lightweight 
Champion— 


Baked beans, corn, peas 
and delicious plum pud- 
ding can be steamed in 
the can and the lids re- 
moved without a finger | 
touching the scalding tin. 
Safety Roll = ge 9 - . 
top “out” slick and its new! Safety Roll 2nd pre- 
clean. Well made. All vents burnt aad tat fingers cae 
metal parts _nickel- saves the juices. 

plated. Colored wooden 
handles. Retails for 25c. 
First gross sells like hot 
cakes. A repeater. Send 
for details. 





Bantam Weight 
Sensation! 


Now for ten cents—one 
thin dime—you can offer 
your trade the bantam- 
weight champion of the 
kitchen—Safety Roll Jr. 
The simplest, smallest, 
and most durable can 
opener made — the 
world’s best for the 
money. Takes the crown 
“out” of all cans with 
Po gp the juices 
= eaves a safety satet Roll Jr. Nationally ad- 
rolled edge. Has swept vortiat in the Saturday Evening 





the country. Build busi- post, Ladies’ Home Journal, House- 
ness with this leader. hold’ Magazine and other leading 
Sample and prices sent publications. Sells itself when 


to rated firms. properly displayed. 


In every home, women have been ripping jagged furrows around 
the rims of cans. No wonder they are welcoming—and buying, these 
Safety Roll Champions. ‘There’s nothing like ’em for eafety, 
convenience, speed, and durability. Make quick, sure sales and 
substantial profits. Send for information and prices today. 


VAUGHAN NOVELTY MFG. CO. 
Mfrs. of Quality Kitchen Tools 


3211 Carroll Ave., Chicago, Illinois, U. S. A. 
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the distinguishityg mark of 
Stanley Strap and T-Hinges 


MITATION of design is one thing; 
imitation of quality, another. As 
leaders in the field of quality Strap and 
T-hinges, Stanley Hinges can now be 
readily identified by their Bright Red Tips. 


When offered Strap and T-hinges, look 
for the Red Tips.’ Stanley’s are readily 
identified by this distinctive marking, 


Remember, there are many times more 
doors swinging on Stanley’ Hinges today 
than on any other make. You as a dealer 
should capitalize on this ready acceptance. 





Packed one pair in a box 
with wood screws 


THE STANLEY WORKS 


New Britain, Conn. 
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STANLEY HARDWARE 
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A NEW PITTSBURGH 
CHAIN-LINK FENCE 


Here is an aristocratic fence that can be 
sold at an economical price . . . Made 
only in 45-inch height, of No. 12 gauge 
wire, it is admirably suited for enclosing 
lawns, gardens, play yards, miniature 
golf links, and dozens of other uses about 
your community. Its 114-inch mesh is 
small enough to stop small animals and 
chickens and even golf balls. The cus- 
tomer himself can easily erect ‘‘Patric- 
ian”’ fence, on wood or steel posts. 


The “Patrician” is of the same high 
quality as all other Pittsburgh Chain- 
Link Fence, made of the same copper- 
bearing steel, hot zinc-coated after weav- 


ing. It differs only in height and gauge. 


From the dealer’s point of view, the 
*Patrician’’ fills a long-felt want. You 
can sell any length from the roll on the 
. : floor without waste. Each link is a spiral 

$5 eS » which may be removed by screwing in or 
‘ i out for splicing or cutting. There are no 
eae = : wv short lengths, no leftovers. Every foot is 
seh x Dee salable. There is no large investment in 
/ assorted styles and sizes, the ‘“‘Patrician” 
comes in only one style and height. 
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( Pittsburgh Steel Co.) 


Union Trust Bldg. Pittsburgh, Pa. 
New York San Francisco Chicago 
Detroit Syracuse Memphis Dallas 





NEW FENCE 
NEW MARKET 
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NEW. PROFIT 
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